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CHICAGO: Where big A. B. A. meeting will convene (See: page 39) 
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How to make and protect a good impression 


Give your customers checks on 
Hammermill Safety — 
“The Best Known Name in Paper” 


The minute your tellers start reaching 
for checkbook fillers like these, it’s 
going to help your bank make a better 
impression—25 per book. These 
checks carry the best known name 
in paper—they’re on smooth-writing 
Hammermill Safety. 


ommoumill, Fe 


Every time one of your customers 
writes a check, he'll see the famous 
Hammermill Safety surface mark. 
Check after check, this emblem of 
quality will be a constant reminder 
that you overlook nothing to make 
your banking services completely 
satisfactory. 


How to protect that good impres- 
sion? It’s automatic with Hammer- 


mill Safety. The specially sensitized 
surface instantly shows up the tiniest 
alteration...visually safeguards 
deposits and depositors. 


Next time you order checks, 
remember that Hammermill Safety 
costs no more than other safety papers. 
Why not ask your printer or bank 
lithographer to show you samples of 
checks on Hammermill Safety today? 
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Counting Coin in Nigeria 


Sirs: Recently you published illustra- 
tions of the counting and handling of 
coin by an American bank, and we 
thought your readers might be interested 


in the way coin has been counted by 
customers in our branches in West Africa 
for the past 50 years. 

The enclosed photograph shows cus- 
tomers squatting on the floor of the 
banking hall counting coin in our Kano 
branch in Northern Nigeria. Attempts 
have been made from time to time to 
induce these customers to use tables, 
but to no avail as the traditional method 
of doing business is on the ground. All 
the customers require is an adequately 
spacious banking hall. 

JOHN C. READ, 

Assistant General Manager, 
Bank of British West Africa Limited, 
London,-E. C. 3, England 
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Gold Show 


Strs: The enclosed picture shows a 
group of Colorado Springs students 
admiring and examining a gold brick 
weighing 80 pounds and worth $33,000. 
This brick was part of a gold and gold 
coin display shown in our lobby recently. 

Through the kindness of several nu- 
mismatic groups, we were able to pre- 
sent a comprehensive exhibition of gold 
coinage. The brick was made available 
by the Golden Cycle Corporation which 
operates a gold milling operation in 
nearby Cripple Creek. W. H. Brett, 
Director of the United States Mint in 
Washington; gave permission to delay 
the gold ingot in transit from the mill 
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to the United States Mint in Denver. 

While we have had a number of inter- 
esting displays in our lobby, none has 
received the attention and publicity that 
was showered on our gold show. In 
visits to the schools, we made it possible 
for the students both to touch and 
attempt to lift the gold brick, which 
proved to be an exciting experience for 
them. 

PETER P. DODGE, Public Relations, 

The First National Bank, 

Colorado Springs, Colorado 
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Tall Sign 


Sirs: We are sending you a photo- 
graph of the new ist National Bank 
sign now displayed 
on the corner of our 
building. It has 
created considerable 
comment because of 
its size and bril- 
liance. It reaches to 
the fifth floor of our 
building. 

The sign was built 
in Omaha and is an 
original design. It 
is constructed of 
stainless steel and 
plastic and is com- 
pletely lighted from 
within. Time is re- 
corded by the sign 
each minute and the 
temperature is under~constant control. 

ROBERT MANLEY, 

Customer Relations Department, 

First National Bank of Omaha, 

Omaha, Nebraska 
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Neighborhood Improvement 


Sirs: Americans across the country 
will soon be taking a critical look at their 
homes, neighborhoods and communities 
as the result of a national program for 
housing improvement sponsored by the 
non-profit, non-partisan American Coun- 
cil to Improve Our Neighborhoods. 

ACTION, as the council is called from 
its initials, came into formal existence 
in Washington last November under the 
sponsorship of business, civic, financial, 
labor and religious leaders particularly 
interested in improving the nation’s 
housing. At this meeting President 
Eisenhower told ACTION’S Board of 
Directors: “I am particularly delighted 
to see this organization meeting and 
starting to work.” 

A national information campaign is 
being launched by Adve¥tising Council, 
public service medium of the advertising 
industry, and will reach its peak this 
fall. National distribution will be given 
to a source booklet describing the pur- 
poses and policies of ACTION and list- 
ing available literature and research 
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studies. By September a_ full-color, 
animated film, “Man. of Action,” is to 
be given national release for use by 
community groups as well as for tele- 
vision presentation. 

JACK K. AYRE, Manager, 

Trade Publication Department, 

ACTION, Box 462, 

Radio City Station, 

New York 20, New York 
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To the Point 


Sirs: Burroughs Clearing House, in 
my estimation, is one of the most com- 
prehensive and “to the point” publica- 
tions in circulation. 

R. N. DUNLOP, Vice-President, 

The Guarantee Title & Trust Company, 

Columbus 15, Ohio 
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Feel right at home 


As we visit your cities and enjoy your hospitality 
and friendliness, we always hope for the chance to 
do something for you. We’re happy that we’ll have 
that chance this month when you visit Chicago for 
the 81st annual meeting of the A.B.A. 

As an old Chicago institution, we may be a little 
biased but we think our city is one of America’s 


most fascinating places. So we’re sure you'll enjoy 
your stay. And we’re sure you'll profit from the 
stimulating convention program. 

Please drop in at The First National Bank and 
let us welcome you to Chicago. And feel free to 
use any of our facilities — such as telephones or 
secretarial service — during your stay. 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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TRENDS IN FINANCE 





































Rising Money Markets 


The $64,000 question in financial and 
business circles is: will the gentle credit 
restraints placed on booming borrowings 
by U.S. monetary authorities have the 
desired moderate influence, or will they 
exert an undue dampening effect on the 
nation’s high-geared economy? It’s a 
source of practical concern to home bui!d- 
ers, auto dealers, stock brokers, and 
many others. 

Anticipated for some time, the new re- 
strictive phase of Federal Reserve policy 
was initiated last month. And, as was 
also expected, it was accompanied by a 
series of kaleidescopic changes in_ the 
New York money market, which gradual- 
ly spread to other cities. 


Interest rate boosts. Almost simul- 
taneously with an increase from 1% to 
2 per cent in the rediscount rate of 11 
Reserve banks (the Cleveland “Fed” 
jumped a full half per cent to 2% per 
cent), New York City banks: 
¢ Raised the prime rate—what business 
borrowers of top credit rank pay for un- 
secured loans—to 3% from 3 per cent, 
the first change in this rate in more than 
a year. 


@ Raised the rate that brokers and deal- 
ers pay for loans against customers’ se- 
curities. Some banks went to 3% from 
3% per cent, the latter rate having re- 
placed a 3 per cent: quotation as recently 
as the last week in July. 

@ Raised to 15 from 1% per cent the 
rate of interest paid on foreign banks’ 
time deposits in New York. These de- 
posits exceed $1.1 billion. 
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A major cause for concern 


Bills up, too. Just before the redis- 
count rate change, Treasury bills, which 
had edged higher weekly from around 
1.62 per cent to around 1.75, went to 1.85 
per cent. After the discount rate change 
the Treasury had to pay 1.889, the high- 
est since September 1953. Bankers ac- 
ceptances and commercial paper went up 
an eighth per cent each in yields; for the 
merchants’ bills it was the sixth rise so 
far in 1955. 

What is happening is that central bank 
policy, which had changed from neutral 
to mildly restrictive with signs of a gath- 
ering new boom, has moved toward 
making credit not only less available but 


Recent credit restraint and money rate developments have been major news topics 
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also more costly to borrowers. 

Mortgages, consumer loans. The tim- 
ing of the Reserve action was such 
that it did not interfere with Treasury 
borrowing, cleaned up until October. 
Also the timing coincided with record 
instalment borrowing ~- statistics, and 
with indications that the housing situa- 
tion had become so heavily dependent 
upon V.A. and F.H.A. no-down-payments 
and 30-year mortgages as to worry the 
Administration, which naturally wants 
some of the boom held over until 1956, an 
election year. Both the V.A. and the 
F.H.A. cut the mortgage guarantee term 
to 25 from 30 years and now require at 
least a 2 per cent down payment on new 
homes. 

Preceding these series of credit meas- 
ures of various kinds was a meeting of 
representatives of finance companies and 
banks with the President’s Council of 
Economic Advisors, at which the Admin- 
istration expressed concern over exten- 
sion of consumer credit on a basis of 
nothing down and more than two years 
to pay. Immediately after the discount 
rate increase the Federal Reserve Board 
called in sales finance and bank officials 
to obtain more information on instalment 
loan trends than was available from sta- 
tistics. There appeared to be no immedi- 
ate alarm over the consumer credit situ- 
ation, but some fear of future repercus- 
sions was evinced if the sharp upward 
trend in loan volume continues, and the 
quality of loan paper deteriorates fur- 
ther. The great bulk of the loans were 
considered sound; however, it was agreed 
that some fringe lenders were extending 
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YOU WILL WANT 
THIS NEW 
1955-1956 
CATALOG 


It will save you time 
now or later! 





The new 1955-1956 Abbott 
Catalog contains the “best se- 
lection of equipment for coin 
and currency handling—plus 
dozens of other useful new 
items.” 


PLEASE CHECK YOUR FILES 


If you do not have a copy of 
this timely booklet, please fill 
out the coupon below and 
we'll mail one promptly. 


AAIB 13 OU 
COIN COUNTER COMPANY 


Manufacturers for Banks Since 1911 


143rd to 144th Sts. and Wales Ave. 
New York 54, N. Y. 
Phone : LUdlow 5-1200 





ABBOTT COIN COUNTER COMPANY, INC. 
143rd to 144th Sts. and Wales Ave. 
New York 45, N. Y. Dept. B 


Gentlemen: 
Please send me the New 1955-1956 Catalog. 


























Street scene at Winstead, Connecticut, typifies heavy flood damage 


Banks are helping business customers reopen and rebuild 


credits to marginal borrowers on too lib- 
eral terms. 


“Persuasion” used. While some “moral 
suasion” is being exerted by supervisory 
authorities on the consumer credit front, 
there is no law or regulation through 
which instalment loan terms can be con- 
trolled, and Reserve bank influence upon 
either terms or volume through the dis- 
count rate or other indirect monetary 
controls is slow in taking effect. 

The action of New York banks in bid- 
ding for foreign time deposits through 
rate increases quite likely could extend 
to domestic deposits too, for when banks 
are eager to expand credit and at the 
same time _ rediscount in minimum 
amounts, increasing the lure to deposi- 
tors for more funds is a traditional step. 
It has already become noticeable among 
mutual savings banks, which have been 
trying to increase deposit volume to keep 
up with mortgage purchase commit- 
ments. 

Further boost? A topic of lively in- 
terest in New York as well as in Chicago, 
Cleveland and other leading centers is 
whether one or more Federal Reserve 
banks successfully can maintain differ- 
ing rediscount rates for any length of 
time. While such action probably would 
be difficult as between New York and 
Chicago, in the past the practice did work 
for several years up to World War II. 
But the fluidity of money is of a nature 
that such action as for example that of 
Cleveland conceivably could increase 


| pressure upon member banks in other 





cities and, in turn, upon other Federal 
Reserve banks. Cleveland bankers ex- 
plain their higher rediscount rate on the 
basis of alleged disproportionate expan- 
sion there in both business and consumer 
credit. 
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In Europe, Too 


It is not only in the United States that 
credit control medicine is being applied 
to incipient inflationary fever. Across 
the Atlantic, in most of the Western Eu- 
ropean countries, the government money 


managers have concocted similar brews. 

In Britain, Chancellor of the Ex- 
chequer Richard A. Butler has boosted 
the required instalment loan down pay- 
ment from 15 per cent to 33% per cent, 
while leaving the payment period of up to 
two years unchanged. He also called for 
a sharp cut in capital expenditures by 
public and private groups, and told banks 
to be more selective in their loans. 

Last month the West German and Bel- 
gian central banks raised their redis- 
count rates. A tight money policy was 
initiated in Sweden earlier this year. 
Italy was one of the first countries to im- 
pose a monetary discipline on its econo- 
my, but the plan to develop Southern 
Italy industrially is expected to involve 
inflationary financing. 

With higher raw material prices, 
labor shortages, rising governmental ex- 
penses and other factors creating eco- 
nomic pressures, the question arises 
whether monetary policy alone will be 
sufficient to thwart the rising inflation 
threat in Europe. 


* . e 


Emergency Financing for 
Storm-Stricken Areas 


Leading bankers in the seven states of 
Connecticut, New Jersey, Massachusetts, 
New York, North Carolina, Pennsyl- 
vania, and Rhode Island are actively par- 
ticipating in plans for relief and the re- 
building of storm-stricken communities. 
At least two bankers in each of 16 dis- 
aster areas will represent the Small 
Business Credit Commission and _ the 
Credit Policy Commission of the Ameri- 
can Bankers Association as advisers to 
the Small Business Administration, 
which is opening regional offices in the 
storm-ravaged areas. 

Fast action. A check among banks in 
the. seven states disclosed that local 
banks and their large city correspondents 
were immediately active in taking care 
of emergency financing for their custom- 
ers and planning for the rebuilding and 
reopening of business enterprises in 
areas hit by floods. 
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The word comes from many, many bankers: 
having a Custodian Account at Bankers 
Trust is like having an operating unit in New 
York, close to the nation’s leading securities 
markets. 


Yes, as a bank for bankers, in the heart of 
New York’s financial center, we are ideally 
situated to give you fast, detailed, personal- 
ized Custodian Service. 


In our care, your securities and those of your 


“It’s like having a duplicate staff” 


customers are handled and safeguarded with 
the ultimate in security. Our services include 
supervising purchase, sale, receipt and deliv- 
ery; collecting income, supplying advices on 
all transactions. You retain complete control. 


Why not use this “corner on convenience,” 
as do hundreds of banks, corporations, insur- 
ance companies and other institutions. Just 
call or write the Custodian Department for 
complete details. No obligation, of course. 


BANKERS TRUST COMPANY 


16 WALL STREET, NEW YORK 15, N.Y. 








The disaster loan functions of the 
Small Business Administration were 
written into the law creating the Agen- 
cy, and the first local disaster review 
committees were organized following the 
hurricanes which struck New England 
and North and South Carolina in 1954. 

Loan terms. The purpose of the dis- 
aster loan program is to restore the af- 
fected people as nearly as possible to 
their pre-disaster status. In some cases, 
the borrower, for rehabilitation purposes, 
may be moved to a different location. Dis- 
aster loans made by the Small Business 
Administration under the law may not 
be used for any purpose other than re- 
pair and replacement of property, includ- 
ing inventory. Generally, the term of 


loans cannot exceed 10 years, except for 
housing, where loans may be made for a 
maximum of 20 years. Loans may not be 
made for any portion of a loss covered 
by insurance. 
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The Variable Annuity 


The innocent-appearing word “varia- 
ble” has become one of the most contro- 
versial in the English language, among 
life insurance companies and investment 
interests. 

The sharp disagreement centers around 
the idea of having insurance companies 
break tradition by issuing “variable an- 
nuities” backed by common stocks rather 





Let the Cars Pass by... 





but not your PROFITS! 


Auto financing is good business. The share you want is 


easier to 





et when you offer dealers the sales advantage of 


Old Republic credit life and disability insurance, which pro- 
tects the unpaid balance of every contract. 

Old Republic promotes good will for you, places you in 
a better competitive situation and reduces repossession loss, 


for you and dealers alike. 


Old Republic makes it possible for you to offer your 
dealers, at no cost, all the charts, rate cards, displays, 
folders, newspaper and radio advertising materials they 


‘want and need. 


A phone call, wire or letter will bring the nearest 
Old Republic man to your desk, with no obligation. 


OLDIREPUBLIC: 


ee G94 38) INSURANCE Rae satan CONSUMER CREDIT 




















VARIABLE 
ANNUITIES 















A staiemant by Carrol M. Shanks, Prasi- 
dent, The Prudential insurance Company 
of America; on Assembly Uills 305, 306, 


end 307 before the Business Affcirs 


Committee, House of Assembly, Trenton, 


. New Jarsey, on May 13, 1955. The 
measures cre now pending in the 


Lesisiaturs. 


A strong “pro” viewpoint 


than bonds or other fixed-return obliga- 
tions. Instead of being guaranteed the 
same number of dollars annually for life, 
as in the conventional contract, the varia- 
ble annuity holder would receive a fluc- 
tuating income depending upon the re- 
turn from the stock holdings. The basic 
objective, of course, is to counteract 
changes in dollar purchasing power— 
and particularly to minimize the effect of 
inflation which has eroded the buying 
power of standard annuity incomes. 

Already in business. The subject is no 
longer an academic one. The Variable 
Annuity Life Insurance Company of 
America was licensed last month in the 
District of Columbia as the first life in- 
surance company to make such annuities 
available to the general public. One of 
the leading advocates of the idea, George 
E. Johnson, has resigned as vice-presi- 
dent and general counsel of the Teachers 
Insurance and Annuity Association, to 
become president of the new company. He 
was active in the establishment three 
years ago of the College Retirement 
Equities Fund, which in cooperation with 
TIAA pioneed in offering variable annu- 
ity contracts in retirement programs re- 
stricted to educators. 

According to President Johnson, the 
new company will market the individual 
and group annuities through licensed life 
insurance agents, and he adds that it will 
“undertake to be admitted to do business 
in states where there is a demand for our 
services.” Changes in the insurance laws 
would be necessary in most states, it is 
believed, to permit the sale of variable 
annuities. 

Prudential seeks go-ahead. It is only 
this legislative hurdle that has delayed 
one of the nation’s largest insurance 
firms, Prudential Insurance Company of 
America, from embarking upon a simi- 
lar program. It is strongly optimistic 
that enabling bills will be passed this 


Burroughs Clearing House 











nae mae Oe Gee Oe Oe Gee eee CL | ee ot 








> = F 


WS Phi otf fF 


e 


ll 











Fall by the New Jersey legis'ature, to 
provide the necessary “green light.” 
Following this, sales training programs 
will be instituted among the field force 
numbering some 21,500. It is reportedly 
planned that variable annuities would be 
part of a combined package that includes 
regular life insurance to provide family 
protection, plus a retirement plan that 
puts half the premium into a fixed annu- 
ity and the other half into the variable 
annuity. 

Many opponents. Meanwhile, strong 
opposition to the proposal has come from 
other major insurance companies, invest- 
ment banking houses and brokers, and 
mutual fund organizations. 

Openly against the idea are such in- 
surance firms as Metropolitan Life, John 
Hancock Mutual Life, Massachusetts 
Mutual Life, and Continental American 
Life Insurance Company. They fear that 
it may undermine the sale of other types 
of policies, and also warn of repercus- 
sions from a falling stock market. 

Two objections. Spokesmen for invest- 
ment dealers and mutual fund organiza- 
tions contend that a tax loop-hole and 
exemption from laws governing the issu- 
ing and sale of securities would give 
insurance companies offering variable 
annuities an unfair competitive advan- 
tage. They point out that under the 
Federal tax treatment now accorded in- 
surance companies, an individual or 
group of individuals could, in effect, pur- 
chase common stocks in the form of a 
variable annuity and have all dividend 
income reinvested subject only to an ef- 
fective tax of less than 1 per cent. They 
compare this with a tax of from 20 to 91 
per cent to which dividend income would 
be subject if received on common stocks 
owned in other ways. 

Meanwhile, it is known that the Se- 
curities and Exchange Commission has 
been studying the applicability of fed- 
eral securities statutes to variable annui- 
ties. 

Urge word change. There is also strong 
pressure on the part of some life under- 
writers and others not to have the word 
“annuity” used in connection with the 
variable contracts, on the grounds that 
it would be confusing to the public which 
is accustomed to thinking of an annuity 
as something with a guaranteed fixed 
number of dollars of income. 

Despite the opposition from those who 
consider life insurance variable annuities 
either a dangerous experiment or unfair 
competition, the neutral viewpoint ap- 
pears to be that the idea will spread and 
will receive the test of time. 


* 


Saul Fromkes, president of the City 
Title Insurance Company of New York, 
feels that mortgages could also be 
adapted to the variable payment prin- 
ciple and has recommended that mort- 
gage bankers and real estate lenders 
study the feasibility of devising a work- 
able plan. 

Such mortgage loans, Mr. Fromke 
pointed out, might be repayable at vary- 
ing rates or in varying amounts related 
to changing economic conditions, fluctu- 
ations in the borrower’s income, or shifts 
in gross income or net earnings of the 
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TWO MEN HOLDING UP 
A HOLD-UP! 


The man on the right is the bank officer responsible for its 
protective program. The other man is one of American Surety’s 
Bank Protection Specialists. Together they’re analyzing and 
reducing the hazards that invite criminal activity from both 
within and without . . . thereby discouraging hold-ups and em- 


bezzlements by cutting down in advance the probabilities of 
their final success. 


Making your bank less vulnerable to such losses is our Protec- 
tion Specialist’s business . . . his greatest pride is helping to 
minimize your bank losses! As a fully trained specialist he 
brings with him 70 years of experience plus up-to-the-minute 
knowledge of the latest criminal techniques. Criminals change 
their ways with the times, which is one good reason why your 
plan that seemed adequate in previous years may not meet 
today’s conditions. 


Our agent* in your community will gladly arrange for one of 
our Bank Protection Specialists to survey your bank without 
cost or obligation and recommend improvements to bring your 
protective program up to date. Why not call today? 


*I{ you’re not sure of his name—call or write our Agency 
& Production Department—we'll supply it promptly. 


TWO FREE AIDS—To Make Your Bank Safer. 


e HOLD-UP CARDS— give brief, concise instructions to personnel 
on WHAT TO DO BEFORE, DURING AND AFTER A HOLD-UP. 


e “HOT MONEY” CARDS—to use in lobby —discourage hold-ups 


by informing robbers that you keep identifiable money in your tellers’ cash. 


SAFEGUARDING BANKS FOR OVER 70 YEARS 


AMERICAN SURETY 


COMPANY FIDELITY * SURETY * CASUALTY * INLAND MARINE 
HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 








property (if multi-family or non-resi- 
dential). 

“Prepayment of interest or increased 
amortization might be required in good 
years when higher income or net earn- 
ings are noted,” he said, “but in poorer 
years these items could be reduced auto- 
matically on some predetermined scale.” 

Currently, mortgage terms are already 
subject to modification in case of dis- 
tress, although dependent upon the 
lender’s judgment. However, Mr. From- 
kes feels that it could make for better 
relationships between borrowers and 
lenders if definite terms were set in the 
contract for payment modifications dur- 
ing favorable and unfavorable periods. 

“Such a system,” he concluded, “would 
also help reduce the number of instances 


where a lending institution forecloses 
because of no other alternative, even 
though the property is not wanted.” 
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Leaders Participate in 
Rewiring Campaign 


Bankers and savings and loan associa- 
tions in eleven New Jersey counties are 
actively promoting loans to finance re- 
wiring of obsolete residential electrical 
systems. Both commercial banks using 
short-term personal loans and savings 
and loan institutions using long-term 
mortgage financing are after the busi- 
ness. 

It is estimated that in the New. Jersey 
counties concerned, four out of five homes 









No, 
we don’t 
employ 


beautiful spies! 


- . - but, we do make it our business to secure up-to-the-minute 
information about trends, conditions, and opportunities in Canada. 
You will find that many businessmen and bankers from all over 
the world get these facts from Imperial Bank of Canada, because 
Imperial keeps its finger on the pulse of the Canadian economic 
scene. So, if you are contemplating business in, or with Canada, 
write on your business letterhead to the Superintendent of Foreign 
Business, Dept. 55, Imperial Bank of Canada, Head Office, Toronto 
1, Canada and your request for information will be dealt with 
promptly and in complete confidence. 


IMPERIAL 


"the bank that sewice built” 


Branches to Serve You Coast to Coast in Canada 
and Correspondents, Throughout the World. 


are inadequately wired for today’s elec- 
trical living. On this basis, as there are 
800,000 one to four family homes in this 
area, there are probably 640,000 units 
which require the services of an elec- 
trician. As about $200 per house is aver- 
age for wire modernization, a potential 
$128,000,000 loan market for rewiring 
purposes exists. When time-financed 
major appliances which require special 
wiring are included, the overall potential 
is perhaps twice this figure. 

Local, national drive. The interest of 
lending institutions in this market is 
sparked by the current adequate resi- 
dential wiring campaign sponsored by 
Public Service of New Jersey. This local 
promotion is backed up by the Kennecott 
Copper Corporation’s national adequate 


, wiring advertising program. 


Prior to the appearance of the first 
local ad in May, Public Service working 
with the New Jersey Savings and Loan 
League and the New Jersey Bankers As- 
sociation engaged the support of vir- 
tually every savings and loan institution 
and commercial bank in the area. 

54,000 letters. Ewald S. Schoeller, vice- 
president of the Passaic-Clifton National 
Bank and Trust Company, and chairman 
of the New Jersey Bankers Association’s 
Committee of Consumer Credit, states: 
“Naturally we want to get as much of 


| this huge time-financed residential wir- 


ing business as possible.” As a result, 


| his institution recently mailed 54,000 








letters soliciting loan business and en- 
closed an adequate wiring brochure sup- 
plied by Public Service. In addition, to 
date the bank has sponsored one local 
TV and radio program devoted to 
rewiring. : 

Speaking for the 313 savings and loan 
institutions in the eleven counties served 
by Public Service, Warren Hill, execu- 
tive vice-president of the New Jersey 
Savings and Loan League, terms their 
interest “very real.” 

Mr. Hill states that in most instances 
a savings and loan association can re- 
finance an amortized mortgage up to the 
principal sum originally lent. This 
means that with only $200 involved in 


_ rewiring, nearly all mortgages in New 
_ Jersey easily can be refinanced to handle 


this sum. 
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Aids in Selecting 
Electric Utility Bonds 


Bonds of the electric utility companies 
represent an interesting area for bank 
investment, in the opinion of the Com- 
mittee on Investments of the Savings 


| and Mortgage Division of the American 
Bankers Association. 


Accordingly, the committee has just 
published a booklet, “Aids in the Selec- 
tion of Electric Utility Bonds,” present- 
ing some salient facts about the indus- 
try, and some statistical tools to assist 
bankers in analyzing individual com- 
panies in the utility field. 


Areas covered. One section cites funda- 
mental characteristics of the industry, 
such as its noncompetitive operation, 
regulation, prospects for growth, and 
ability to withstand extreme fluctuations 
in the business cycle. 
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Accounting practices are explained, in 
a section which discusses the principal 
income account and balance sheet items. 
In covering the operating factors that 
characterize electric utilities, the booklet 
provides bankers with primary facts 
about generation volume and capacity, 
energy sales, revenues, fuel costs, load 
peaks, and basic financial data. A sec- 
tion on sources of statistical material 
lists the names, addresses, and costs of 
information services or _ publications 
covering electric utilities. 


Analysis sheet. All of the text material 
leads to the “Analysis Sheet” reproduced 











Form facilitates comparisons 


above. It provides a means for gathering 
together and recording in one place the 
important characteristics of the bonds 
of individual utility companies in accord- 
ance with the methods discussed through- 
out the booklet. The form facilitates the 
study and comparison of any given com- 
pany with those of other companies, or 
with regional or national industry aver- 
ages, and thus helps the banker to judge 
the quality of specific bonds under con- 
sideration. 

The report was prepared for the 
A.B.A. committee by James B. Stovell, 
vice-president of the Dry Dock Savings 
Bank, New York City, and James W. 
Wooster, Jr., executive associate, The 
Commonwealth Fund, and investment 
consultant to the committee. 
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The Resurgence of 
Commercial Paper 


The emergence of commercial paper 
from virtual retirement to become once 
again an important source of business 
funds, is a financial development that 
was ably noted by the Federal Reserve 
Bank of Chicago in its bulletin, “Busi- 
ness Conditions,” last month. 

At mid-1955, outstandings totaled a 
record 2.3 billion dollars—two and one- 
half times the figure of five years ago. 
The resurgence of these single-name, un- 
secured notes of business firms and 
finance companies, which are sold on a 
discount basis to banks and other in- 
vestors, recalls the extensive use made 
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JOINING TOGETHER 


AMERICAN EXPRESS 
FIELD WAREHOUSING 
CORPORATION 


(A member of the 105 year old 
American Express Family) 


and 


WILLIAM H. BANKS 
WAREHOUSES, INC. 


(Originator and founder in 1892 
of field warehousing) 


Makes available to 


bankers the best in 


Field Warehousing Service 


65 Broadway 
New York 6, New York 


209 S. LaSalle Street 
Chicago 4, Illinois 























Angola, tnd. 
Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y. 


Cincinnati, Ohio 


Cleveland, Ohio 
Dallas, Texas 
Denver, Colo. 

Des Moines, lowa 
Detroit, Mich. 
Kansas City, Mo. 
Miami, Fla. 
Minneapolis, Minn. 
Orlando, Fla. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
San Antonio, Texas 
St. Louis, Mo. 
Syracuse, N. Y. 
Toronto, Can. 
Washington, D. C. 


Washington C. H., Ohio 
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for a large and versatile 
labor force 


Capable and experienced em- 
ployees now number more than 
911,200 in the growing Pitts- 
burgh area. 

This is a substantial increase 
over peak employment here dur- 


ing World War II. 
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for all your Pittsburgh 
correspondent needs 


Peoples First National offers 
more than 20 correspondent 
services designed to suit the needs 
of banks- with interests in the 
Pittsburgh area. 

If you are thinking of a Pitts- 
burgh correspondent, we will be 
glad to discuss your requirements. 
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FIRST 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 


Correspondent Bank Department 


Pittsburgh 30, Pa. 
Member Federal Deposit Insurance Corp 
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Total commercial paper in recent years has 


directly placed finance company paper 


33 
. .. But the number of borrowers is 
still small compared to the Twenties 
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Trends: larger volume, fewer borrowers, increased direct placings 


of commercial paper in the early 1920’s. 


Many changes. There are some basic 
differences in the two eras, however. 
While dollar totals in recent years have 
been larger, the number of current 
borrowers lags far behind the 3,000 or 
more firms that used this market in the 
earlier years for short-term funds. An- 
other significant change is the present 
trend to direct placement; in 1929, all 
but 20 per cent of commercial paper 
passed through dealer hands, whereas 
70 per cent is now placed directly with 
investors. 

The dominance of consumer finance 
companies is another distinguishing 
characteristic of the current commercial 
paper market. Of total current out- 
standings, it is estimated that about 
four-fifths comes from this single type 
of borrower. 


Corporations buy. There has been a 
marked change on the buying side, too. 
In the 20’s, banks were virtually the sole 
customers for commercial paper. They 
are still important buyers, but business 
corporations are now believed to be in 
the lead. Thus the Reserve Bank notes: 
“One of the striking aspects of the com- 
mercial paper surge, therefore, is the 
fact that through this means business 
firms are lending funds to other con- 
cerns in competition with banks and 
other financial institutions.”’ 

The savings in interest cost, over the 
prime rate on commercial loans, is obvi- 
ously the principal reason for borrowing 
on commercial paper. Through the 1930’s 
and until 1950, bank loans were available 
at such low rates that there was little 
incentive te seek cheaper credit sources. 
The series of prime rate increases since 
1950 changed this picture, and the spread 
between the open market rate on com- 
mercial paper and the prime rate was 
as large as 1.7 per cent in 1954. This 
was undoubtedly a major factor in the 


30 per cent rise in dealer-placed paper 
last year, while bank loans to business 
declined. 


Deterrents cited. Despite the resurgence 
of the commercial paper market, it is 
apparent that a substantially larger 
number of firms could sell such paper if 
they so desired. One reason some of them 
shy away from this financing method is 
the relative inflexibility of terms; the 
notes, unlike bank loans, ordinarily can- 
not be renegotiated, prepaid or extended. 
In addition, many firms value long- 
standing relationships with commercial 
banks which they believe may be im- 
paired should they utilize the commercial 
paper market. 

There are pros and cons for investors, 
too. Many banks use this medium to 
diversify their investment portfolios, 
and as an outlet for loanable funds in 
their “off-season.” However, a deterring 
factor is that the paper lacks the near- 
cash liquidity of Treasury bills. If only 
small amounts are involved, some bankers 
find that the higher yield on paper rela- 
tive to bills is not sufficient to warrant 
the credit check they consider desirable. 

After finance companies, the industries 
using commercial paper most extensively 
include those in the food processing and 
textile lines, which have heavy seasonal 
needs. 
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Nationwide Survey 
of Will-Making Habits 


Some of the findings from what is 
said to be the largest study of will- 
making habits ever conducted are likely 
to be of interest to trust officers and 
insurance men. 

Nearly 45,000 college graduates an- 
swered a survey questionnaire on the 
subject, prepared by Teachers College 
at Columbia University, New York City, 
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Meet the ABA delegation from 
First National Bank in St. Louis 


Here we are! The officers from First 
National who will attend the 81st 
annual American Bankers’ Associ- 
ation Convention in Chicago, 
September 25-28. We’re looking 
forward to seeing you there! 


We'll meet old friends . . . make 
new ones... talk over problems 
and exchange ideas. That’s why 





John F. Hallett C. A. Hemminger 


Vice-President Director, Advertising ABA conventions are so valuable 
and Public Relations 


to everyone. 
Let’s get together in Chicago! 


If you’d like to know more about 
our correspondent services, write for 
free booklet, ‘‘Sincerely Yours.” 
Address requests to 

First National Bank in St. Louis, 
St. Louis 2, Missouri. 
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Are your POSTAGE 
STAMPS larger than 


your LETTERS? 


They are when relative area is com- 
pared with relative cost: studies by the 
National Stationers’ and Office Equip- 
ment Association reveal that the Jowest- 
grade tag-content bond for letterhead, 
envelope and onion skin costs but 2% ¢ 
a letter, or 73% of the postage. 


This ratio is affected only negligibly 
when the highest rag-content letter paper 
is used instead of the lowest. The differ- 
ence in cost is actually Jess than a 3¢ 
Stamp. 


The minuteness of the extra ‘‘cost’’ is 
further pin-pointed by the fact that 
paper averages but 1% of total corre- 
spondence costs. 


Your 99% fixed cost is safeguarded 
for less than the postage when you specify 
ADVANCE BOND, the highest quality 
letter paper obtainable. Made from 
100% new white rags, this instantly im- 
pressive paper has been the choice cf 
discriminating executives for genera- 
tions, 


Your regular supplier knows L. L. 
BROWN papers. It will pay you to have 
him help you select those best suited to 
your particular needs. L. L. BROWN 
PAPER COMPANY, Adams, Mass. 


L.L. BROWN 


LETTER & RECORD 
a PAPERS 
\ Is “SO MUCH extra value 





FOR SO LITTLE extra cost” 
Since 1849 
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as part of a study of the gift and be- 
quest preferences of the alumni. 

Broad indifference. The surveyors were 
surprised to find that nearly one-half 
of this educated and generally ‘“well- 
heeled” group had no wills at all. Even 
a fourth and more of the attorneys 
questioned reported that they had neg- 
lected to draw up a will. Pharmacists 
topped the list of professionals manifest- 
ing indifference, with nearly two-thirds 
of them admitting they hadn’t gotten 
around to making out the vital document. 

Age, sex, marital status, or number 
of dependents appeared to have little 
relation to whether the respondents had 
a will or not, although those with larger 
incomes were more likely to have them. 

Common excuses. Reasons given for 
not having a will disclosed ignorance of 
the fact that even smaller estates must 
be covered by wills if settlement is to 
proceed according to the wishes of the 
owners. “Don’t need,” and “My family 
knows what to do if anything happens 
to me” were the most frequent replies 
to the questionnaire. 

Gross lack of information about the 
function, importance and methods of 
making a testament were reflected in the 
comments, which indicate that a great 
many people are permitting themselves 
to be unduly penalized by taxes and by 
the expenses of settling an estate in 
absence of a will. 

Education needed. Wives particularly 
showed lack of interest or confusion. 
“Have no income of my own” was a 
frequent answer, evidencing a lack of 
knowledge of dower and other rights 
which should be disposed of by will. 
Many persons appeared confused, too, 
about the protection provided by life 
insurance, assuming that a policy nam- 
ing beneficiaries is an adequate sub- 
stitute for a will. 
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Guaranty Trust Plan 
for Foreign Investors 


Foreign investors will soon be able to 
hold shares of American companies in 
the form of Bearer Depositary Receipts 
which will be issued abroad by Guaranty 
Trust Company of New York against 
actual stocks it will hold on deposit in 
New York. The Bearer Receipts are ex- 
pected to draw good response from for- 
eign investors since on many foreign 
exchanges most of the securities admitted 
for listing are in bearer form. 

The new plan is in effect a reversal of 
the American Depositary Receipts pro- 
gram: which Guaranty originated almost 
30 years ago as a system of trading for- 
eign securities in the New York market. 

Investors and brokers abroad have re- 
quested Guaranty Trust to issue as a be- 
ginning Bearer Depositary Receipts 
against shares of the following Ameri- 
can companies: Aluminum Company of 
America, American Telephone & Tele- 
graph Co., Consolidated Edison Co. of 
New York, Inc., Consolidated Natural 
Gas Co., E. I. duPont de Nemours and 
Co., Eastman Kodak Co., General Elec- 
tric Co., the Goodyear Tire and Rubber 
Co., International Harvester Co., Kenne- 
cott Copper Corp., Standard Oil Co. of 


New Jersey, Union Pacific Railroad Co., 
and United States Steel Corp. Other 
American company shares will be in- 
cluded on the list later as demand 
requires. 
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Consumer Credit 
Collection Techniques 


With instalment credit at a new high, 
terms extended and standards somewhat 
relaxed in many instances, it is com- 
monly conceded that any deterioration 
in the economic weather could result in 
some brisk activity in lenders’ collection 
departments. 

This gives added appeal to some collec- 
tion ideas and philosophies advanced by 
an experienced practioner in this field, 
Maurice J. Brick, in a new book titled 
“Say Please and Collect.” 

Mr. Brick is president-treasurer of 
the Brick Discount Corporation, Buffalo, 
New York, and assistant vice-president 
of the County 
Bank and Trust 
Company, Pater- 
son, New Jersey. 
As a former field 
representative for 
General Motors 
Acceptance Cor- 
poration, and 
branch manager 
for C.I.T. Finan- 
cial Corporation, 
he early learned 
the thinking and 
collection techniques of the sales finance 
companies, and much of this practical 
training he imparts in his book. 

In the 121-page treatise Mr. Brick 
discusses setting up a collection depart- 
ment, choosing the right personnel, the 
problem of repossessions, use of collec- 
tion agencies, the human approach to 
delinquencies, skips and conversions, 
protective devices, and some of his own 
personal collection experiences. 

“Say Please and Collect” is available 
at $5 a copy from the publisher, J. H. 
Gintzler Press, 2665 Main Street, Buffalo, 
New York. 
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Cheek-Loans by Machine 


Banks and other lending institutions 
could well envy the return being obtained 
through a “Vend-a-Check” system that 
has been installed in many New Orleans 
bars, restaurants, grocery stores and 
similar locations. 

The vending machines dispense $5 
checks payable to “bearer.” A customer 
in need of a “five spot” merely drops in 
50 cents, presses a lever, and out comes 
the check which will be cashed by the 
establishment. The “borrower,” in sign- 
ing the check, is obligated to return the 
full amount to the Vend-a-Check com- 
pany within 15 days. 

Local loan companies maintain that 
the 50 cent fee amounts to annual inter- 
est of 240 per cent in violation of the 
state’s small loan law, and have asked 
the Louisiana Banking Department to 
investigate. Vend-a-Check contends that 
the 50 cents represents a service charge 
rather than an interest fee. 
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AMERICAN BANKERS | 


ASSOCIATION 
to Chicago 


The Northern Trust Company extends“ * 
cordial welcome to the members of th 
American Bankers Association who are 
holding their annual convention in Chicago 

this week. 

We hope that all bankers, corporate ex- 
ecutives, Government officials, their wives 
and families attending the convention will S| 
enjoy their visit to Chicago... and will ARS THE 
find time to visit us at The Northern Trust: NORTHERN TRUST 
You'll find a friendly, personal welcome COMPANY 


here, and we will be pleased to make our Northwest Corner LaSalle and Monroe Streets 
facilities available to you. Plan to come Chicago 90, Illinois FRanklin 2-7070 


in for a visit. MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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WHEN YOU WANT 
THE BEST 
and the MOST . 7S 


for your money { 


SPECIF YX 


THE 
ORIGINAL 


Lowest Priced Modern Changer” 


Exclusive Features: Removable top tray 
& inside storage box. 
There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 
FACTS PROVE you are getting the most 
dependable changer available. Over 5000 
MP JR’s sold throughout 
the United States and not 
one penny spent for 
factory service. 
SIZE: 8”x10"x6%". Weight 9 lbs. 
Sturdy aluminum— gray ham- 
mertone finish. Parts and work- 
manship fully guaranteed. 


Mb 














Streamlined 


BANTAM 


Coin Changer 


This smaller version of the Junior without 
removable top tray measures only 6”x 5” 
x 10”. Top section holds one roll of each 
type coin, including silver dollars. Capac- 
ity $125.00. This guaranteed modern and 
compact machine is an excellent 
space-saver and a bargain buy. Agjpiem 

Smooth operation, trouble-free $4950 
service. PLUS TAX 















BRAND NEW! 


M, Streamlined 


Made for speed and efficiency, this small 53” x 64” 
x 5” holder weighs only 4 pounds. Made of alumi- 
num with gray hammertone finish it holds almost 
two rolls of each type coin from pennies to half- 
dollars. It has rubber feet, special grooves to pro- 
tect finger-nails, and a coin capacity of nearly $80.00. 
Popular for small banks, stores and offices. Top sec- 
tion holds ten silver dollars or more 50c 
pieces. 
OTHER MP VALUES $1195 

MP Senior w/silver $ key—$70.00 plus tax 
MP Junior Roll out base —$22.50 plus tax 
MP Stamp Pad & Pen Set—$10.95 no tax 

Modern Products... Moderate Prices 

















PRICE 





METAL PRODUCTS ENGINEERING, INC. y, 





4000 Long Beach Ave., Los Angeles 58, Calif. 















(Based on talk given for him at Stanford Business Conference, Palo Alto, Calif.) 


Equity Financing for Small Business 
By Wendell B. Barnes 


Administrator, Small Business Administration, Washington, D. C. 











One of the perennial problems of small 
businesses is the lack of capital available 
to them on reasonable terms. 

The Small Business Administration, in 
most cases in participation with banks, 
helps smaller firms with their interme- 
diate credit problems. However, let us 
examine another method of financing 
small business that appears to hold great 
promise for the future. 

I am referring to equity financing, the 
raising of capital funds by selling stocks 
and bonds. In the past small firms have 
not generally been able to make use of 
this kind of long-term financing because 
of the prohibitive cost of selling securi- 
ties. 

Yet the fact remains that equity fi- 
nancing is an appropriate type of financ- 
ing for many small firms. 

For a small firm that is struggling to 
grow, in which there is little left after 
taxes to plow back into the company, 
interest charges and the repayment of 
loans represent a tremendous burden on 
income. With the use of equity capital, 
however, this burden is eliminated. Dur- 
ing the infancy of the company, stock- 


. holders are asked to forego a return in 


the expectation that they will be more 
amply rewarded when the company has 
reached maturity and the hopes of return 
have been finally realized. 

Aids expansion. Let us examine some 
of the other advantages of equity financ- 
ing by a small firm. 

The cash squeeze is a problem which 
many small firms are struggling to meet. 
Wages are constantly rising, the cost of 
carrying inventory is high, and new 
equipment is continually becoming more 
expensive. At the same time, tax pay- 
ments under the Mills Plan have been 
accelerated, and plans have been made 
to put part of the tax payments on a 
current-year basis. All these factors put 
a heavy drain on working capital. Ter- 
rific competition, however, means that a 
small firm must either expand or die. 

Here equity financing offers great ad- 
vantages. Freedom from paying interest 
during the period of expansion, is one 
of the most important factors. Also it is 
preferable to sell stock to the public than 
to sell a big minority interest to one per- 
son, which might jeopardize control of 
the firm. 

Permits research. The cost of research 
today is prohibitively high for many 
small firms which have to rely on their 
own resources. Setting up a research 
laboratory involves an expenditure of at 
least half a million dollars and the aver- 
age laboratory considers that at least 
four out of five of its experiments will 
be unproductive. 

Small firms that are forced to establish 
research laboratories in order to sur- 
vive and compete, are eminently justi- 




















“The picture is changing” 


fied in seeking equity capital to do so, 
The money so raised will help the firm 
hire a research staff and diversify and 
expand its markets. 

Advantage in liquidation. The problem 
of having enough cash on hand to pay 
estate taxes in the case of death of the 
proprietor is also troublesome to many 
small firms. Although the company’s 
ready cash may be small, its earning 
power may be such that the estate taxes 
will be high. 

When stock is sold in a company, a 
market is provided that may be of great 
advantage to the owners. In the event 
of the death of a principal stockholder, 
his estate will find it much easier to 
liquidate some of his holdings. 

Expansion of the cash on hand by sale 
of stock involving only a moderate di- 
lution of the equity, may in such cases be 
a wise solution. 

Cost counteracted. There are other ad- 
vantages, as well, to equity financing. It 
often happens that the book value of a 
concern increases after equity financing 
in such a way that the cost of the under- 
writing and the loss of ownership rights 
are outweighed. 

Moreover, the credit of a firm is always 
improved by a “public” status acquired 
through the sale of stock. For instance, 
a company with a net worth of $200,000 
may be entitled to only $100,000 or less 
of short-term credit, whereas a firm with 
a net worth of $500,000 might very well 
have available a line of short-term credit 
of $300,000. 

Three factors needed. How can small 
firms get equity financing? Fundamental- 
ly a firm must make a favorable showing 
on one of three factors before it can 
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hope to sell securities to the public. These 
factors are, a good earnings record, an 
atmosphere of “glamor’’; or favorable 
prospects for expansion. 

Of these three, the most important, of 
course, is the prospect for growth. The 
first two factors are important only be- 
cause they help support the firm’s ex- 
pansion. 

Generally speaking, any company that 
has an interesting growth prospect can 
get financing, either public or private, in 
the financial markets. In that connection, 
a record of earnings is very often a good 
indication of what the company might do 
in the future. A company whose earnings 
for a 3 to 5-year period have been on an 
ascending scale, ordinarily may be ex- 
pected to continue to grow. 

_ Future prospects. On the other hand, 
a company does not have to have a good 
earnings record to be financed through 
the sale of stock. Often a company that 
has put years of work and all its capi- 
tal into the development of a product is 
ready for phenomenal growth even 
though its past earnings record is not 
very good. 

Picture changing. Up to recently it has 
been very difficult to interest the average 
investor in the securities of a small firm. 
In a period when stock market prices 
were depressed and yields were high on 
the well-established, gilt-edged stocks, 
the average investor scorned the risks of 
a small enterprise in favor of a good 
return on some well-known stock. 

But the picture is changing. Since 1950 
stock market prices have been reviving, 
and since 1953 there has been a roaring 
bull market. As a result, the yield on 
stocks in the Dow Jones average has 
fallen below 4 per cent, and prices are 
now at a level where the chance of a 
capital gains killing has dwindled. 

So the investor now is undergoing a 
change of heart in regard to investing 
in small companies. Advertisements are 
appearing in newspapers all over the 
country not only for uranium securities 
but for securities of sound, small com- 
panies which have interesting growth 
situations. Never since 1929 has there 
been such a favorable opportunity for 
the small company to get equity financ- 
ing from the public. 

Equity financing booms. The improved 
securities market has in fact made it 
easier for all firms to secure equity fi- 
nancing. Statistics show just how much 
equity financing has improved lately. 

Common stock financing in the first 
quarter of 1955 was the highest for any 
quarterly period since 1929, amounting 
to $760,000,000, according to the Securi- 
ties and Exchange Commission. 

This total was $330,000,000 larger than 
common stock offerings in the preceding 
quarter, and $460,000,000 greater than 
in the first quarter of 1954. 


In the period since 1946, stock financ- 
ing has provided only about one-tenth of 
new, equity funds, while nearly half of 
the equity funds obtained by corporations 
in the 1920’s were obtained through se- 
curity issues. 

I submit that we are on the verge of a 
new era of common stock financing in 
which small business will obtain a 


healthy share. 
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What is Dixie's 
newest crop? 


Dollars are Dixie’s newest and 

biggest crop. Per capita income is up 
over 250% since 1939—64% over 

the national gain, When your customers 
cast profit-wise eyes Southwards, first check 
the folks who know the new South ... 


THE yt NATIONAL BANK OF ATLANTA 


MAIL TODAY 


The First National Bank Dept. G-2 


Atlanta 2, Georgia 


| know all about dollars. I’d like to know more 
about the South. Send me information on: 














Name 
The bank Aceves 
that knows its neighbors City. Zone___Stat 
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CREATIVE BANKING AT THE HARRIS 


Harris Bank welcomes 


American Bankers Association | 


to the new city of Chicago! 


We at the Harris are doubly eager to 
welcome fellow bankers to our home 
town for the American Bankers As- 
sociation convention, September 25 
to 28. 


Here’s why: 


First, because we have an exciting 
new Chicago to show visitors. A new 
Chicago—bustling, building, plan- 
ning around the clock. A new Chi- 
cago—already a giant in manufac- 
turing and finances, but now growing 
bigger and more prosperous literally 
by the minute. A new Chicago—al- 
ready the Queen of the Lakes, but 
soon to be one of the world’s great- 
est seaports besides. A new Chicago 
—with a friendly aggressive civic 


HARRIS Trust ) 


spirit you’ll feel the minute you set 
foot in town! 


And second, because you will see how 
Creative Banking, developed at the 
Harris, is serving this exhilarating 
Midwestern expansion. Creative 
Banking has been defined as “the 
vision to see, the background to un- 
derstand, and the will to act’’. It is 
a vigorous banking philosophy that 
matches the vital, forward-moving 
Midwest itself. 


We welcome the opportunity to 
tell you more about both our city 
and our way of doing business at the 
Harris. Sit down and talk it over 
with one of our officers when you’re 
in Chicago. 


pein arris is & Co., 1882 
orporated 1907 
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BANKING NEWS 





Convention Winds 


With the approaching autumnal season 
comes word of the nearly completed plans 
of many financial organizations for their 
conventions across the country. The plans 
have been a year in the making and 
there is every assurance that the assem- 
bly halls will be packed, the exchange of 
information and ideas wide, and the en- 
tertainment sprightly. The American 
Bankers Association annual convention, 
the largest of the meetings and pace- 
setter for the season, will be held this 
month. It is covered at some length, 
starting on page 39. 

Women’s annual, A.B.A. regionals. A 
highly diversified program has _ been 
planned for the 4-day 33rd annual con- 
vention of the National Association of 
Bank Women, October 13-16, at the 
Hotel Westward Ho, Phoenix, Arizona. 
In addition to a number of prominent 
speakers from banking, governmental 
and other organizations, the program on 
Friday and Saturday mornings will fea- 
ture a series of moderated panels on 
“trusts,” “people and machines,” “sav- 
ings promotion,” “public relations” and 
“executive training.” Something of a de- 
parture in women’s executive conferences 
will be inaugurated on Friday when 
members of affiliated organizations repre- 
senting business and professional women’s 
clubs—Soroptimist, Zonta, Quota and 
Pilot—will meet for an exchange of 
ideas at an “affiliated breakfast.” 

Two. A.B.A. regional trust confer- 
ences have been planned: the Western 
Regional to meet October 13-14 at the 
St. Francis Hotel in San Francisco, Cali- 
fornia, and the Mid-Continent Regional 
to meet November 3-4 at the Rice Hotel 
in Houston, Texas. 

Banking officers from all parts of 
the country will exchange ideas on 
farm lending procedures and policies and 
hear authoritative addresses on agricul- 
tural subjects during the A.B.A. Na- 
tional Agricultural Credit Conference 





National Association of Supervisors of 
State Banks—Annual Convention, September 
22-23, Drake Hotel, Chicago, Ill. 


American Bankers Association—Annual Con- 
vention, September 25-28, Conrad Hilton Hotel, 
Chicago, Ill. 


National Consumer Finance Association— 
Annual Convention, October 5-8, Statler Hotel, 
Boston, Mass. 


National Association of Bank Auditors and 
Comptrollers—Annual Convention, October 
10-13, Denver Auditorium, Denver, Colo. 


Annual Western Regional Trust Conference, 
American Bankers Association, October 13- 
14, St. Francis Hotel, San Francisco, Cal. 


National Association of Bank Women—Annual 


Convention, October 13-16, Westward Ho 
Hotel, Phoenix, Ariz. 
National Savings and Loan League—Fall 


Management Conference, October 15-18, Sham- 
rock-Hilton Hotel, Houston, Texas. 


Consumer Bankers Association—Annual Con- 
vention, October 26-29, Sans Souci Hotel, 
Miami Beach, Fla. 


Mortgage Bankers Association of America— 
Annual Convention, October 3l-November 3, 
Statler and Biltmore Hotels, Los Angeles, Cal. 





Fall-Winter Schedule: Banking and Financial Conventions 


Annual Mid-Continent Trust 
American Bankers Association, 
3-4, Rice Hotel, Houston, Texas. 


National Association of State sone and 
Loan Supervisors, Annual Convention, Novem- 
on ~*~ Lauderdale Beach Hotel, Fort Lauder- 
ale, .Fla. 


United States gg and Loan League— 
Annual Convention ovember 7-I1, unic- 
ipal Auditorium, Miansi Beach, Fla. 


Robert Morris Associates—Fali Conference, 
November 13-16, Adolphus Hotel, Dallas, Tex. 


Financial Public Association— 
Annual Convention, November 13-18, Holly- 
wood Beach Hotel, Hollywood, Fla. 


Investment Bankers Association of America 


e, 
November 


Relations 


—Annual Convention, November 27-Dec. 2, 
Hollywood Beach Hotel, Hollywood, Fila. 
National Agricultural Credit Conference, 
American ankers Association December 
1-3, Morrison Hotel, Chicago, Ill. 

National Credit Conference, American 
Bankers Association, January 16-18, Conrad 


Hilton Hotel, Chicago, Ill. 


Regional Savings and Mortgage Confer- 
ence, American Bankers Association, Janu- 
ary 30-31, Muehlebach Hotel, Kansas City, Mo. 








Streamliner “convention specials” will head for many cities 
P y 


to be held December 1-3, Morrison 
Hotel, Chicago, Illinois. The conference 
is sponsored by the A.B.A. Agricultural 
Commission. 

Chicago will also be the meeting place 
for bank credit executives from all parts 
of the country who will attend the 
A.B.A.’s 8th National Credit Conference 
to be held at the Conrad Hilton Hotel, 
January 16-18, 1956. 

The A.B.A.’s Savings and Mortgage 
Division will hold a two-day regional 
savings and mortgage conference in 
Kansas City, Missouri, January 30-31, 
1956. The conference will be held at the 
Muehlebach Hotel at the invitation of 
the Missouri Bankers and the Kansas 
City Clearing House associations. 

Financial Public Relations. The pro- 


gram pattern that has been used so suc- 
cessfully at conventions of the Financial 
Public Relations Association in recent 
years will be followed again this year at 
the association’s annual meeting Novem- 
ber 13-18 at the Hollywood Beach Hotel, 
Hollywood, Florida. The program will 
consist of a 4-day school of advertising 
and two general sessions featuring top 
banking and public relations speakers. 
Each of the F.P.R.A.’s five departments 
—commercial development, savings and 
mortgage, instalment loan, trust develop- 
ment, and staff relations—will hold three 
sessions, and there will also be 33 indi- 
vidual clinic sessions covering a wide 
variety of timely subjects. 

Mortgage, savings-loan groups. The 
42nd annual convention of the Mortgage 


A city beautiful, site of idea-packed 31st annual meet of the auditors and comptrollers 


Denver Auditorium, convention headquarters 


Colorado State Capitol and beyond, the city’s “back yard” mountains 
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| a Convention 


From Memphis, 
leading city of the 
Mid-South, UNION 
PLANTERS NATIONAL 
BANK, now in its 87th 
year, sends warmest greet- 
ings to members of A.B.A. 
on the occasion of 
their annual conven- 

tion in Chicago, Sep- 
tember 25-28. 


Union 
PLANTERS 
NATIONAL 

BANK 


Memphis, Tennessee 
Since 1869 


CAPITAL SURPLUS AND UNDIVIDED 
PROFITS OVER 22 MILLION DOLLARS 


Member Federal Deposit Insurance Corporation 








Bankers Association of America is to be 
held at the Statler and Biltmore Hotels 
in Los Angeles, California, October 31 
through November 3. Some 3,000 dele- 
gates are expected to attend the meeting, 
coming from all parts of the United 
States, and from Canada, Latin Ameri- 
ca and Hawaii. The possibilities for con- 
tinuation of the current high rate of new 
building, the liberal credit available 
through the Government sponsored pro- 
grams, the probable effects of the tight- 
ened money market, and the outlook for 
the conventional loan in the mortgage 
industry will make up the principal sub- 
jects for convention talks. 

The 63rd annual convention of the 
United States Savings and Loan League, 
to be held at the Municipal Auditorium, 
Miami Beach, Florida, November 7-11, 
will feature a premiere showing of a 
second film produced by the League on 
the savings and loan industry. The film 
is entitled “Yours to Keep” and is a com- 
panion to the film ‘“‘Where The Heart Is” 
which was released at last year’s con- 
vention. Representatives of the savings- 
loan business, related fields, and the 
Washington scene will be among the 
speakers at the general sessions. 

Panel discussions on new operating 
methods and on general. management 
problems will highlight the annual fall 
conference of the National Savings and 
Loan League to be held October 15-18 
at the Shamrock-Hilton Hotel in Hous- 
ton, Texas. Program speakers during 
the three-day meeting include Francis 
E. Lumb, chairman of the Building So- 
cieties Association, Bradford, England; 
Dr. John Stockton, Bureau of Business 
Research, University of Texas; the 
chairman and members of the Home 
Loan Bank Board, Washington, D.C.; 
and Cayce Moore, humorist-philosopher 
of Hearne, Texas. 

Consumer, investment bankers. Nation- 
ally known speakers will be on hand to 
discuss timely subjects at the annual con- 
vention of the Consumers Bankers Asso- 
ciation, to be held October 26-29 at the 
Sans Souci Hotel, Miami Beach, Florida; 
at the annual convention of the Invest- 
ment Bankers Association of America, 
to be held November 27-December 2 at 
the Hollywood Beach Hotel, Hollywood, 


| Florida; and at the 41st annual conven- 





tion of the National Consumer Finance 
Association, October 5-8, Statler Hotel, 
Boston, Massachusetts. 

Robert Morris, State Supervisors. A 
program that will carry emphasis on 


- current credit trends and that will fea- 


ture as speakers the presidents of three 
large Dallas, Texas, banks and a chair- 
man of the board will highlight the annual 
fall conference of the Robert Morris As- 
sociates, November 13-16, Hotel Adolph- 
us, Dallas. Banking officers on the speak- 
ers’ roster include: Robert L. Thornton, 
mayor of Dallas and chairman of the 
Mercantile National Bank; Fred F. 
Florence, president, Republic National; 
Ben H. Wooten, president, First Nation- 
al; and Milton F. Brown, president, Mer- 
cantile National. Mr. Florence is also the 
incoming president of the American 
Bankers Association. 

A number of outstanding speakers, 
representing both banking and non- 
bank organizations, are scheduled to ap- 
pear before the delegates to the annual 
convention of the National Association 
of Supervisors of State Banks, to be held 
at the Drake Hotel in Chicago, Illinois, 
September 22-23. Incoming A.B.A. Presi- 
dent Florence will also speak at this 
meeting. 

This year the annual convention of the 
National .Association of State Savings 
and Loan Supervisors will be held No- 
vember 3-5, at the Lauderdale Beach 
Hotel, Fort Lauderdale, Florida. Au- 
thoritative speakers from the savings 
and loan industry, as well as from other 
organizations, will address the open ses- 
sions during the first two days, and the 
third day will be devoted to the closed 
meeting business session. 


= e e 


N.A.B.A.C. To Meet 
In Mile-High Denver City 


Nestled below the majestic, snow- 
capped Rocky Mountains, Denver City, 
Colorado is a city beautiful. In its mile- 
high atmosphere, it is also a city that 
will be conducive to the hard-working, 
action-packed type of meeting planned 
by a dozen or more committees of the 
National Association of Bank Auditors 
and Comptrollers for the association’s 


N.A.B.A.C. committee chairmen plan an outstanding program 


N.A.B.A.C. Denver host committee. From left: K. Lindeman, J. J. 


Erickson, H. O. Anderson, R. H. Shepler, J. 
Shepler, Mrs. R. E. Jacobs, J. 





Durkin, E. L. Beville, M. J. 


E. Renstrom, R. E. Jacobs, O. Brown, Mrs. R. H. 
R. Starkey, H. G. Duck, L. H. Lindemann, and A. Smith 


Burroughs Clearing House 
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No red tape—no costly delays— when 
you use Bank of America’s statewide 
system of 550 branches for direct rout- 
ing of collection and remittance items. 
Cash letters may be sent directly to 
any one of the 330 California com- 
munities in which this bank is located 
and your account credited the same 
day they are received. This reduces 
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The fabulous Miracle Mile along Wilshire Boulevard, Los Angeles 


Get to know...the bank that knows California 





float. It also means rejected items, re- 
turned directly by the branch, reach 
you days ahead of items traveling 
through usual channels. To inquire 
about this unique correspondent serv- 
ice, write Corporation and Bank Rela- 
tions Department, Bank of America, 
300 Montgomery St., San Francisco 
or 650 South Spring St., Los Angeles. 


Dank of America 


NATIONAL Z8YSTAS2 ASSOCIATION 






MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





20 




































to sound 
bond portfolio 








ocee= banks look 
to their New York 
correspondent for advice on 
bond portfolio management. 
First National City 
correspondents know they 
can depend on the quality of 
the advice they receive 
because it comes from the 
same able, experienced 

men who supervise the 
Bank’s own investments. 


If your bank could profit 
from this top-quality 
guidance—or from First 
National City’s complete 
securities handling service— 
we'd be glad to tell you 
more about it. Why not call 
on First National City first? 


Delmont K. Pfeffer, Vice President, and 
Leo A. Kane, Vice President in charge 
of our Bond Department, head First 
National City’s team of “‘bond experts,” 
including Assistant Vice Presidents: 

A. J. Accola, G. E. Barnett, R. C. 
Bush, J. F. Connelly, J. H. Fleiss, 
A. W. McGrath and D. B. Scudder. 





Bonds for such projects as schools 
like the one shown at left lend 
authority to the Bank’s advice to 
correspondents in this important 
field of investment. 


The FIRST 
NATIONAL CITY BASK 
of New York 


Head Office: 55 Wall Street, New York 


59 Branches Overseas 73 Branches in Greater New York 








Around-the-clock Transit Service « Collections « Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds « Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Branch Coverage 


First in World Wide Banking 


Member Federal Deposit Insurance Corporation 











31st annual convention October 10-13. 
Some 1,500 delegates are expected to 
attend and will make their convention 
quarters in the huge new Denver Munici- 
pal Auditorium. 

. The general chairman for the conven- 
tion, Rollo E. Jacobs, vice-president and 
cashier of the United States National 
Bank, Denver, and his committee have 
planned interesting business sessions 
that will provide many new ideas for 
banks of all sizes, and that promise 
stimulating discussions on bank auditing, 
control and operation. The periods in be- 
tween sessions will allow ample time for 
shop talks and sightseeing tours. The 
highlight in entertainment will be an all- 
day tour of the nearby mountains, with 
luncheon en route. 

Opening session. Following registra- 
tion on Sunday afternoon and Monday 
morning, the delegates to the opening 
session on Monday afternoon will be wel- 
comed by Henry A. Kugeler, president, 
Denver National Bank, and the response 
will be made by Ira C. Chaney, past na- 
tional president of N.A.B.A.C., and au- 
ditor, Crocker First National Bank, San 
Francisco. The association’s annual prog- 
ress report will then be made by N.A.B.- 
A.C. President Robert H. Shepler, who 
is also vice-president and cashier of the 
Denver National Bank. Although his 
subject has not yet been announced, Fred 
F. Florence, president, Republic National 
Bank of Dallas, will be a featured speak- 
er at the opening session. Mr. Florence 
is incoming president of the American 
Bankers Association. 

General sessions. Two general session 
periods for all banks are scheduled for 
Tuesday, one in the morning and one in 
the afternoon, with each session to be 
preceded by a review of exhibits. At the 
exhibits the delegates may study demon- 
strations of the newest developments in 
banking equipment and time-saving de- 
vices. The general sessions will be high- 
lighted by authoritative discussions on 
accrual accounting, insurance programs 
for banks, bank automation, bookkeeping 
systems and procedures, numbered ac- 
counts, and posting systems. 

Split program. The program on Wednes- 
day will explore deeply the problems 
of bank accounting and operations, and 
will be split into a general session in the 
morning for all banks and separate ses- 
sions running concurrently for large and 
small banks in the afternoon. On Wednes- 
day morning also the reports of the 
N.A.B.A.C. committees will be made and 
new Officers elected. 

The highlights of the general session 
for all banks in the morning will be 
talks on “Work Simplification” and 
“Drive-in and Walk-up Banking,” the 
first talk by Forde Steele, chairman, 
commercial operations commission of 
N.A.B.A.C., and assistant vice-president, 
Central National Bank, Cleveland, and 
the second talk by William H. Miller, 
vice-president and comptroller, First Na- 
tional Bank, Fort Lauderdale, Florida. 

Subjects of benefit to small banks. An 
address to be made at the small bank 
session in the afternoon will be on 
“Audit Control Without a Full-time 
Auditor,” by Joseph A. Hauck, chair- 
man of the conference liaison committee 
of N.A.B.A.C. and executive vice-presi- 
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dent, Exchange Savings Bank, Mt. 
Pleasant, Michigan. The balance of the 
meeting will be devoted to an operating- 
procedures-and-problems panel which 
will discuss for the benefit of the small 
banks “Personnel,” “Loans and Credit 
Files,” and “Teller and Proof Opera- 
tions.” 

Timely large bank subjects. Three 
principal speeches are scheduled for 
Wednesday afternoon’s large bank ses- 
sion. They will cover the timely subjects 
of “Evaluating the Audit Program,” 
“Cost Accounting,” and “The Why and 
How of Budgeting.” These addresses will 
be made, respectively, by Robert W. 
Fischer, vice-president, First National 
Bank of Minneapolis, George W. Meyer, 
assistant vice-president, American Trust 
Company, San Francisco, and Wistar H. 
MacLaren, comptroller, Philadelphia Na- 
tional Bank. 

Banquet, entertainment. Going by the 
precedent set last year, the traditional 
banquet speaker on Wednesday evening 
will be eliminated in favor of a special 
program of entertainment. Other enter- 
tainment highlights will be an evening 
reunion party and reception on Monday, 
planned entertainment on Tuesday eve- 
ning, and the mountain tour on Thurs- 
day. Although the wives of delegates are 
included in the overall entertainment 
program, separate teas and luncheons 
have been planned for them also. 
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Bank Stock Purchase Plan 


A new loan plan to aid officers and 
key employees of its correspondent banks 
to borrow money for the purpose of 
acquiring stock of the bank for which 
they work has been put into operation 
by the Guaranty Trust Company of New 
York. 

The purchase plan is designed to pro- 
vide an added incentive to those partici- 
pating, along with a means of sharing 
in the’ ownership of the enterprise they 
have chosen for their business career. 

Loans made under the Guaranty bank 
stock purchase plan are repayable in 
60 monthly instalments. If the loan is 
not subject to Regulation “U” of the 
Federal Reserve Board, the Guaranty 
Trust will lend 90 per cent of the cost 
of the stock at a simple interest rate of 
3% per cent per year. 

Loan requirements are: 1. That the 
borrower shall be an officer or key em- 
ployee designated by his employer bank 
as eligible to apply for such a loan, 
2. That the borrower give his employer 
an irrevocable letter directing that the 
monthly payments be deducted from his 
salary and remitted to Guaranty, 3. That 
the borrower not obligate himself be- 
yond an amount he can comfortably re- 
pay at the rate of 1/60th each month, 
and 4. That the stock be pledged as 
collateral for the loan until paid. 
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Iowa Bankers To Sponsor 
Income Tax School 

An income tax school sponsored by the 
Iowa Bankers Association, with the co- 
operation of the Internal Revenue and 
State Tax Commission officials, will be 
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gui GET your clients off to a 
good start when you sell them 
National City Bank Travelers 
Checks. Wherever they’re going, 
their trip will be more carefree if 
they’re carrying this well-known 
travel currency—spendable like 
cash without the risks of cash. If 
lost or stolen, NCB Travelers 
Checks are fully refunded. 


You reap extra profits, too, in sell- 
ing NCB Travelers Checks, be- 
cause you do not remit any part of 
the selling commission—the entire 
% of 1% is yours to keep. These 
travel checks are well known 
around the world and have been 
carried by travelers for over half 
a century. An extensive advertis- 
ing campaign directs all prospects 
to Buy at Banks. Free sales aids 
include a kit, tailor-made for your 
use, to tie in with this national 
effort. 





NCB TRAVELERS CHECKS protect 
your clients’ travel funds just as 
your safe deposit vaults protect 
their valuables back home. They 
are backed by The First National 
City Bank of New York. 


lhe FIRST 
NATIONAL CITY BANK 
of New York 
REMEMBER THESE FACTS ABOUT NATIONAL CITY BANK TRAVELERS CHECKS: 
© Safe—fully refunded if lost or stolen 











© Spendable like cash—instantly recognized around the globe 
© Convenient—come in $10, $20, $50 and $100 denominations 





© Inexpensive insurance for travel funds—cost only 75¢ per $100 


© Good until used—backed by The First National City Bank of N.Y. 
Member Federal Deposit Insurance Corporation 
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Folder lists checking account charges; explains individual use 





started at the State University of Iowa, 
Iowa City, November 14-16. 

The I.B.A. plans to conduct the school 
as a public service to assist Iowa tax- 
payers in matters of tax payment and 
tax law. Details of the plan are still 
being worked out. 

The project was undertaken following 
a survey of Iowa banks from which it 
was found that a majority of the banks 
expressed a need and a desire for such a 
school. 
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Customer Folder Explains 
Checking Account Types 


The Industrial National Bank of De- 
troit, Michigan, is distributing to cus- 
tomers and potential customers a small 
folder entitled, “A Checking Account for 
Every Need,” which lists the service 
charges on, and explains the use by in- 
dividuals, families and businesses, of 
three checking accounts the bank offers. 
They are a 20-check plan, the commer- 
cial account, and the popular checking 
account. " 

The 20-check accounts, the folder ex- 
plains, is a service especially tailored for 
individual or family use when normally 
only a few checks are written each 
month. This type of account appeals to 
those who prefer buying a book of 20 
checks for $2.50 and using them as they 
are needed. The folder states that there 
is no charge for deposits or statements 
and that no minimum balance is required. 

Commercial checking accounts, the 
folder continues, are the ideal type for 
business and industrial concerns, also the 
best type for individuals who write a 
substantial number of checks each month, 
or those who regularly maintain bal- 
ances of over $500 in their accounts. The 
folder then lists service charges for 
this type of account (maintenance fee, 
70c per month; entries, 44%c each and 
items deposited 2c each), and explains 
that the charges incurred are offset by 
an income allowance of 1.92 per cent 
which is equivalent to an earnings credit 
of 16c per month on each $100 of that 
part of the depositor’s balance available 
for investment. In italics, the folder ex- 
plains that a service charge is made 
only when the income allowance is not 
sufficient to cover charges for activity 





that is incurred in the account. 

The third type, the popular checking 
account, says the folder, is favored by 
many users whose check activity does not 
justify their using a commercial account. 
Statements, the folder adds, are issued 


approximately every sixty days and 
charges are assessed as follows: main- 
tenance fee, 35c per month; entries, 5c 
each, and items deposited, 5c each. 

The folder concludes with the message 
to the reader: “Select the type of ac- 
count that best serves your needs and 
discover for yourself the benefits you 
gain. Your cancelled checks are your re- 
ceipt. You save time and money when 
you pay by check. You can deposit’ by 
mail if it’s more convenient.” 

A copy of the folder may be obtained 
by writing to M. F. Tehan, vice-presi- 
dent, Industrial National Bank, Detroit 
26, Michigan. 
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New Budget Insurance 
Premium Plan 


BIPP, or Budget Insurance Premium 
Plan, is the name of a new banking 
service put into operation recently by 
The County Trust Company, White 
Plains, New York, in cooperation with 
the Farm Bureau Insurance Companies, 
Columbus, Ohio. The plan enables any 
person who has multiple insurance 
coverage, life, casualty, fire, etc., that 
is carried with one company, to budget 
all of the premiums on a monthly pay- 
ment basis. The bank clears credit on 
policyholders and prospects who desire 
the service, collects the monthly pre- 
miums, and compiles accounting records. 

The plan, which is copyrighted, is 
available now only to the Farm Bureau 
company’s policyholders in 31 New York 
counties. However, it is believed that the 
plan will appeal to other multiple line 
insurance companies to whom it will 
later be made available. 

Plan in operation. Under the present 
operation of BIPP, a policyholder who 
decides to budget his insurance applies 
to the Farm Bureau company for a loan 
on all his premiums. The County Trust 
processes the application, and upon ap- 
proval a 20 per cent down payment is 
made by the policyholder. At that time 
a coupon book is issued to the policyhold- 
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this you must see at Chicago 





LAST year, when the A.B.A. met in Atlantic City, we estimate. As of today, the H.H.M. 5-Star Vault Entrance 


presented a motion picture demonstration of the Herring« 
Hall*Marvin 5-Star Vault Entrance—the first and only 
vault entrance with automatic, push-button control. 


This year, we invite you to stop in our space in the 


has been installed or is on order by banks and savings 
and loan associations in 34 states. It makes manually- 
controlled vault entrances as obsolete as a Cadillac with- 
out power steering. 


Conrad Hilton Convention Hall for a 10-minute tour 
(through the medium of motion pictures, in color, with 
sound) of a number of new bank buildings in which you 
will see the 5-Star Vault Entrance in actual operation. 

Acceptance by bankers and architects of this revolu- 
tionary improvement has exceeded our most optimistic 


In addition to its important functional purpose, the 
publicity value of the automatically-controlled entrance 
is tremendous. Bank visitors are fascinated as they watch 
the massive door swing open or closed, the pressure sys- 
tem operate, the foot bridge raise or lower. 


If there’s a new vault entrance in 
your bank’s planning and you 
won't be going to Chicago, write 
now for interesting literature. 


\ HERRING -HALLe MARVIN SAFE COMPANY 


Hamilton, Ohio * sviloers OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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er showing the amount of payment due 
the bank each month, and the total pre- 
mium he is paying for casualty, fire and 
life insurance. Then, for ten months he 
pays the premium indicated, which in- 
cludes a nominal interest charge. Should 
the policyholder use his option of re- 
newing the loan, the eleventh month be- 
comes the new down payment month, and 
the twelfth month is a “no-payment” 
month before the new contract begins. 

The plan uses only three basic forms, 
which entail made-to-order security fac- 
tors in agreements between the insurance 
company, the policyholder and the bank. 

Credit for working out the new plan 
with the Farm Bureau company and 
putting it into effect at the bank is given 
to County Trust officers: William L. 
Butcher, executive vice-president; Wil- 


liam W. Post, vice-president and secre- 
tary; and John A. Kley and J. A. Na- 
thans, vice-presidents. 


“ea 
New Uniform Mortgage 
Application Form 


A new uniform mortgage application 
form has been prepared by the mortgage 
loans committee of the Pennsylvania 
Bankers Association as an aid for its 
members in the purchase or sale of 
mortgages, and to provide a _ concise 
method of listing essential facts and 
credit information supporting mortgages. 

The form is reproduced at the right. 
In a recent issue of its monthly publica- 
tion, the P. B. A. recommended the form’s 
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Availing yourself of The First National Bank’s complete 
correspondent banking services increases the scope of your 
Own operations without expanding your staff. Join the many 
banks which today make profitable use of The First National’s 
facilities for foreign financial service, night transit operation, 
clearing and collection, safekeeping and custodian service, 
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Aid in mortgage transactions 


use by all member banks, and pointed out 
that the form can be easily mimeo- 
graphed by them, or can be printed local- 
ly. It was also pointed out that if size is 
a problem, the dash line in the middle of 
the sheet indicates a convenient break 
and the remaining material can be listed 
on the back of the form. 
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Life Insurance Protects 
Home Improvement Loans 


Under a new home improvement loan 
plan operated by the Eastman Savings 
& Loan Association, Rochester, New 
York, which is conducted for the employ- 
ees of the Eastman Kodak Company, the 
life of the borrower is insured and the 
loan completely paid off in the event of 
his death. No charge is made to the bor- 
rower for the insurance, which runs for 
the term of the loan. 

The broadened plan was made possible 
under a group contract with the Metro- 
politan Life Insurance Company. The 
maximum home improvement loan is 
$2,500 and the term for repayment has 
been extended from two to five years. 

James G. Killip, executive vice-presi- 
dent of Eastman Savings & Loan, said 
that the association had previously in- 
sured the lives of mortgage loan bor- 
rowers and that, therefore, its officers 
had had some experience in developing 
the second plan. In the case of mortgage 
loan borrowers, he said, the cost of the 
plan is partially underwritten by the 
association and the balance of the pre- 
mium paid by the borrower. Under both 


the new protected home improvement 
loan plan and the drop-rate insured 
mortgage plan, he added, the association 


found its volume of loans increased due 
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to the insurance features. 

“We don’t know of any other institu- 
tion that has a plan similar to ours,” 
said Mr. Killip, “but we feel any lending 
institution can devise a plan to suit its 
own needs. Our objective was to keep our 
costs to a minimum by dealing direct 
with the insurance company on what we 
termed a “portfolio” basis rather than 
issue individual policies to each borrower. 

The association has had no death 
claims to date under the home improve- 
ment plan. There were six claims total- 
ing $22,600 under the mortgage plan for 
the first thirteen months. 


e ° e 


Service Charge Increase 
and Survey 


In recent months the majority of banks 
in Kansas City, Missouri, have adopted 
new schedules on service charges for 
regular checking accounts. The new 
schedules came about as a result of a 
study on costs made by the Kansas City 
Conference of the National Association 
of Bank Auditors and Comptrollers. The 
study pointed out that the cost of han- 
dling many accounts had been consider- 
ably more than the return from the ac- 
counts. 

In most of the banks the maintenance 
charge has been raised from 50 to 75 
cents; the charge for ledger entries has 
been increased from three to five cents; 
and the interest allowance on the aver- 
age balance is now accrued at 11 cents 
per $100 per month. The previous allow- 
ance was $1 to $1.07 for $1,000 per 
month. For the first 1,000 deposited 
items, a charge of 2 cents is made, and 
on deposited items in excess of 1,000, a 
charge of 1% cents is made. Most of the 
banks waive the charges for servicing 
an account if the loss on it is 25 cents 
or less. 


4 


Meanwhile, a “Survey of Service 
Charges” just published by the Missouri 
Bankers Association expresses the view 
that “now is an opportune time for banks 
throughout the State to review and cor- 
rect their service charge procedures to 
meet modern conditions.” 

The survey points out that there are 
generally two types of analysis plans 
in use among banks: the complete anal- 
ysis and the simplified analysis. “Some 
large city banks have made use of com- 
plete analysis plans for a number of 
years,” declares the survey, “and it is 
generally recognized that such plans 
reach the highest point of equity between 
depositors and the bank.” 

Recommends A.B.A. plan. While 
acknowledging that the complete analysis 
plan would be the most accurate one, in 
view of the time consuming detail in- 
volved the committee heartily endorses 
the simplified service charge plan recom- 
mended by the Country Bank Operations 
Commission of the American Bankers 
Association. 

“We suggest,” states the committee, 
“that you make the A.B.A. booklet ‘A 
Complete Service Charge Program for 
the Smaller Bank,’ the basis for your 
service charge operation. The simplified 
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American Credit Insurance 
AND 


The Case of the 
Multitudinous Claims 


HIS: is an instance of the flexibility of American Credit Insurance in 

raeeting business situations. Whatever the scope or size of your own 
business, the general principle applies. The policyholder, a manufacturer 
doing a gross business of just under 35 million dollars, had found himself 
moving increasingly into an area of maltitudinous small accounts, with 
correspondingly greater lag in collections. Further expansion seemed to 
threaten an intensification of this situation. What to do? Stop selling? Con- 
tinue—and accept the tying up of working capital in small bundles? Neither 
was necessary. Through conferences with an American Credit representative, 
riders were added to the policy, increasing coverage of small accounts. At 
the same time, machinery was set up to expedite filing of claims on past due 
collection items. The first year of expanded activities under this plan showed 
the following results ... 


Vindicating the policyholder’s appreciation of his situation, 
almost nine hundred separate accounts were filed for collec- 
tion—aggregating a little less than 600 thousand dollars. Of 
these, almost two thirds were paid within the free service 
period of the policy, and the greater part of the remaining 
one third were paid before final settlement under the Policy. 
Only a very small percentage of the total original claims 
proved to be defined insolvencies—on this score vindicating 
the judgment of the policyholder’s Credit Manager. Finally, 
a loss payment of $43,151.97 was made to this policyholder, 
proving the fairly substantial need that actually existed for 
protection of these accounts receivable. 


Whether your business is large or small—whether you do business with 
many concerns or with a few—you will find new assurance in the knowledge 
that your accounts receivable are at least as well protected by insurance as 
your plant, your inventory, and your goods in transit. For your copy of a 
new booklet: ‘‘Credit Insurance, Its History and Functions,” write Department 
49, First National Bank Building, Baltimore 2, Maryland. 


American Credit 
Indemnity Company 


of New York 
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service charge plan contained therein is 
ideally suited for banks that wish to in- 
stall a service charge plan that is equit- 
able to both the customer and the bank, 
and convenient for both.” 

The survey goes on to say that the 
simplified plan takes into consideration: 
1. A maintenance factor, 2. The same 
per item rate for ledger entries including 
“On Us” checks paid, deposits made, and 
out-of-town items in deposits, and 3. An 
earnings credit or allowance based on the 
minimum monthly balance. 

The committee also points out some 
statistical findings from the survey. For 
example, that 94.8 per cent of the Mis- 
souri banks were using service charges, 
and that 50 per cent of the banks had 
gone to some form of analysis, indicating 
a definite trend in that direction. Of the 
banks reporting, 20.9 per cent were using 
a measured plan. 

Copies available. The survey was pre- 
pared by William I. Gregory, president 
of the Easton-Taylor Trust Company, 
St. Louis, Missouri. Copies of it may be 
obtained by writing to Robert E. Lee 
Hill, executive manager, Missouri Bank- 
ers Association, 15 S. Eighth Street, 
Columbia, Missouri. 
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News Story Features 
Bank’s Guards 


Few people and not even many bank- 
ing officers realize that in Illinois, with 
its many large industrial cities, the 
state’s third largest police force is that 
of a bank and not of a municipality. 
This fact was brought home to Chicago- 
ans recently by a feature story in a Chi- 
cago daily reporting on the guard system 
of the First National Bank of Chicago. 

“A police force large enough to patrol 
a city of more than 100,000,” said the 
story, “guards a single building in Chi- 
cago’s Loop. The building at Clark and 
Monroe is the home of the First National 
Bank, largest bank in the world under 
one roof. The bank’s police squad num- 
bers 112 men, each armed with a .38 
caliber revolver and trained in judo and 
the use of other weapons.” 

The story went on to tell how only 
Chicago and Peoria have larger police 
forces, how the bank’s force is organized 
and administered, and the lengths to 
which the bank goes through its guard 
system to protect customers, even to the 
point of street surveillances. 

“Bank customers,” said the story, “are 
often under the eyes of guards without 
knowing it. People making large with- 
drawals are sometimes followed several 
blocks to prevent any attempt at a street 
holdup.” 
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Confidential Report On 
Fringe Benefits 


The preparation by banks of various 
publications to tell their employees what 
they receive in the way of fringe bene- 
fits is in itself a fringe benefit. This was 
especially true of a recent booklet, “Your 
Confidential Personal Security Account 
for 1954,” published by the East River 
Savings Bank, New York City. 

















Lists benefits individually 


The six-page booklet contained a list- 
ing down to the last detail of all fringe 
benefits accorded by the bank. After each 
listing there was a blank space for the 
amount involved, which the bank filled 
in for each employee. The effort required 
some 100,000 computations and a great 
deal of time. The result was a perma- 
nent record and full statement of per- 
sonal security received in the year cov- 
ered. 

Here are some of the fringe benefit 
figures reported on: Retirement fund ac- 
cruals, both from the bank’s and the in- 
dividual’s contributions; group life in- 
surance coverage; hospitalization and 
surgical benefit costs; social security; 
workmen’s compensation; unemployment 
insurance taxes; overtime payments paid 
for work done over 35 hours weekly and 
sick leave. 

The booklet also contained other item- 
ized fringe benefits, all of which were 
totaled and balanced against the indi- 
vidual’s regular salary. For the entire 
staff the fringe benefits amounted to 25 
per cent of the annual payroll. 

Miss Dorcas Campbell, assistant vice- 
president of the bank, reported that the 
book was received very enthusiastically 
by the bank’s staff members. 
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New Multi-Million Dollar 
Bank Buildings 


Two western banks last month formal- 
ly dedicated ultra-modern combination 
banking and office buildings, each of 
which was constructed at a cost of $3 
million. 

Salt Lake City, Utah. The new 12-story 
banking-office building of the First Se- 
curity Bank of Utah, N.A., with its 
three-story annex, contains 105,000 
square feet of space, of which banking 
operations will occupy 30,700 square feet. 
The building is of the “skin type” design 
similar to the United Nations building 
in New York. It has approximately 
20,000 square feet of plate glass wall 
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The lady looks both 


From her Bedloe’s Island vantage 
point, Miss Liberty gets a seagull’s- 
eye view down a two-way thor- 
oughfare—an avenue of global im- 
portance that 
goods to overseas marts and for- 


carries American 
eign goods to our shores. 

Keeping traffic moving in both di- 
rections on this highway to world- 
wide ports is a big job for importers, 
exporters, shippers—and for banks, 
too. 

How does banking service—Chase 
Manhattan service—facilitate busi- 
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ness with other countries? Through 
its branches, representatives, and 
correspondents in all commercially 
important areas of the world, Chase 
Manhattan keeps in close touch 
with local conditions. Information 
is gathered, analyzed and promptly 
made available to customers. Then, 
in every step of the way from the 
initial financing of imports and 
exports through letter of credit ar- 
rangements, Chase Manhattan spe- 
cialists help bring foreign transac- 
tions to successful completion. 


ways 


If you do business abroad, or would 
like to, we'll be glad to show how 
Chase Manhattan experience and 
facilities can help you. 


THE 


CHASE 


MANHATTAN 
BANK 


HEAD OFFICE: 18 Pine Street, New York 15 


Member Federal Deposit Insurance Corporation 
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portable shredding machine designed especially 
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Never before an office shredding 
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before! Safety throat! Smart func- 
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weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
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Above, City National Bank, 

Beverly Hills, Calif.; at right, 

First Security Bank of Utah, 
N. A., Salt Lake City 
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Outstanding new Western bank buildings that add to the 
architectural charm of their communities 


area, and the exterior walls contain an- 
other 52,000 square feet of porcelainized 
steel panels. 

Numerous interior features include 
terrazzo-tile covered lobby floors, car- 
peted bank office floors, satin-finished 
aluminum rails, marble fixtures, cabinet 
wood partitions, and modern spotlight- 
ing. The entire building is air-condi- 
tioned. A parking area adjacent to the 
building provides space for 160 cars. 

Beverly Hills, Calif. An extensive and 
modern application of glass was also 
used in the exterior design of the new 
6-story building of the City National 
Bank of Beverly Hills, California. The 
striking facade is of turquoise glass mo- 
saic tile and marble chips. Innovations 
on three floors in the new building in- 
clude open floor well, floating staircases 
and private and soundproof bookkeeping 
booths. Also featured are two drive-in 
windows and a modern paging system. 
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Some Ideas on 
Personnel Development 


An old tune, “Right In Your Own Back 
Yard,” would have made appropriate 
background music for three recent talks 
by banking officers before bank group 
meetings on the increasingly discussed 
subject of bank management succession. 

Experience within banks. Said George 
D. Bushnell, vice-president, American 
National Bank and Trust Company, Chi- 
cago, in his speech: “You are not going 
to get future executives from colleges 
and universities. They do a great work, 
but in a limited fashion, because many 
of the requirements, much of the knowl- 
edge, and a great deal of the benefits of 
experience can come only from within 
the bank and the banking system. You 




















can get them from other banks, but there 
is a limit to that, too.” 

Mr. Bushnell went on to summarize a 
plan for management development which 
involved four phases: 

1. An analysis in detail of what man- 
agement must have. 

2. The selection and study of the edu- 
cational facilities in and out of the bank, 
through which basic and necessary in- 
formation can be provided. 

3. Careful analysis at each step of the 
way of the progress of the individuals 
who will be the future executives. 

4. An honest approach in making it 
plain to the individual that this is the 
greatest opportunity that any genera- 
tion has ever had in the banking busi- 
ness, but that it is strictly up to him to 
learn to put in the hours, to assume the 
proper responsibility in the various steps 
through which he must go to complete 
the opportunity. 

A word of encouragement. In his 
speech, Bernard J. Lunt, president of the 
American Institute of Banking, and 
assistant vice-president of The Fort 
Worth (Texas) National Bank, declared: 
“There are individuals who are born with 
unusual intelligence, ambition, and in- 
itiative, who seemingly do not need a lot 
of encouragement from their elders. But 
there are many examples in every busi- 
ness and profession of successful men 
and women who, in their early years, 
were not eager about attaining a posi- 
tion of responsibility. A word of counsel 
and encouragement from ‘the boss’ set 
on fire that hidden spark of ambition and 
determination which started them on 
their way to achievement.” 

Flowers that blush unseen. In his mes- 
sage A. Gordon Bradt, second vice-presi- 
dent of the Continental Illinois National 
Bank and Trust Company, Chicago, said 
that banks should by all means do a 
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careful job of searching out people out- 
side the bank. “But too often,” he added, 
“we look everywhere but in our own back 
yard. The world is made up of average 
people who in someone else’s green-look- 
ing pastures may glisten with promise. 
Yet within the four walls of bank after 
bank we may be using only a fraction of 
our own talents.” 

Mr. Bradt said that the “deepest reser- 
voir in banking—the untapped talents of 
individual people” can be triggered and 
set into motion when four motivating 
drives are recognized and met. These 
are: recognition of each person as an 
individual; opportunity for full use of 
individual talents; enpoyment of work in 
congenial circumstances without undue 
tensions; and undérstanding of banking 
and what each person makes possible for 
customers. 
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Student Survey Findings 
Of Interest to Banks 


Two findings of interest to banks were 
contained in a recent nationwide survey 
of high school students conducted by the 
Institute of Student Opinion for Scholas- 
tic Magazines, and reported to its mem- 
bers by the New York State Bankers 
Association in its weekly publication. 

One finding was that banking ranked 
in 22nd place out of 26 in the choice of 
careers of the 44,609 boys and girls sur- 
veyed. The Educational Foundation of 
the N. Y. S. B. A. said that the answer 
to the problem indicated here was that 
banking as an industry and banks indi- 
vidually should give thought to working 
closely with high schools and colleges to 
provide educational material about 
banks, to make banking more attractive 
as a career. 

The other finding was that approxi- 
mately 77 per cent of the boys and girls 
surveyed indicated a desire for a college 
education, but only 44 per cent felt they 
would be financially able to go. In com- 
menting on this statistic, the Foundation 
pointed out that there might be an op- 
portunity for banks to inform parents of 
high school children that college educa- 
tions may be financed through bank 
loans. The Foundation also said the find- 
ing indicated a need for closer coopera- 
tion with colleges and universities to 
work out tuition financing arrangements. 
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Matchbook Advertising 


Throughout the country the matchbook 
is doing a big selling job for many banks, 
savings and loan associations and finance 
companies. Many of these organizations 
credit this “midget salesman” with help- 
ing to increase their business, and sev- 
eral of the organizations have won 
awards for their matchbook campaigns 
in the match industry’s design competi- 
tions. 

Increased business. Some time ago the 
Marine Midland Trust Company of New 
York set out to increase the number of 
clients for its special checking account 
service in its seven branch offices. 

Philip E. Neary, manager of the Ma- 
rine Midland’s advertising and business 
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If you need current information about conditions 


in this country or abroad, you’ll benefit from the 


correspondent banking services we can give you. 


Through the facilities of its European branches and its 
correspondents throughout America and the world, 


Guaranty Trust Company can serve your banking 


requirements and those of your customers with 


experience, efficiency, and speed. 
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BUSINESS MAN 


If you are doing business 
regularly in Milwaukee 
and Wisconsin, a banking 
connection with Marshall 
& Ilsley will be very 
important to you. 


Our experience, state-wide 
contacts and interested 
personal attention to 
your business needs will 
prove most valuable. 

































































BANKER 


And for complete 
Correspondent Banking 
Service throughout 
Wisconsin, you’ll want the 
quality and quantity of 
service Marshall & Ilsley 
has to offer. Whatever 
your need may be — 
collections or counsel — a 
callfrom you willreceive | 
immediate attention. 























Matchbooks do a big selling job for many financial organizations 


development departments, initiated this 
campaign with matchbooks. No other ad- 
vertising media was used. He distributed 
one million matchbooks a year for three 
years. These were distributed by ar- 
rangements with tobacco vendors in the 
vicinity of the seven branch offices. At 
the end of three years the total number 
of special checking accounts had in- 
creased from 2,500 to more than 20,000. 

When the Ninth Federal Savings and 
Loan Association opened a branch office 
opposite the United Nation’s headquar- 
ters in New York City, the association 
arranged with tobacco retailers to give 
away 25,000 of Ninth Federal’s match- 
books in the month preceding the open- 
ing of the new office. In the first two 
days, 1,147 accounts were opened. 

Award winners. Among the various in- 
stitutions to win top honors in the match 
industry’s design competitions recently 
were the Michigan National Bank, Lan- 
sing, Michigan, the Jefferson Federal 
Savings and Loan Association, Washing- 
ton, D.C., and the Guardian Credit Cor- 
poration, New Haven, Connecticut. The 
Michigan National’s matchbooks were 
chosen for the “correct blend of dignity 
and distinction of typography and de- 
sign.” The Jefferson Federal’s books 
were selected for “the dramatic use of a 
Capitol landmark, the Jefferson Memo- 
rial”; and the Guardian Credit Corpora- 
tion’s books, for the design and type of 
message on the inside cover of the match- 
books. 

Distribution tips. Organizations that 
have successfully used matchbooks for 
advertising say that an effort should be 
made to control the circulation of the 
books, and to put them into the hands of 
people in the advertiser’s immediate 
trade area. To avoid waste and to gain 
a business response quicker and cheaper, 
individual arrangements are frequently 
made with tobacco retailers to distribute 
the books in the proper neighborhoods. 
With the right method of distribution, a 
good subject matter, and a good design 
on the cover, say these organizations, fa- 
vorable results from a matchbook cam- 
paign are fairly certain. 

Many of the financial institution ad- 
vertisers imprint the names of the busi- 
nessmen who are to distribute the match- 


books on the match carton to be handed 
out. This, they say, adds a _ personal 
touch which is always appreciated. Some 
organizations have the hat check girls in 
local men’s clubs, hotels, etc., drop a book 
of matches into the coat pockets of pa- 
trons. Others have the name-imprinted 
matches serve as place cards for the lo- 
cal men’s luncheons, business women’s 
meetings, bridge clubs, etc., which is an- 
other good attention-getting and good- 
will building idea. 

Cost varies. The cost of matchbook 
advertising varies greatly. It depends, 
of course, on quantity and quality. A 
minimum order of 2,500 matchbooks with 
no art work and imprinted in one color 
costs about %¢ per matchbook. Art work 
and color are included when the order 
reaches 25-30,000 books. The quantity 
order reduces the cost to about %¢ per 
book. Inside cover’ imprints, special 
paper, give-away packets and other such 
details can boost the cost up to as much 
as 1%¢ per book. 

The designs for the covers are usually 
prepared by the match manufacturer. 
Frequently, however, the preliminary de- 
tails in the form of rough ideas are 
worked out by the advertiser, and the 
finished work is done by the art staff of 
the matchbook manufacturer. 
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New Bank Industrial 
Development Department 


Last month a new industrial and com- 
mercial development department was put 
into operation by the Citizens & Southern 
National Bank of South Carolina, 
Charleston. The new department will be 
conducted in the bank’s office at Colum- 
bia, the centrally located capital city 
of the state. 

In announcing the department, C&S 
President Hugh C. Lane said that his 
bank felt it had both a responsibility and 
an opportunity to help South Carolina 
make the most of its resources, and that 
the aim of the new department will be 
to assist industries to locate in the com- 
munities where both industry and the 
community will be best served. 

Mr. Lane outlined the main objectives 
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of the new program as: 1. Attracting de- 
sirable firms and industries to South 
Carolina, and 2. Encouraging sound ex- 
pansion of the state’s existing industries 
and business. William C. Coleman, C&S 
vice-president, will head up the activity 
and will be assisted by a professionally 
trained staff whose services will be avail- 
able to any agency in any community of 
the state in attracting industry. 
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Connecticut Youngsters 
Out-Save the Grown-U ps 


Although Junior’s bank balance prob- 
ably can’t match that of his Dad, in Con- 
necticut at least, according to a recent 
survey made by the Bankers Association 
of that State, Junior is a lot steadier in 
his thrift habits. The survey showed that 
on a percentage basis, the youngsters in 
the state are actually saving more each 
week than the adults. 

The association found that deposits in 
the 72 mutual savings banks gained 2.8 
per cent in the first six months of 1955. 
However, while the grown-ups were mak- 
ing the 2.8 per cent gain in deposits, the 
youngsters through school savings in- 
creased their deposit total about 8.2 per 
cent. 

During the year ended last June 30 
deposits added to school accounts in Con- 
necticut totaled $2,431,434, and the num- 
ber of school savings depositors increased 
by 14,000 over the previous year. 
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Chart Teaches Bookkeeping 


A simple chart used as a visual aid 
in teaching the rudiments of debits and 
credits in double entry bookkeeping has 
been developed by R. L. Spahr, manager 
and secretary-treasurer of the Consum- 
ers Discount Company, Lewiston, Penn- 
sylvania. Mr. Spahr says that although 
he has copyrighted the chart, it is not a 
commercial venture, and he has dis- 
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BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA 





REVIEW: 
FIRST HALF OF 1955 





BUSINESS: ACTIVITY AT RECORD LEVEL 


no ACTIVITY in the south- 

ern half of California was 
at a higher level during the first 
half of 1955 than during any pre- 
vious 6-month period in the his- 
tory of the area. This was true in 
terms of total volume of business, 
and also in terms of per capita 
volume. (With population in this 
area expanding nearly 4% a year, 
business must show a similar ex- 
pansion to remain unchanged on 
a per capita basis.) 

During the year to date, new 
all-time records have been estab- 
lished in the southern half of Cali- 
fornia for such basic economic 
measures as population, factory 
employment, total employment, 
payrolls, production, income, re- 
tail sales, and construction. 


Unemployment in the Los An- 
geles area during the first 6 
months of 1955 averaged 30% 
below the corresponding period 
last year. 


Total employment in the Los An- 
geles Metropolitan Area averaged 
2,244,600 during the half year 
just ended—a gain of 91,600 or 
4.3% over the first half of 1954. 
As compared with the first half of 
1950, just prior to Korea, the gain 
has amounted to 538,200. This is 


an expansion of 31.5% in 5 years. 


Factory employment in the Los 
Angeles area has been above the 


peak month of World War II dur- 
ing every month since last Janu- 
ary. For the recent half year, the 
number of local manufacturing 
workers averaged 5.5% above a 
year ago and 70.4% above the 
first (pre-Korea) half of 1950. 


Total retail sales in Southern 
California have expanded sharply. 
Estimates for the first half of 1955 
indicate an increase of about 13% 


over the first half of 1954, 


Building and construction totals 
in 1955 to date are well above 
previous records. The total vol- 
ume of all building and construc- 
tion in Southern California was 
up 30% from a year ago. 





INDEX OF BUSINESS ACTIVITY 
IN SOUTHERN CALIFORNIA 
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MonTHLY Summary OF Business Con- 
DITIONS IN SOUTHERN CALIFORNIA, from 
which this excerpt was taken, is pub- 
lished regularly for friends and custom- 
ers of Security-First National Bank by 
our Research Department. If you would 
like to receive it free of charge regu- 
larly, write Bank and Customer Rela- 
tions Department. 
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tributed copies free of charge to any 
schools interested in using them. 

The chart is in two parts with colum- 
nar captions describing the debits, cred- 
its and balance entries used in double 
entry bookkeeping. Sections of the chart 
are marked off down the assets side to 
provide for assets, purchases and other 
expense entries, and down the liabilities 
side for liabilities, proprietorship, sales 
and other income entries. 

A complete, easily understood set of 
instructions for using the chart are con- 
tained on the reverse side. The chart ex- 
ample illustrated on page 31 demon- 
strates one paragraph from the instruc- 
tions, which reads: “The student must 
always remember that when one account 
is debited, some other account must be 
credited by the same amount. Many times 
you will have several debits and several 


credits in the same transaction, but the 
law is, all debits and all credits must 
equal at all times. This will be explained 
by your instructor as you progress in the 
subject.” 

The entries illustrated in the example 
are: 1. $1,000 invested in a business, 
2. Merchandise purchased on account for 
$500, 3. Merchandise sold for cash, $25, 
and 4. Rent paid by check, $50. 
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Name-the-Street Contest 

Evidence that a public contest con- 
ducted by a bank or other advertiser is 
an effective means of widespread adver- 
tising comes from the Hartford National 
Bank and Trust Company, Hartford, 
Connecticut. 











THE BANK OF CALIFORNIA 


to banking and business 
on the West Coast 


Your account with any one of our offices 
in California, Oregon and Washington 
opens to you the closely integrated service 
of all offices of this tri-state Bank. 





SAN FRANCISCO « BERKELEY e« MARTINEZ e« MILLBRAE 


PORTLAND e« SEATTLE « TACOMA 


Member F.D.1I.C. 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 








A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 


Give Us 


To Do 














A prize-winning name 


When a new drive-through and pedes- 
trian throughway was made in downtown 
Hartford that leads to the rear of the 
Hartford National’s main office, the bank 
decided to conduct a “name-the-street 
contest.” A $1,000 savings account was 
the first prize for the winning name and 
went to the contestant whose entry en- 
velope bore the earliest postmark. Con- 
testants who submitted the same name, 
but under a later postmark, received $50 
savings bonds. 

During the contest more than 75,000 
entries poured in and a full-time staff 
of ten was required to sort and type the 
lists of names. The bank’s business de- 
velopment department was besieged with 
cryptic telephone calls from people want- 
ing information. “When was the bank 
established?” (1792.) “Who was the 
first president?” (John Caldwell.) “Does 
the throughway have to be called 
‘street’?” (No.) 

Finally, the contest judges selected a 
name from the list of 25,000 suggested 
and when their decision was announced 
a public ceremony was held, complete 
with band-stand, press photographers 
and radio announcers. Before a large 
crowd, Hartford National’s President 
Ostrom Enders shown in the photo above 
made the award to the winning contest- 
ant. He then lifted the covering over the 
new street signpost to reveal the winning 
name—Old Bank Lane. 
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Customer Hazard “Sealed” 


After several customers inadvertently 
tried to walk through the spotlessly clean, 
large glass panels in the basement of 
the new skyscraper quarters occupied 
by Republic National Bank of Dallas, 


Warning: Glass, no passage 
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Texas, the bank had an artist paint large 
replicas of the Republic’s seal on the 
panels. The back of the seal carries the 
message, “Thank you! Call again!” In 
another trouble spot, the partition be- 
tween the main floor elevator lobby and 
the time credit department, other decals 
were used to advertise that department. 
Like those in the basement, the decals 
allow the beauty of the glass to be seen, 
but at the same time warn of the hazard. 
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Candid Camera Subject: 
A Bank’s Billboard Ad 


Three-dimensional outdoor signs were 
recently erected on the south, north, 
east and west outskirts of Rockford, 
Illinois, by the Third National Bank of 
that city. Each display is different, and 
the bank plans to rotate them every three 
months. 

The sign illustrated below had not 
been up two weeks before the following 
note from a prominent Rockford citizen 
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“Good ad! Try more of them!” 


reached the desk of Bank President P. N. 
Peterson: 

“I was so impressed with your sign on 
North Main Road that I had to take this 
picture. To me this is the most worth- 
while advertising you can buy. Try more 
of them.” 
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New Aid to Banking 


Of interest to the trust depart- 
ments of banks is the new “documentary 
tax-stamping me- 
ter’? manufac- 
tured by Pitney- 
Bowes, Inc., Stam- 
ford, Connecticut. 
The machine is 
essentially a con- 
verted postage 
meter about the 
size of a _ type- 
writer, and can 
print a single 
meter stamp in 
any of nearly two 
thousand __ differ- 
ent values as 
needed, from 5 
cents to $99.95. 
The first instal- 
lation of the ma- 
chine was made 
recently in the 
register of deeds office, Plymouth, Massa- 
chusetts, for evidencing payment of state 
taxes on land and realty deeds. 








Speeds trust work 
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Air mail clearance 


direct to our own 





correspondents 


No clearances go faster than air mail. Ours go 
by air mail direct to our own correspondents in 
all principal cities of the U.S.A. We’re sure 
you'll welcome the freedom from delays that 


this service makes possible. 


Speedy air mail clearance is yours as a Pennsy]l- 
vania Company correspondent. A lot of other 
advantages are, too. Take the full-time service 
of our 24-hour-a-day transit operations, for ex- 
ample. Then, too, you’ll have access to one of 
Philadelphia’s largest credit files, and to the 
facilities of our Trust, Real Estate and Foreign 
Departments. 


We'd like the chance to tell you all the good 
reasons for becoming a Pennsylvania Company 


correspondent. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 


Serving more people more way 





Member Federal Reserve System e Federal Deposit Insurance Corporation 











Pictorial Review of New and Modernized Bank Quarters 


Portraying new features of exterior design and construction from all parts of the country 














The Cunneen Company 


Montgomery, Ala. Beige brick and glass combine for a Port Jervis, N. Y. New marble and granite veneer facing 

modernistic exterior at the new Capital Heights office was installed on the exterior of the brick building of 

of the Union Bank & Trust Company. A broad stone patio The First National Bank of Port Jervis. Simplicity of 

surrounding the building is effectively broken up with design is heightened by a low black granite base. The 
planters’ boxes and greenery bank sign is 18” aluminum letters 























The Cunneen Company and Micklewright & Mountford 


Trenton, N. J. The new Hamilton Avenue branch of The Broad Dayton, Ohio. A protective canopy for after-hour 

Street National Bank is of a conservative colonial red brick depository customers was installed at the new 

design with traditional white trim gracing windows and Eastown Branch of The Third National Bank and 

entrances. The consumer loan department in the wing at the Trust Co. Glazed tile and Granus, an imitation 
right has a private entrance granite, were used on the exterior 
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Rutherford, N. J. Three floors, some 3500 sq. ft. of space Toledo, Ohio. This is one of the three entrances 

and a new Greek Ionic design were added to the fully installed in the modernized quarters of The National 

modernized Rutherford National Bank. New walk-up teller Bank of Toledo. Effective use of glass and Minne- 

windows were added in a patio area between the old and a sota granite frame the soft-brightness lighting of 
newly acquired building the interior 
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Sharonville, Ohio. Distinctive aluminum, brick and glass facade of 
the new Sharonville branch of the Provident Savings & Trust Co., 
Cincinnati. A large basement room is available for civic and other 


meetings 


Provo, Utah. Unique aluminum louvers are in sharp contrast with 
the red granite front of the new quarters of the Farmers & Merchants 
- Bank. Interior finish features white and rift-grain oaks 


Hawthorne, Calif. The brick, glass-enclosed planters 

box and two panes of yellow plexi-glass shown above in 

the new quarters of the Pacific State Bank are only 
two of many design features 


Plainwell, Mich. The modern design touch is seen throughout in the 
facade of the new Plainwell Bank building, with its Kaibab stone, 
aluminum trim and marquee, large plate windows and planters box. 
This bank also features a community room, as well as lounge and 


kitchen for staff members 
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Bank Building Corporation of America 
St. Louis, Mo. Ultra modern new quarters 
that were annexed at one side of the old build- 
ing of the Manchester Bank of St. Louis. The 
old building, also completely modernized, be- 
came the loan department. The marble and 
limestone faced quarters feature the two walk- 
up windows shown, and 7 drive-in stations at 
the far side, with optional facilities for expan- 
sion to 11 drive-in windows 
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Las Vegas, Nev. Terra cotta pilasters frame the aluminum 

doors and entrance of the new 15th and Charleston Street 

branch of the First National Bank of Nevada. Terrazzo 
flooring and acoustical tile ceiling are featured inside 


Charleston, S. C. The new Calhoun Street 

branch of the Carolina Savings Bank is 

housed in a renovated store building, and 

features a Colonial style front and a side 
drive-in window 
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in maroon colored granite 


New York, N. Y. The facade of the new Uni- Evanston, Ill. The new 5-story building of The First National Bank 
versity Branch of The Bronx Savings Bank is & Trust Company was designed in the Georgian-Colonial style to 
faced with Alabama white marble and trimmed help recapture some of the warmth and tradition of the city’s “Old 





Fountain Square.” 















Chattanooga, Tenn. Exterior construction of the new 
Brainerd Branch of the .Hamilton National Bank is 
Roman brick veneer. Note the modern clock 

















Hagerstown, Md. Brick, steel and aluminum went into the 
exterior construction of the new Prospect Branch of the 
Hagerstown Trust Company 




























Bank Building Corporation of America 


brick, vinyl-coated stucco and granite 


Okmulgee, Okla. Contrast was achieved in Chula Vista, Cal. The exterior of the modern new Chula Vista Branch 
the new facade of the completely remodeled of the First National Trust & Savings Bank, San Diego, is of reinforced 
Citizens National Bank .by use of Roman concrete blocks covered with stucco and trimmed with decorative 





mosaics. The building has a mezzanine floor 
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McPherson, Kan. The ultra modern new quarters of The McPherson & Citizens Bank is constructed on the outside of 


light colored Silverdale stone, large areas of plate glass, 
ultra modern motif was carried out in the bank’s sign, which is set apart within a stone and greenery setting and a 
“geometric” frame. The bank also features drive-in facilities and a large parking lot. 








and dark steel paneling to achieve a pleasing contrast. The 
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After midnight at 


Manufacturers Trust 


This is the way our Central Clearance Department 
looks at 20 minutes past midnight any working day—or, 
rather, any working night. 


By operating “around the clock” and all day Saturdays, 
we save up to a full day in handling the many thousands of 
checks which are sent to us daily by our more than 2,250 
correspondent banks all over the United States. 


This may be one reason why more banks now are correspondents 
of Manufacturers Trust than ever before. 





Manufacturers Trust Company 
Head Office: 55 Broad Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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Come in and visit with us at 


231 South La Salle Street 


Member Federal Deposit Insurance Corporation 
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A.B.A, President 


HOMER J. 
LIVINGSTON 


He will report on association activities, scan banking trends, in keynote address 


THE PROBLEMS OF ECONOMIC BOOM 





PREVIEW: ADA. COMENTION 


An impressive speaker list and heavy registration 
will make the 8Iist annual meeting a notable affair 


By 
THE EDITORS 


ITH advance registration al- 

ready above the 6,500 mark, the 

8ist Annual Convention of the 
American Bankers Association in Chi- 
cago, September 25 to 28, is certain 
to be a big affair. It will be a big 
meeting both in registration and in 
the program that has been announced 
by Homer J. Livingston, president of 
the A. B. A. and president of The 
First National Bank of Chicago. 

The program is a broad one. It will 
take a look at the national economy, 
at money and credit, at administrative 
Washington, at the defense of Europe, 
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SOLOMON A. SMITH, Chairman, 
General Convention Committee 


Preparing Chicago welcome 


at the future of agriculture, at the free 
enterprise system and it will stress 
the part that bankers play in providing 
leadership for their communities. 
Community leadership has been an ° 
important theme of President Living- 
ston’s in his appearances before state 
association meetings during the past 
year. Speaking in Kansas recently, he 
said that “the banker has a responsi- 
bility of understanding fully our eco- 
nomic and social system of private 
property and free markets,” and that 
“he must pay more than lip service 
to a free enterprise system.” “The ac- 
tivities that we finance touch the 
nation’s life vitally at every point,” 
he said. “We need constantly to remind 
ourselves that wise and worthy ad- 
ministration of a great business is, 
in itself, not only a social service, but 
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Speakers will cover a highly diversified range of topics 
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a challenging social responsibility. 

“The decisions all of us are obliged 
to make in our private enterprise 
system are not made in an economic 
vacuum,” Mr. Livingston continued. 
“At any given time, there are factors 
operating in the economy which may 
stimulate business, while other factors 
operating at the same time may pro- 
duce a depressing effect. The banker 
must critically evaluate these factors 
and weigh them when he makes his 
decision.” 

Among the noted speakers at the 
convention will be: General Alfred M. 
Gruenther, Supreme Commander of 
the Allied Powers Europe, with head- 
quarters in Paris, France; Robert 
Cutler, White House Consultant to the 
National Security Council and chair- 
man of the board, Old Colony Trust 
Company, Boston, Massachusetts; 
Clarence B. Randall, chairman of the 
board, Inland Steel Company, Chicago; 


- Under Secretary of the Treasury W. 


Randolph Burgess; A. L. M. Wiggins, 
chairman of the board, Atlantic Coast 
Line Railroad and chairman of the 
board, The Bank of Hartsville, Harts- 
ville, South Carolina; Allyn P. Evans, 
president, Lionel D. Edie Company, 
Incorporated, New York, New York; 
Ray M. Gidney, Comptroller of the 
Currency, and C. Conley Balderston, 
vice chairman, Board of Governors, 
Federal Reserve System, Washington, 
D. C. 

The talks by the association’s elected 
leaders also will be among the top 
features of the convention. Heading 
this group will be the address of Presi- 
dent Livingston. Sharing the limelight 
with him will be the addresses of 
A. B. A. division heads: President 
Ben S. Summerwill of the State Bank 
Division; Vice-President Gibbs Lyons 
of the National Bank Division; Presi- 
dent Joseph R. Jones of the Savings 
and Mortgage Division; and President 
George C. Barclay of the Trust Divi- 
sion. 

Solomon A. Smith, president of The 
Northern Trust Company, is chairman 
of the general convention committee 
representing member banks of the 
Chicago Clearing House which will be 
host to the nation’s bankers. George S. 
Allen, vice-president of Harris Trust 
and Savings Bank, is chairman, and 
C. Edgar Johnson, vice-president, The 
First National Bank of Chicago, is 
vice-chairman of the executive com- 
mittee of the convention. 

An official welcome to those attend- 
ing the convention is being readied by 
Chairman Smith, as Chicago banks 
put the finishing touches on the hospi- 
tality and entertainment program. 

This year’s entertainment program 
has much to offer for the bankers and 
their wives. On Sunday evening, fol- 

See A.B.A. CONVENTION—Page 104 
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PROGRAM—81st ANNUAL CONVENTION, AMERICAN BANKERS ASSOCIATION 


MONDAY, SEPTEMBER 26, 1955 
Savings and Mortgage Division: 
The Conrad Hilton, Waldorf Room—10 A.M. 
Address of the President: “Mortgage Credit and Savings 
in Today’s Economy” 


Joseph R. Jones, Vice-President, Security-First Na- 
tional Bank of Los Angeles 


Address: “1956—A Year of Normal Growth” 
Allyn P. Evans, President, Lionel Edie & Co., Inc., 
Investment Counsel and Economic Consultant, New 
York, New York 


State Bank Division: . 
The Conrad Hilton, Grand Ballroom—10:00 A.M. 
Address of the President 
Ben S. Summerwill, Chairman of the Board, Iowa 
State Bank and Trust Company, Iowa City, Iowa 


Address 
G. M. Matthews, National Association of Supervisors 
of State Banks and Commissioner of Banking in 
Wisconsin 


Address: “Banking on Democracy” 
A. L. M. Wiggins, Chairman of the Board, Atlantic 
Coast Line Railroad, Hartsville, South Carolina 


National Bank Division: 
The Conrad Hilton, Grand Ballroom—2:00 P.M. 
Report by the Vice-President 
Gibbs Lyons, President, First-Stamford National 
Bank and Trust Company, Stamford, Connecticut 


Remarks by the Comptroller of the Currency 
The Honorable Ray M. Gidney, Washington, D.C. 


Address: “Prosperity, Policy and Prudence” 
C. Canby Balderston, Vice-Chairman, Board of Gov- 
ernors, Federal Reserve System, Washington, D.C. 


Trust Division: 
The Conrad Hilton, Waldorf Room—2:00 P.M. 
Greetings 
Merwin Q. Lytle, President, Corporate Fiduciaries 
Association of Chicago, and Vice-President, Harris 
Trust and Savings Bank, Chicago 


Address of the President 
George C. Barclay, Vice-President, City Bank Farm- 
ers Trust Company, New York, New York 


Ten Minute Talks: “Trust Business in 1955—A Report 

and a Prediction” 
John W. Remington, President, Lincoln Rochester 
Trust Company, Rochester, New York. N. Baxter 
Maddox, Vice-President and Trust Officer, The First 
National Bank of Atlanta, Atlanta, Georgia. Joseph 
W. White, Vice-President, Mercantile Trust Com- 
pany, St. Louis, Missouri. H. M. Bardt, Vice-President 
and Senior Trust Officer, Bank of America N.T. & 
S.A., San Francisco, California 


TUESDAY, SEPTEMBER 27, 1955 


Agricultural Breakfast: 
The Conrad Hilton, Waldorf Astoria Room—8:00 A.M. 
Presiding. 
Jesse W. Tapp, Chairman, Agricultural Commission, 
A.B.A., and Chairman of the Board, Bank of America 
N.T. & S.A., Los Angeles 


Address: “Agriculture Looks to the Future” 
Charles B. Shuman, President, American Farm Bu- 
reau Federation, Chicago 


First General Session: 
The Conrad Hilton, Grand Ballroom—9:15 A.M. 


Presentation of the Colors 
Past National and State Champions, American Legion 
Color Guard. The First National Bank of Chicago 
Post 985 


Call to Order 
Homer J. Livingston, President, American Bankers 
Association, and President, The First National Bank 
of Chicago 


Invocation 


“Greetings from the Chicago Banks” 
Solomon A. Smith, Chairman, Clearing House Com- 
mittee, Chicago Clearing House, and President, The 
Northern Trust Company, Chicago 


Address of the President 
Mr. Livingston 


“Greetings from the Treasury” 
The Honorable W. Randolph Burgess, Under Secre- 
tary. of the Treasury, Washington, D.C. 


Address: “The Dependence of our National Security 
Upon a Strong National Economy” 
Robert Cutler, Chairman of the Board, Old Colony 
Trust Company, Boston, Massachusetts 


WEDNESDAY, SEPTEMBER 28, 1955 
Second General Session: 
The Conrad Hilton, Grand Ballroom—9:15 A.M. 


Call to Order 
Mr. Livingston 


Address: “A Creed for Private Enterprise” 
Clarence B. Randall, Chairman of the Board, Inland 
Steel Company, Chicago 


Report of Resolutions Committee 


Address: “The Defense of Europe—A Progress Report” 
Alfred M. Gruenther, General, United States Army, 
Supreme Commander, Allied Powers Europe, Paris, 
France 


ENTERTAINMENT—SPECIAL FEATURES 


Sunday, September 25, 1955 
10:30 A.M.—Powerama, General Motors Corporation 
4:00 P.M.—Reception and Tea. The Conrad Hilton, 
Grand Ballroom 
8:30 P.M.—The Chicago Symphony Concert, George 
Schick conducting. Orchestra Hall 


Monday, September 26, 1955 


7:45 A.M.—Independent Bankers Breakfast, Gold 
Room, Congress Hotel. Address: “The 
Antitrust Division Looks at Bank Merg- 
ers,” by The Honorable Stanley N. 
Barnes, Assistant Attorney General, 
Washington, D.C. 
12 Noon—Ladies Luncheon and Fashion Show, The 
Palmer House, Grand Ballroom 


Tuesday, September 27, 1955 


12 Noon—Ladies Luncheon and Fashion Show, The 
Palmer House, Grand Ballroom (due to 
the large registration of ladies, this fashion 
show will be held on both Monday and 
Tuesday) 

5:00 P.M.—Informal Reception Hour. The Conrad 
Hilton, Grand Ballroom. The Palmer 
House, Grand Ballroom 
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The idea started in Boston, is spreading 
to banks in other centers 


REVOLVING CREDIT for 
Instalment Loan Customers: 


NEW idea that looked good to The 
First National Bank of Boston 
earlier this year is turning out 

to look just as good to other banks. 
The idea was The First National’s re- 
volving credit account for individuals 
known as “First Check-Credit Ac- 
count.”’ It was offered to customers in 
mid-February and described at that 
time as “A revolving loan account com- 
bining checking privileges with the 
flexibility and economy of bank credit. 

Spreading of the idea has taken 
place within the past three months and 


By HENRY J. BOONE 


Editor, Burroughs Clearing House 


among large institutions. The banks 
that have picked up the idea are: the 
First National Bank in Dallas, which 
calls its program the “First Check- 
Loan Account” plan; The First Na- 
tional Bank and Trust Company of 
Oklahoma City, which is using the 
same name for its service as the First 
of Boston but also refers to it as the 
“Do-It-Yourself” loan plan; and the 
City National Bank and Trust Com- 


Approved customers borrow by writing special checks 
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pany of Kansas City, Missouri, which 
came up with a new twist, the “Bor- 
row-by-Check”’ plan. 

An example of the enthusiasm that 
exists for the new idea was voiced re- 
cently by President Crosby Kemper of 
the City National Bank. Said Mr. Kem- 
per: “We are extremely well pleased 
with the way this new type of borrow- 
ing transaction is taking hold in Kan- 
sas City. We have had so far some 500 
applications for credit under the plan 
and have approved approximately 250 
of them.” 

Mr. Kemper went on to explain that 
the plan involves borrowing amounts 
from $240 up to $1,200 by credit-wor- 
thy people after the bank has made an 
examination of their credit perform- 
ances. This gives them a revolving 
credit up to the amount that the bank 
approves and they can borrow against 
this at any time simply by writing a 
check against the credit commitment. 
The checks, he said, are a special form 
and personalized and are charged di- 
rectly to the special account. He added 
that the top credit is available to the 
borrower at any time and that after 
the loan is paid down, the borrower 
can re-borrow to the full amount. 

Mr. Kemper noted that the advan- 
tage of the plan is that a borrower can 
in a sense make himself a loan at any 
hour of the day or night or on any holi- 
days and either in or out of town. This 
phase of the plan, he said, has been 
most favorably received by many of 
Kansas City’s prominent business men, 
purely as a convenience device. 

The City National’s “Borrow-by- 
Check” loans are essentially signature 
loans, made without collateral and 
based solely on the personal credit rat- 
ing of the borrower. They represent a 
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Both institutions are pleased at the initial response to the new type of personal loan credit 


personal loan service and are not in- 
tended for commercial or business 
loans. It is the bank’s thought that 
they will be used for such purposes as 
vacations, travel, medical or dental 
bills, household furnishings or appli- 
ances, taxes, tuition, insurance pre- 
miums, and the consolidation of bills. 

City National uses a short applica- 
tion form which includes a detachable 
Borrow-by-Check Account Agreement. 
The bank also provides a check folder 
for the special checks issued. This in- 
cludes, on the inside of the flap, a rec- 
ord of checks issued with spaces for 
the date, payee, purpose and amount. 

Equally enthusiastic about the new 
revolving credit idea is Ben H. Wooten, 
president of the First National in 
Dallas. His bank was, in fact, the first 
of the three Southwestern banks to 
announce the service. In the brief 
period from June 10, when the bank 
announced the plan, Mr. Wooten re- 
ports wide interest shown in the First 
Check-Loan Account idea. Inquiries 
and applications for check-loan ac- 
counts have steadily increased. 

“The fine response indicates to us 
that the public recognizes and appre- 
ciates this new service,” Mr. Wooten 
states. “It is something a customer 
can use any hour of the day, any day 
of the week.” 

The handling of revolving accounts 
at the First National in Dallas is gen- 
erally similar to the manner in which 
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they are handled by the other banks. 
An individual applies for a personal 
line of credit in the amount of an 
agreed-upon monthly payment—$600, 
for example, if the borrower agrees to 
repay his loan at the rate of $50 a 
month. After the application has been 
approved, the bank supplies the bor- 
rower with special, personalized checks 


which he uses to draw against his ac- 
count. 

Until the borrower uses his credit, 
there is no charge. Interest on the 
credit use and a service charge are the 
only costs that are charged to his ac- 
count. There is no charge for unused 
or spoiled checks and additional checks 
are available without charge. 


This bank stresses credit selectivity, direct mail promotion 
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“WOULD YOU LIKE TO LITERALLY MAKE YOURSELF A LOAN?” 


Here's an informative folder about the latest thing 
in banking service -- our FIRST CHECK-CREDIT 
Account -- @ brand new loan plan. Using the plan 
you actually create your loan by simply writing « 
check. 


Because it's so practical for families as well as 
individuals, we are proud to be the first bank in 
Oklahoma City to make it available. We believe 
you'll find the details of our FI! CHECK 
Account interesting reading, 


If you are interested in the plan, won't you please 
fill out the enclosed card, and mail it, so we can 


any questions about this helpful loan plan, come in 
to our Instalment Loan Department and talk with us 
about it. 


Cordially yours ° 





THE First NATIONAL BANK 
AND TRUST COMPANY 


CAPITAL AND SURPLUS FIFTEEN MILLION DOLLARS 


send you @ credit application blenk, or, if you have 
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Many are convinced that “revolving credit” will become 


The customer receives a detailed 
statement each month showing the ex- 
act condition of his account, the 
amount he has borrowed and the 
amount of credit still available to him. 
He also receives a payment-due notice 
in advance of the date he has selected 
as the one on which he prefers to make 
his monthly repayment. When he uses 
his First Check-Loan Account, his life 
is automatically insured at no addi- 
tional cost for the amount of the un- 
matured loan balance as of the date of 
the last payment rendered less pay- 
ments made since that date. 

A husband and wife may open a 
joint account, a use that is suggested 
by the bank for the budget payment of 
major household expenditures and 
other expenses. 

In its charge for the service, the Dal- 
las bank presents a slight variation 
from the charges of the other banks. 
Whereas the other banks make a 
charge of one per cent a month for the 
credit used, the First of Dallas makes 
a charge of five-sixths of one percent. 
The First of Dallas, as do the other 
banks, makes a service charge of 25 
cents for each credit check written. 

Oklahoma City’s First National 
Bank and Trust Company has stressed 
the credit approach in its program, 
which was announced June 20. It has 
also developed what it considers a very 
efficient bookkeeping plan. 
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The bank’s credit approach is ex- 
plained by W. M. Harrison, vice-presi- 
dent and division manager of the in- 
stalment loan department. He states 
that the bank has established the ob- 
jective of attracting a select group of 
borrowers to the plan. The bank is in- 
terested in quality instead of quantity, 
he says. This was borne out by the 
bank’s announcement, by newspaper 
and radio, that the plan was for “cred- 
it-worthy people.” 


RIMARILY, the bank’s selling has 
been through the medium of di- 
rect mail. The first mailing consisting 
of a letter and a folder, went to the 
bank’s own depositors. Of the appli- 
cations approved as a result of the 
mailing, 15 per cent were doctors. 
This, Mr. Harrison says, could be con- 
sidered as typical of the kind of cus- 
tomers the bank would like to attract. 
In the process of passing on applica- 
tions, the bank uses its own credit de- 
partment and the local Retail Credit 
Association. As an end result of its 
careful processing of applications, the 
number of the bank’s rejections have 
been very low, slightly over 7 per cent, 
a point that has been very pleasing to 
the bank’s officers. And even in the 
case of rejections, Mr. Harrison states 
that more than half are converted into 
collateral type loans. 
There has been a steady increase in 
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Now you can borrow money to pay your major expenses 


simply by writing a check like this 
fondle 
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a big factor in instalment lending 


the number of applications being re- 
ceived, Mr. Harrison says, with many 
coming from new customers and a 
large percentage from people in rela- 
tively high salary brackets. He also 
states that there has been much favor- 
able comment. As an example, he cites 
the case of a filling station operator 
that has been a long-time borrower to 
finance accounts receivable. The plan 
fitted his requirements perfectly, since 
he no longer needs to come to the bank 
and can make his loans in the exact 
amount he needs. 

From an accounting standpoint, the 
bank’s operation of the plan is very 
simple. This begins with the due date 
selected by the borrower and the 
amount of the credit established be- 
tween the bank and the borrower. The 
bank has six due dates from which he 
can make his selection, the 2nd, 7th, 
12th, 17th, 22nd and 27th, as shown at 
the top of the ledger form on page 45. 
It is by these due dates also that 
ledgers and statements are filed, to- 
gether and alphabetically, and that 
controls are established. 

The borrower’s ledger and statement 
are headed up at the time the credit is 
approved. This includes the designat- 
ing of the due date and the amount of 
the credit and the monthly payment. 
Then, as credit checks are issued by 
the borrower and returned to the bank 
they are posted, with the 25c check 
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charge, to the ledger and statement. 
Both forms are originals and are post- 
ed simultaneously. In the event a credit 
check posting creates an over-draft, 


- the equipment used by the bank locks. 


Interest is posted 10 days before the 
due date and payments are posted as 
they are received. 

Examples of posting entries to both 
ledger and statement are shown in the 
illustration on this page. The state- 
ment form, Mr. Harrison points out, 
also serves as a monthly payment no- 
tice and it likewise provides the bor- 
rower with the amounts of his charges 
to the account, the monthly payments 
he has made to the account, the unused 
credit available to him and the total 
amount he owes to the bank. 

Back in Boston, The First National 


once an account is established, the 
bank can put a loan (even though 
small) on its books for little more than 
the cost of a personal check.” 

As with any kind of personal loan 
work, Mr. Smith says the delinquency 
rate is relative to credit standards. His 
bank sets its standards at the same 
level as for regular personal loans. It 
is his opinion that it is far too early 
to know, but it is his guess that the 
delinquency rate will be a bit lower for 
First Check-Credit than other direct 
instalment lending because borrowers 
will have more incentive to repay to 
rebuild and maintain their credit for 
future use. 


“How much of their available credit 
do customers use?” This varies widely 
from customer to customer, he states, 
and he thinks the figures may be dis- 
torted since the average account is 
still only three months old. Right now, 
he says, something over two-thirds of 
the available maximum credit is being 
used. 

“Right after we started, we were 
literally swamped with inquiries from 
other banks about the new service,” 
Mr. Smith says. “We were working 


days, nights and weekends and also we 

felt we didn’t have the experience to 

answer authoritatively. Three months 
See REVOLVING CREDIT—Page 108 
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by the publicity and advertising of the 
new revolving loan plan.” 

Continuing, Mr. Smith said “Six 
months’ experience has taught us a 
great deal but we don’t think such 
short experience can be conclusive. Of 
course, we know a great deal more 
than when we started, but the thing 
that pleases us is how many of our 
estimates turned out right. Happily, 
our only miscalculation was the imme- 
diate favorable public response to the 
plan. We had expected, after a week or 
so of inquiries prompted largely by 
curiosity, that the number of applica- 
tions for First Check-Credit would in- 
crease slowly. To our surprise, we had 
to work overtime for the first three 
months instead to catch up with the 
demand.” 


HE two questions most often asked 

by banks interested in the idea are: 
“How are the profits?” and “What 
about delinquencies, are they high?” 
said Mr. Smith. His answers are still 
tentative but he believes that the profit 
opportunities may be better for this 
type of personal loan than for other 
kinds of direct instalment lending. His 
bank, he says, as the originator of the 
idea and the first in the business, had 
high development expenses. “How- 
ever,” he adds, “you get a better idea 
of the potential when you realize that 
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Ledger and statement forms used in one plan’s operation 
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It has upgraded member bank investment portfolios, 
and the general standard of banking in 
this Central Wisconsin area : 


DIVIDENDS From a 
~ Five-County BOND CLUB 


By 
JAMES A. MUSIL 


Executive Vice-President, 
The First National Bank at Neillsville, 
Neillsville, Wisconsin 


E call it a bond club, but that 

is more the result of its history 

than of its present scope and 
function. Back in 1939 all of the banks 
in our neighborhood had bond diffi- 
culties of varying degrees. In our 
search for enlightenment we naturally 
discussed these with our fellow bank- 
ers as the opportunity offered. Pres- 
ently we decided we could make more 
progress toward solving our problems, 
working off our bond depreciation and 
strengthening our portfolios if we 
could go at the job in unison and with 
a definite program. 

So we sat down with a few progres- 
sive bankers in the area and agreed to 
set up an informal organization for the 
purpose. A few principles—rules, limi- 
tations, call them what you will—prac- 
tically formulated themselves. First, 
anything discussed or divulged among 
the members must be held in strict 
confidence. Second, only one bank per 
town could be a member, to insure that 
talk would be free without danger of 
equipping a competitor with informa- 
tion he might be tempted to use. 

Of the original group, all but a 
couple of banks were in two adjoining 
counties, Clark and Taylor. The other 
banks were just over the county lines. 
So we named it the Clark-Taylor Bond 
Club, and it still goes by this name. 
Meanwhile its field of interest has 
broadened, and it has been increased 
to 15 members, with two banks in 
Marathon County and one each in 
Wood and Rusk. 

At the outset it was decided to make 
membership institutional rather than 
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COMBINED STATEMENT OF THE MEMBER BANKS 
Clark-Taylor Bond Club—December 31, 1955 


ASSETS 
Cash, Balances Due from other Banks, 

Reserve Items and Cash Items.......................------2000 $ 7,401,782.86 
US. GOwermmeit CUTEION Bago ososviss ns icinsan 22s ckcs awe cccene 18,305,949.46 
nei, IN ook cso sesesaseenddiaminadacgiilaboreemianss 337,261.86 
IT REA Safer oe SRO OTN ee Te one nF oe 2,205 ,540.22 
Corporate Stocks (Fed. Res. Bank)...................-2.-.1100-++++ 22,000.00 


Loans and Discounts (Including Overdrafts).............. 16,898,332.45 
SEE Ar RUINED = IPI osiseissscpcccebapdomeinsasenrcasascetsbuiqnuectnsaonenes 197,618.44 
ET HDs rcdosnhictka minced ah becethc matecitbcmnsitacmensenccneenes 67,008.82 


$45,435,494.11 





LIABILITIES 
ass Susbalnnimeanss pea cninneoae pees $41,789,875.41 
Other Liabilities me 31,021.64 
ee aes 1,050,000.00 
ae 1,216,000.00 
Undivided Profits 857,387.43 
I irc caicen hac secah apg htbntedibanbetieescensimnsnatssssemberkacesvinagiolen 491,209.63 


$45,435,494.11 


16.29% 
40.29% 
74% 
4.85% 
05% 
37.20% 
43% 
15% 


100.00% 


91.98% 
07% 
2.31% 
2.67% 
1.89% 
1.08% 


100.00% 








Member banks range in size from $1,000,000 to $12,000,000 








CONSOLIDATED INVESTMENT PORTFOLIO TOTALS 


Clark-Taylor Bond Club 











Under Over 
10 years 10 years Total 

Government and Gov’t Agencies..$13,284.375 $771,900 $14,056,275 84.85% 
94.5% 5.5% 100.0% 

Ee Se ES Bane a Awe 5,000 None 5,000 03% 
100.0% 100.0% 

ENED > ticpicccdnctctinecaaenindine 57,000 1,000 58,000 35% 
98.3% 1.7% 100.0% 

PIN H sienscstitciotiniatcecceliaaestis 2,193,616 40,500 2,234,116 13.49% 
98.2% 1.8% 100.0% 

SII cscs sess chapter dennsaenmenisbantenen 5,000 2,200 7,200 04% 
69.8% 30.2% 100.0% 

Meperpenemt: Trmete cscs cctcisscssns 35,000 None 35,000 21% 
100.0% 100.0% 

PUM. csi scndnarselcip-onnmscievnikeeuiaablos 10,000 15,000 25,000 15% 
40.0% 60.0% 100.0% 

PRIOCOTOOMIOOUS  oacisacsctinsssiircsiincmncaeis 116,020 30,000 146,020 88% 
79.5% 20.5% 100.0% 

$16,566,611  100.00% 








Maturities are now better spaced, bonds more carefully chosen 
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BOND CLUB ROSTER 


- and the active top officers 
in these Wisconsin banks 


A. C. Buker, President, Farmers 
& Merchants Bank, Greenwood 


J. R. Colby, Exec. Vice-President, 
Citizens State Bank, Loyal 


R. G. Lawrence, President, Peoples 
Exchange Bank, Thorp 


Bernard Slota, President, State 


Bank of Gilman, Gilman 


A. M. Erickson, President, Owen- 
Curtiss State Bank, Owen 


George T. Fulmer, President, Bank 
of Athens, Athens 


V. A. Hirsch, Cashier, State Bank 
of Medford, Medford 


A. J. Greiner, Cashier, Farmers 
State Bank, Stetsonville 


M. S. Sorenson, Cashier, Dorches- 
ter State Bank, Dorchester 


M. J. Tennis, Cashier, Colby State 
Bank, Colby 


Ed J. Thuss, Cashier, 
State Bank, Spencer 


Natalie F. Scherf, Cashier, State 
Bank of Withee, Withee 


John J. Stauber, Exec. Vice-Pres., 
Citizens National Bank, Marshfield 


Willard N. Mertz, President, Dairy- 
land State Bank, Bruce 


Jas. A. Musil, Exec. Vice-Pres., 
First National Bank, Neillsville 


Spencer 








Membership has expanded, too 
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individual. That original bond prob- 
lem concerned not only the top officer 
of each bank, but also its directors. 
So we have always encouraged each 
member bank to bring to our meetings 
as many directors, officers—and, for 
that matter, employees—as they felt 
should attend. Anywhere from two to 
a dozen people come from each bank, 
now, and our meetings generally have 
between 35 and 50 present. 

Keep in mind that these are country 
banks in a predominantly agricultrual 
section of the state and relatively re- 
mote from even the regional financial 
centers. In size, the member banks 
range from $12,000,000 to $1,000,000 
totals, with only three or four above 
$5,000,000. A consolidated statement 
of the 15 banks at the end of 1954 
showed total deposits $41,789,000, total 
capital funds and reserves $3,614,000, 
and total footings $45,435,000. Bond 
holdings at the same time were some- 
where above $20,000,000. 

When we started out 16 years ago, 
I was elected chairman and secretary, 
and have never succeeded in shaking 
off the office. My principal duty at the 
outset was to obtain from each mem- 
ber a detailed listing of its bond hold- 
ings and consolidate this into a master 
list which is the composite portfolio 
of all the members. The master list 
then went to some competent authority 
for comment and criticism—perhaps a 
correspondent bank in New York, Chi- 
cago, Milwaukee or the Twin Cities; 
again, to a bond house; still again, to 
an investment analyst. We made up a 
new master list every month and sub- 





The Bond Club’s field of interest has broadened; other topics besides securities are now discussed 


mitted it to different experts. 

At each monthly meeting we read 
the expert opinions and criticisms. 
Nobody but the secretary knew the 
individual bank portfolios, but a keen 
observer at the meetings could get a 
pretty fair idea of which banks held 
the less desirable securities. When the 
current expert commented adversely 
on a particular bond, various men 
around the table would whip out their 
own bond lists and pencil some note 
in the margins. Next time the indi- 
vidual lists came to the secretary for 
making up the master list, holdings 
of the criticized bonds had invariably 
decreased or totally disappeared. After 
each meeting, the members of the 
Clark-Taylor Bond Club improved the 
quality of their portfolios. 

As the program progressed, and as 
business conditions become more pros- 
perous, the acuteness of our bond prob- 
lems decreased. Part of this was 
attributable to the steady education 
of our own members through the 
steady reviewing of the lists. Each 
member not only learned a great deal 
about the techniques of investment by 
exposure to the knowledge of his fel- 
low members and to the expert criti- 
cisms, but also he broadened his knowl- 
edge of securities themselves. Any 
small bank tends to narrow its view 
of the market until it considers a 
relatively narrow segment of available 
bonds each time it needs to invest. 
Reviewing the entire master list 
broadened the views of all of us, 
familiarizing us with good securities 
that we never had owned. 
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Only one bank per town is eligible, to permit free discussion 


We still submit our individual bond 
lists to the secretary, and he still 
compiles a master list and sends it out 
for evaluation by the experts. Cur- 
rently, the member banks send to the 
secretary monthly reports of their 
security purchases and sales, and the 
master list is thus kept up to date. If 
problems of serious nature ever should 
arise, we are continually in shape to 
get advice on the master list without 
delay. 

However, we send it out only about 
twice a year nowadays. The members 
have so improved their portfolios, and 
their skill as investors, that there has 
been no need for more frequent review. 
Last night’s meeting, for example, 
took a brief whirl at the present de- 
preciation shown in most of our bond 
accounts. But nobody considered this 
a serious problem. The members have 
been in such shape that the deprecia- 
tion is rapidly running off, and nobody 
is greatly concerned. 

As our interest in our portfolios 
became less acute with their improve- 
ment, other subjects began coming 
into the meetings for discussion. One 
of our members, for example, de- 
veloped an excellent program of soil 
improvement and crop diversification 
in its area. So, the managing officer of 
that bank was asked to tell us all about 
it, and in consequence several of the 
other members adopted the same gen- 
eral program. Because dairying is our 
principal form of agriculture, herd 
improvement promotion and loans for 
this purpose became practically a 
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round-table topic with us for some 
time. Most banks in the club now are 
active in this work. Reforestation is 
another activity that has spread from 
one club member bank to the next, 
until now it is widespread in our area 
and our county association owns two 
mechanical tree planters which it loans 
out for us. Scholarships for agricul- 
tural short courses at the state uni- 
versity are now provided by county 
bankers groups, in part through en- 
thusiasm generated in the bond club. 


T all means that when one bank in 
the club gets a good program going, 

this quickly spreads through the entire 
club membership and frequently even 
beyond. Because the members are 
leaders not only in their communities 
but also among bankers in the district, 
the club really serves as a sparkplug 
to get many good things going. 

We have kept the entire organiza- 
tion informal. There is only the one 
officer. He serves as chairman of the 
meetings, and has as his principal 
responsibility beyond the bond lists 
the duty of preparing a program for 
the meetings. We maintain a wide 
variety in our programs. Even when 
we have an outside speaker, there is 
approximately three-quarters of an 
hour after the conclusion of his talk 
which is available for questions, -floor 
discussion, and the introduction of any 
other topic that is currently of in- 
terest. Once in a while we have a meet- 
ing with no program; the chairman 
tosses out a few topics for discussion, 


one at a time, and if the first one does 
not stir up any comment, the second 
or third one will get things going. 

Last night’s meeting was one of 
these without program, and a brief 
description of what happened may 
serve to show how the club operates. 
Each bank is host to a meeting, in 
rotation, and yesterday it was the turn 
of the Spencer State Bank, Spencer, 
Wisconsin. It was held in the basement 
parlor of the Lutheran church. Dinner 
was served by the church ladies. As 
a gift, from the host bank, each banker 
received a half-pound package of 
Spencer cheese and a sample of candy 
that is manufactured there. Every 
bank paid for its own people present, 
at $2 per plate. The meeting started on 
time at 6:30—we are scrupulous al- 
ways to start on time, and to close the 
meeting not later than 9 o’clock, so 
that even when a meeting is held at 
one end of the area, the member who 
lives at the other extreme limit can 
still get home by 10:30 for a full 
night’s rest. Last night’s meeting 
closed just before 9 o’clock. 

One guest was an operating man 
from a St. Paul bank, who happened 
to call at our bank that day and so was 
invited. We got him to talk about the 
advantages of mechanization to small 
banks, and then several members told 
the extent to which machines cut their 
costs. After this, as already mentioned, 
we touched on current depreciation in 
the bond account, but got relatively 
little response on the topic. Next sub- 
ject thrown out for attention was in- 
terest rates on time deposits, and the 
problems of competition resulting 
from other types of savings institu- 
tions that pay the saver higher yields. 
The upshot of this was a brisk dis- 
cussion and a decision that next 
month’s program should center on a 
speaker from some place where this 
problem has been met. 

The Clark-Taylor Bond Club never 
takes an official position on any sub- 
ject. Debatable questions simply do 
not come to a vote. Ours is a discussion 
group, not a legislative body, and our 
purpose is to equip our members to be 
better bankers..We are not interested 
in urging any course of action upon 
anybody. 

To give an idea of the subjects we 
cover from time to time, the following 
is a list of our six immediately previ- 
ous meetings and the topics: 

1. Reforestation and woodlots. Two 
members reported on a trip they had 
made to the camp of Trees for To- 
morrow, a forestry organization of the 
paper and power industries, looking 
ahead to scheduling a visit to the same 
place for the club as a group. Also 
present was a representative of the 
hospital and surgical insurance plan 


See CLARK-TAYLOR BOND CLUB—Page 110 
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A set of ideas for bank managements 
from a publie relations officer 


Making Every Stalf Member 
ad BANK SALESMAN 


VERY person living is a salesman, 
say the psychologists and the 
sales experts. A person is a sales- 

man from the time he is born until 
he dies. All of us—babies, boys and 
girls, men and women, husbands and 
wives, parents and children, grand- 
parents—EVERYbody is busy selling 
himself. And so, it must follow, every 
bank staff member is a salesman. 

But alas, perhaps the majority of 
the bank staff members don’t know that 
they are salesmen. Perhaps a great 
many of their bosses don’t know it 
either. Maybe many of the bosses don’t 
know that they themselves are sales- 
men. 

I like to compare the staff of any 
bank, taken as a whole, with a power- 
ful dynamo—before it is turned on. 
The bank staff, like the dynamo, has 
terrific power potential. But first the 
boss must realize that the power is 
there, and he must want to use it. Then 
he must turn the power on and direct 
it into the selling channels he selects. 

There is only one way to begin in 
bridging the gap that too often exists 
today between the staff members of 
banks and the potential customers. 
That way is to heed the oft-repeated 
admonition: Business goes where it is 
invited and stays where it is well 
treated. The key phrase here is: Busi- 
ness goes where it is invited. “Sure,” 
said the old friend of the bank officer 
who finally asked for the friend’s ac- 
count, “you can have my account. I 
didn’t know you wanted it!” 

Any bank can use four principal 
media to train its staff members to 
bring out the salesmanship that is in 
them. These media are: 1. Group meet- 
ings, 2. House organs or other printed 
material, 3. Sales message cards, and 
4, Gimmicks. 

Group meetings constitute the best 
available way to give staff members 
training in selling. The meetings 
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Gives tips for harnessing latent 
selling talents 


should be held periodically on bank 
time and should not be too long, per- 
haps not more than an hour. The meet- 
ings should be held in small groups, 
which will help stimulate staff member 
participation. Each session should 
start with an outline of the sales pro- 
gram, or some part of it, by a dis- 
cussion leader. Then the meeting 
should be thrown open for questions, 
ideas and the sharing of experience 
and knowledge. These sessions will 
not only spark ideas; they will engen- 
der enthusiasm, which any salesman 


will tell you is an essential ingredient 
in the selling formula. 

House organs, the second medium, 
are used to disseminate information; 
announce goals and achievement of 
goals; salute individuals who make 
records in the production of new busi- 
ness; designate specific “targets” for 
sales effort, such as safe deposit boxes, 
special checking accounts, moderniza- 
tion loans, auto loans, etc. If the house 
organ is already a monthly publication, 
it should be supplemented between 
issues by additional bulletins. If a 
bank does not have a publication, it 
should create a special one, or a series 
of bulletins. These need not be ex- 
pensive; they can be mimeographed. 

A friend of mine who owns a bank 
in Highland, Illinois, went into the 
banking business after many years in 
sales work. As a result he came up 
with more sales ideas per minute than 
most of us bank officers have in a year. 
One of the ideas he developed in his 
bank was the sales message card, our 
third medium. Each week, to those 
staff members in customer contact, 
he distributed cards on which were 
typed a sales message. One week the 
message might be: “Mr. Doe, we’re 
having a little campaign this week to 
rent safe deposit boxes. How would 
you like to rent a box this morning?” 
Another week it would be: “A lot of 
our customers are borrowing to fix up 
their homes this month, Mrs. Jones. 
Would you like to talk to our loan offi- 
cer about fixing up your home?” 

Sales message cards constitute a 
tool of immeasurable value and one 
which costs practically nothing. It is 
also a tool which has been neglected by 
banks. The medium exemplifies per- 
fectly the idea of applying sales power 
at the point of sale, because it closes 
the gap between the employee and the 
prospect. Even more, it enables the 

See A STAFF SALES PROGRAM—Page 112 
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Each new day can present new problems 








Reminder to call in your man at the Irving! 


© Faced with a tough assignment? He’s your man. Call 
on him as freely as you would a member of your own 
staff. In fact, he wants to be considered just that. 


Broadly experienced himself, he has at his finger tips | 
the facilities of one of the world’s largest banking or- 
ganizations . . . a global network of correspondents... 
experts in every field of commercial banking. 


Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY | 


One Wall Street, New York 15, N.Y. | 
Capital Funds over $125,000,000 Total Assets over $1,400,000,000 
Wuuam N. Ensrrom, Chairman of the Board Ricnarp H. West, President 


Domestic Banking Division, Nolan Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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Behind them: three years of resident, extension work. Ahead: broader horizons of service 








ANOTHER NABAG MILESTON 


First graduating class at School for Bank Auditors and 
Comptrollers presages new standards in this vital field 


N important event in the history 
of The National Association of 
Bank Auditors and Comptrollers 

took place last month at the University 
of Wisconsin. It was the presentation 
of diplomas to the first graduating 
class of the NABAC School for Bank 
Auditors and Comptrollers. 

In the class were 51 bank officers 
from 37 states. They had completed 
three resident sessions, in successive 
years, at the University at Madison, 
Wisconsin. Each session had repre- 
sented two full weeks of work, with 
classes mornings and afternoons and 
seminar sessions evenings. They had 
also completed two years of extension 
work consisting of one “problem” each 
year. (First year problem: Plan a 
complete accounting system for a bank 
in one of the following size-classifi- 
cations: $4,000,000, $7,000,000, $27,- 
000,000, or $121,000,000.) 

Of the 51 graduates, 27 are bank 
auditors, 7 are comptrollers, 2 are 
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School 


Director Lichtfeldt congratulates 
Class President Raymond J. Coakley, Har- 
ris Trust and Savings Bank, Chicago 


Diplomas to 51 graduates 


assistant vice-presidents and auditors, 
2 are assistant cashiers and auditors, 
1 is a vice-president and cashier, 8 are 
assistant auditors, 1 is a tax account- 
ant, 1 is a principal executive assist- 
ant, 1 is an audit clerk and 1 is an 
assistant cashier. 

What the training provided by the 
NABAC School means to its graduates 
and what it means to the broad field 
of banking, in meeting the needs for 
capable bank auditors and comptrol- 
lers; were the subjects discussed at the 
graduation exercises. These were held 
at Memorial Union Theatre on the 
campus and attended by association 
officers, the school’s faculty, families 
and friends of the class, the 95 men 
who had just completed their junior 
year and the 109 who had just finished 
their freshman resident session. 

The training received, School Direc- 
tor Clarence H. Lichtfeldt told the 
class, “will broaden your horizon in 

See NABAC MILESTONE—Page 109 
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have our own home!” | 


When a bank grants a mortgage, it not only makes dreams come 
true, it supports one of the key industries in the American econ- 
omy. No less vital to the economy is the safe, convenient transfer 
of money made possible by the safety papers banks use for 
checks and other negotiable documents. For over 80 years, the 
countrys leading banks have made La Monte Safety Papers 
their first choice. 












A Check Paper All Your Own — Thousands of banks and many of the larger corpo- 
rations use La Monte Safety Papers with their own trade-mark or design made in the 
=H paper itself. Such tnptvipuALIzED check paper provides maximum protection against 
E : both alteration and counterfeiting — makes identification positive. 
> 
; Ask your lithographer to show you samples | 
. » » or we will gladly send them direct. 
F 
THE WAVY LINES @ ARE 
A LA MONTE TRADE-MARK 
BPI 
a : 
i I tN tg gt a 
OR GE tA MONTE-~a SON NUILEY,NeEV —_ 
nt, ~“ 
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WASHINGTON VIEWPOINT 








Reserve Board Decrees 
No More Bubble-on-Boom 

Twice during the Eisenhower ad- 
ministration the money-management 
authorities have found it necessary to 
blow the whistle on “over-exuberance” 
on extension of credit. The first time 
was when in mid-1953 the rate on 
long-term Treasury bonds went up to 
31%4 percent. There followed a period 
when the Federal Reserve System saw 
fit to adopt a policy of “active ease’”’ 
after it became clear to all financial 
people that the case for dollar stability 
with proper economic expansion lee- 
way was proved on the record of facts. 

Now again the monetary authorities 
are blowing the whistle. Immediately 
after the steel and automobile com- 
panies came to terms with the labor 
unions without a work stoppage, bank 
loans swelled. Fears of major economic 
roadblocks vanished. The Federal Re- 
serve Board, governors of the flow of 
credit, found that the demand for 
credit was likely to exceed the produc- 
tion base, on the principle that a sur- 
plus of bank credit over real production 
spells inflation. 

The Administration and the Reserve 
Board worked in close accord. While 
prosperity is a musical word in Re- 
publican ears, there is no desire to 
hear it ringing with an overtone of 
inflation. Accordingly, when the Fed- 
eral Reserve Board instructed its State 
member bank examiners to fill out a 
consumer credit questionnaire for each 
bank with a substantial block of con- 
sumer-type loans, the Comptroller of 
the Currency and the Federal Deposit 
Insurance Corporation did likewise. 

Oddly, the take-it-slow credit atti- 
tude of the monetary and banking 
authorities found support and direc- 
tion in the Council of Economic Ad- 
visers. Dr. Arthur F. Burns, the 
Council chairman, is principally cred- 
ited for having taken leadership in 
coordinating the research and policy 
thinking that led to the decision. It 
will be recalled that the . Treasury- 
Federal Reserve “accord” of 1951 did 
not please the Council as it was com- 
posed at that time; in fact it led to a 
sharp public dispute between Chair- 
man Leon M. Keyserling, a cheap- 
money advocate, and Senator Paul M. 
Douglas of Illinois, then the champion 
of a freely operating Federal Reserve 
System, over the support of Govern- 
ment bond prices. 
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By JOHN DONOGHUE 


Washington Correspondent 


As the basic interest rate inched 
upward in early July, Treasury bills 
hovered near 1.9 percent and the 
market prices of Government securi- 
ties slid downward accordingly. At this 
point, the Federal Reserve Board in 


Washington gave approval to the ac- - 
tion of the board of directors of the 
regional Reserve Banks to increase 
the discount rate from 134 percent to 
2 percent—2' percent in the case of 
Cleveland, highest in 21 years. 
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PERPETUAL CALENDARS 
HOLIDAY AND ADVERTISING 


INTERCHANGEABLE DESK AND 
WINDOW NAME PLATES 


STANDARDS 


COUNTER, TELLER 
AND F.D.I.C. SIGNS 
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Manufactured by 
J. A. Reinhardt & Co. 


America's foremost line styled 
exclusively for Banks and Savings 
and Loan Associations. 
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BANK PRODUCTS COMPANY 


A Quarter Century Service to Banks 
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There was some speculation as to 
why the Cleveland bank was “singled 
out” to have a higher rate than the 

K FR F eleven others. The answer, from the 

Reserve Board’s viewpoint, was that 

the Cleveland institution was not sin- 

ee ee ee gled out, but rather singled itself out. 

Ps For the Cleveland Reserve Bank serves 

also the Pittsburgh, Cincinnati, Toledo 

area, and this is the region where the 

surge of venturesome business spirit 

rose most strongly when it became | 

clear that there would be labor peace 
in the steel, automobile and coal in- 

dustries. 

Washington authorities, meanwhile, 
listened attentively and approvingly as 
Allan Sproul, president of the Federal 
Reserve Bank of New York, declared 
war on the use of the “discount win- 
dow” as a means for banks to obtain 
short-term credit for financing the 
“warehousing” of mortgages by long- 
term investors. The criticism was di- 
rected at the larger banks, some of 
which had adopted the technique of 


HERE’S HOW os oie faaiin ar fale wo aetna 


investors in anticipation of incoming 
Allison Coupon Books do the complete job: 








Mr. Sproul warned that the Federal 
Reserve Bank of New York regards 
this practice as borrowing at short 


funds, such as insurance premiums. 


term for reloan at long term, and 
might express its objection by slam- 
7 7 ming the discount window. 
COLLECTS YOUR TIME PAYMENTS. . . actual experience 


shows that Allison Coupon Books are practically 100% 
effective in securing exact payments from normal accounts. 
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Consumer Credit Curbs 
Gingerly Treated in Talks 


| Following the issuance of special 
| instructions to bank examiners to 

scrutinize the consumer credit posi- 
| tions of banks, the Federal Reserve 
| Board Governors were “at home” to 
top representatives of the widespread 
consumer lending industry. The im- 
plied invitation to talk it over was 
welcomed by leaders of banking, auto- 
mobile and appliance credit, and the 
personal loan industry. 

Not much was revealed about what 





2 PROCESSES CUSTOMER REMITTANCES . . . coupons are 
ready-made posting media. Coupons handle payments 
faster, easier, more accurately than other methods. 


3 ADVERTISES ALL YOUR SERVICES . . . inserts, placed be- 
tween Allison coupons, carry your sales story for the life of 
the book. Effective advertising to your best customers. 


This complete payment book—doing 3 big jobs—costs 


considerably less than 1% of the average cost per loan. took place in the conversations. They 
were private and should remain so. 
nS However, your correspondent has at- \ 
‘ : : ? : tended Reserve Board “presentations” 
Se rns to industry groups by invitation over 
. : several years, and can testify that the 
ALLISON COUPON COMPANY, INC, : Board’s staff of economists is mightily 
P.O0.BOX 102 © INDIANAPOLIS 6, INDIANA; capable of lining up stubborn facts 


and logical precedents in a most con- 
vincing manner. 

In this instance, the Board Govern- 
ors have no authority other than to 
speak their thoughts. Beyond that they 


AQ 
J // ‘c . 7407) T AOL AS tme nt cannot go. For one reason, the power 
4/1/50 } 


| to impose consumer credit regulations 
couPON mex 1D 
in Kfficlency 





(Regulation W) no longer exists. More 
importantly, the Board Governors can- 
not suggest, or even discuss, any form 
of compact or agreement among lend- 
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for Field Warehousing... 


and Be Sure! 


Loan OFFICERS everywhere consider a Lawrence Field Warehouse 
Receipt as much a synonym for “security” as a Certified Check. They 
know that $1,000,000 in legal liability and fidelity bonds — in each of 
more than 2500 Lawrence Field Warehouse locations—are back of every 
Lawrence receipt. 


And these bank officers like the way Lawrence does business. The 
Lawrence IBM Commodity Collateral Report, for example, is electron- 
ically compiled to keep loan officers always informed on current inven- 


tory values. It also reduces the cost of servicing loans. 


Specify Lawrence — and be SURE! 








LAWRENCE ON WAREHOUSE RECEIPTS — - « « IS LIKE CERTIFIED ON CHECKS 
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NATIONWIDE FIELD WAREHOUSING 

















37 Drumm Street, San Francisco, California 
100 N. La Salle Street, Chicago 2,111. © 79 Wall Street, New York 5, N.Y. 
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It's In Your Bank’s Future 
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The Mosler Century Bank Vault Door is available with a wide diversity of magnificent, distinctive 
architrave treatments to harmonize with virtually any type of modern decor your architect proposes. 
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Keep Up With The News! A Dow Jones Broad 
Tape Ticker will be in operation at Mosler’s “bank 
of the future’ equipment display in Booths 36-39, 


. . Why Not Plan For it, Now’? 


When your bank modernizes (as every bank in America 
will), your Board of Directors will, quite under- 
standably, want the equipment which is acclaimed 
everywhere as the world’s finest. Wouldn't it be an 
advantage to move that day up. .. start planning with 
this famous Mosler equipment, now? 


CERTAINLY, it makes sense to assure yourself of the 
increased business, the great new respect of the community 
and all the other benefits of modernization just as soon as 
possible, doesn’t it? 


And when you go ahead, you'll find it makes even more 
sense to incorporate into your plans the equipment which has 
become known all over the world as the very epitome of 


mechanism ever put into a drive-in window. 


« —o- 
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A. B. A. Convention, Conrad Hilton Hotel, 
Chicago, Sept. 25-28. Don’t miss it! 


IF IT’S MOSLER ... IT’S SAFE 


% Mosler Safe ““” 


World’s largest builders of safes and bank vaults . . . Mosler 
built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 








Mosler’s new “Picture Windows” for Drive-In Banking have the finest operating 









modern styling, security and efficient operation. That equip- 
ment, as attested by the overwhelming choice of leading 
banks in nearly every state in the Union (as well as several 
foreign countries), is the famous Mosler Century Bank Vault 
Door . . . the distinguished Mosler “‘Picture Windows” for 
Drive-In Banking . . . and the striking new Century-Style 
Day-Night Deposit Safe. 


Already incorporated into hundreds of America’s finest 
new “‘banks of the future,” this equipment has won the 
respect, admiration and acceptance of bankers everywhere. 
Your Board of Directors will certainly not settle for less. So 
why not send for our special full-color brochures on this 
equipment, today, and start your planning. You'll be doing it 
some day, soon. Why not now? 












MAIL COUPON for full-color brochures on Mosler 


“bank of the future” equipment, today! 


Please send me full particulars on each of the Mosler developments 
I have checked below: 


Mosler Century Bank Vault Door 


Suggested Architrave and surrounding wall treatments 
for Century Vault Doors 


Mosler “Picture Windows” for Drive-In Banking 
Mosler Century-Style Day-Night Deposit Safe 


The new Century-Style Day-Night Deposit Safe keeps your 
bank “open” for deposits ‘round the clock. Gives “super-service.” 


The Mosler Safe Company, Dept. 3, 320 Fifth Avenue, New York 1, N. Y. 
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Give wings to your customers 
who do business with Canada 


A Pittsburgh mining machinery manufacturer needs 
quick information on winter transportation facilities 
to a remote part of Canada’s Northwest Territories. 


A Baltimore shipper seeks wharfage facilities in 
Vancouver. A San Francisco produce broker needs 
broader representation in Alberta for the sale of 
vegetables and citrus fruits. 

Such problems are solved through close relation- 
ships between United States commercial and indus- 
trial firms and their own banks on one hand, and 
Canadian banks and their connections on the other. 

The Canadian Bank of Commerce, with over 680 
branches from Coast to Coast, is equipped to pro- 


vide complete banking and fact-finding facilities 
almost everywhere north of the border. 


You are invited to communicate with us directly, 
or through one of our agencies or branches in the 
U.S., whenever there may be an opportunity for us 
to assist you in cooperating with customers of 
yours, planning or engaged in Canadian business 
anywhere from Newfoundland to the Pacific. 


For further information on our facilities—just 
write to one of our Regional Business Development 
Departments located at Vancouver, Calgary, Winni- 
peg, Toronto, Montreal and Halifax or the Business 
Development Division, Head Office, Toronto. 





THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 





NEW YORK ° SAN FRANCISCO ° LOS ANGELES ° SEATTLE ° 


AND MORE THAN 680 CANADIAN BRANCHES 


PORTLAND, ORE. 
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ers that would in any way limit the 
openness of consumer credit competi- 
tion. To do so would probably be in 
violation of the anti-trust laws. 
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Banking Legislation 
At Congress’ Adjournment 


Characteristically, the 84th Con- 
gress at its midway point has run up 
a good score on banking legislation 
progress, but also characteristically it 
has deferred action on the tough-to- 
crack nuts until the presidential elec- 
tion year. 

National banks have won the priv- 
ilege to make 20-year amortized mort- 
gage loans, a liberalization of the pre- 
vious 10-year limitation. These are 
the so-called “conventional” loans, not 
covered by the Veterans and Federal 
Housing Administration programs. 
The United States Savings and Loan 
League, incidentally, is running a prize 
contest for thinking up a better ad- 
jective than “conventional,” which 
seems to imply something behind the 
times. 

Also, there was removed from the 
lawbooks the requirement that a na- 
tional bank in voluntary liquidation 
must advertise the fact in a New York 
City newspaper. This was a matter of 
importance when banks issued notes 
of currency. All Treasury bonds sup- 
porting such note issues, however, have 
now expired. The newspapers that face 
a loss of income did not oppose this 
bill. 

The bill to repeal mandatory cumu- 
lative voting for national bank direc- 
tors has passed the Senate, but there 
is formidable opposition in the House. 
Chairman Spence of the House Bank- 
ing Committee is unenthusiastic for 
the repeal bill; he regards the cumu- 
lative voting procedure as a safeguard 
of minority rights. The American 
Bankers Association has gone all-out 
in advocating the repeal, on the basis 
of testimony that in some cases a 
bank’s board of directors must suffer 
the presence of an individual more 
interested in spying than in further- 
ing the interests of the bank and the 
community. 

On the bank holding company legis- 
lation front, the House has passed the 
bill introduced by Mr. Spence and 
favored by the Independent Bankers 
Associations. The Senate Banking 
Committee has cleared a less sharply 
edged bill entered by Senator A. Willis 
Robertson, chairman of the Senate 
Subcommittee on Banking and gener- 
ally favored by the A.B.A. and the 
bank supervisory agencies. The ques- 
tion at issue is how far a bank holding 
company should be permitted to hold 
stock in other-than-banking enter- 
prises. The House bill is very restric- 
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Here’s a pattern many progressive 
bankers are following when a manufac- 
turer or wholesaler asks for a loan. 

They suggest the Douglas-Guardian 
Plan for borrowing on inventory. Under 
this Plan, we issue warehouse receipts 
to your bank for the customer’s mer- 
chandise which secures the loan. Result: 
The borrower gets the cash he needs. 
Your bank makes a loan, a profit and 
a friend. And, of course, Douglas- 
Guardian has the opportunity to serve 
you both. 

For more detailed information, phone 
or write our nearest office. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Executive Office: 118 North Front Street, 
New Orleans I, Lovisiana 


NEW YORK 4, N.Y., 50 Broad St. 

DETROIT 26, Mich., Penobscot Bldg. 

SAN FRANCISCO 3, Calif., 785 Market St. 
SPRINGFIELD, Mo., McDaniel Bidg. 
CHICAGO 2, IIl., 173 W. Madison St. 
DALLAS |, Texas, Tower Petroleum Bldg. 
LOS ANGELES 14, Calif., Garfield Bidg. 
ATLANTA 3, Ga., Hurt Building 

16 other convenient offices 
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Always time for 


our Correspondent 
CuStomers 


We mean it! When business 
brings you to Utah or the Intermountain 


West, call on Continental Bank. 


Our enthusiastic reception awaits you. 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Stree? 








Growing with the Intermountain West 
Member Federal Reserve System © Member Federal Deposit insurance Corporation 





tive in this regard; the Senate bill 
would permit a bank holding company 
to operate, for example, a credit life 
insurance subsidiary as an activity 
that is “closely allied” to the banking 
function. 

Bank mergers captured much atten- 
tion in the closing weeks of the first 
session of the current Congress. The 
House Judiciary Committee reported 
out a bill drafted by Chairman Eman- 
uel Celler providing that the merger 
of two banks would have to be cleared 
by the Department of Justice, whose 
officials are entrusted with the enforce- 
ment of the anti-trust laws. The ques- 
tion here is a political one. The bank 
supervisory agencies are exceptionally 
free of politics, as Federal agencies 
go; however, the Department of Jus- 
tice will hardly be in position to make 
that claim. 

Despite strong arguments to the 
contrary, however, there is a prospect 
that the 84th Congress will enact 
legislation making it more difficult 
for banks to merge. 


e od * 


Small Business Act 
Spurs Expanded Activity 


“Small Business” has become a 
magic phrase in Congress. Like home 
and mother, it is sacred and no mem- 
ber of Congress can permit himself 
to be caught on the wrong side of the 
question. But a sure-to-reach-Heaven 
vehicle like the small business matter 
is bound to acquire some questionable 
passengers, and that is what made the 
1955 extension of the Small Business 
Act a particularly difficult legislative 
undertaking. 

On one side, the American Bankers 
Association made clear its position 
that the entire operation was super- 
fluous —that there are many banks 
with a small business loan volume 
larger than the S.B.A’s. On the other 
side, there were spokesmen like Rep. 
Wright Patman of Texas who in- 
sisted that the banks were not properly 
serving the credit needs of small busi- 
ness in their communities and that 
some Government stimulation is re- 
quired. 

The House Banking Committee de- 
voted many thoughtful hours to the 
problem of working out a politically 
necessary small business assistance 
program without needlessly offending 
the banking industry. First, it was 
reiterated that the S.B.A. must make 
no loan that a bank would accept. 
Second, that bank participation should 
be sought, as in cases where a bank 
would be willing to share in a loan 
to a firm on the basis of technical and 
management counsel being provided by 
S.B.A. 

The way it came out during the 
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COACH TOUR. 
YES EVERY THURSDAY 


TRAVEL INFORMATION 
...throughout the free world! 


In the United States and abroad, American Express will 
supply your customers with valuable tourist and sight- 
seeing information — arrange for hotel, ticket and auto 
reservations. Just another American Express Service... 
and another reason why American Express Travelers 
Cheques sales reached an all-time high in 1954. 


Additional services include: 


e Instant Acceptance—with no questions asked! 

e On-the-Spot Refunds—in case of loss or theft! 

e Exchange of Travelers Cheques—without charge! 
e Uniformed Representatives—at terminals abroad! 
e Mail Service—at all American Express offices! 


AMERICAN EXPRESS DOES MORE FOR YOU 
BY DOING MORE FOR YOUR CUSTOMERS 
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“We like doing business - 
with the Royal’ 














Canada’s largest bank can help find the 
answers to your customers’ questions 
about business in Canada. We provide 


American bankers with assistance in 


securing information on sales, 


manufacturing, financial and production 


opportunities. You can obtain this 


assistance by writing: Business Develop- 
ment Dept., at Head Office in Montreal. 


Over 800 branches in Canada, the West Indies, Central and South America, 


New York, London and Paris. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 
New York Agency— 





68 William Street, New York 5, N.Y. 


Canada’s Largest Bank 





adjournment rush on August 2, Con- 
gress whipped out a law which ap- 
peared to be politically satisfactory. 
On one hand, the bill was stripped of 
most of the “questionable passengers” 
—the pet projects which legislators 
are prone to tack on to sure-fire bills. 
To compensate the disappointed, every- 
thing was multiplied by 2. The max- 
imum amount of a loan was doubled; 
the agency’s lending authority was 
doubled; the maximum maturity of a 
loan, originally set at ten years, was 
amended so that in a pinch it could 
also run to an extreme that would be 
double that period. 

But the A.B.A. won on one point. 
Efforts to make the S.B.A. a per- 
manent agency of the Government 
were unsuccessful. 


4 ° e 


Savings-Loan Spokesmen 
Effective in Congress 

During the first session of the 
current Congress, the United States 
Savings and Loan League and the 
National Savings and Loan League 
have concentrated on winning two 
basic points. One was to win the in- 
dependence of the Federal Home Loan 
Bank Board. The other was to resist 
the drive of banking groups to obtain 
legislation curbing the power of the 
Board to foster the branching of 
Federal savings and loan associations. 
On both points the Leagues’ efforts 
were successful. 

President Eisenhower frankly said 
he did not like the idea of a fully 
independent Federal Home Loan Bank 
Board. However, it was tucked into 
a housing bill which he was more or 
less constrained to approve. He said 
it was a “backward step.” Nonethe- 
less, the savings-loan leagues have won 
their point. 

The branching bill, as cleared by the 
Senate, carries the so-called Bush 
Amendment, which means that Federal 
savings and loan associations are to 
be accorded branching opportunities at 
least equivalent to commercial banks. 
On this count, the current interpreta- 
tion is that branching is wide open 
for the Federals in a State where a 
holding company engages in multiple- 
unit banking, even though branch 
banking is taboo. In the 83rd Congress 
the Bush Amendment was defeated; 
this time the bill goes to the House 
with the Bush Amendment approved. 


° eo * 


Revenue Bond Underwriting 
Question Faces Congress 

A bill introduced by Senator John 
W. Bricker of Ohio has touched off an 
explosive legislative question whether 
national banks should be permitted to 
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OF DETROIT 
More Friends Because We Help More People 


Member Federal Deposit Insurance Corporation 
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Jair Fee 


_ RS for the services rendered by 
TuriFtiCHEck to its client banks is based on a 
fair fee for each book of checks sold. A modest 
portion of the income on a new account is credited 
to TurirriCHeck — the bank retains the balance. 
The TurirriCueck fee on reorders is much less, 
but it covers the cost of providing imprinting 
equipment, checks, checkbooks, operating sup- 
plies, advertising and many other materials. 
TurirtiCHeck client banks make no investment, 
pay no royalties. 


TuriFtiCHECck is a complete, dignified, successful 
plan of low-cost, no-minimum-balance checking. 


Its popularity is proven by millions of Turirti- . 


CueEck customers in more than 700 communities 
across the nation. 


Exclusive TurirtiCueck rights are granted to but one 
bank in an area. Client banks are relieved of all detail 
connected with starting a new installation, which is han- 
dled under the supervision of one or more THrirtrCHECK 
representatives. Smooth functioning is assured whether a 
no-minimum-balance plan is being installed for the first 
time, or a changeover is being made from an existing plan. 
Write for full details. 


THRIFTICHECK SERVICE CORPORATION 


100 Park Avenue * New York 17, New York 























act as dealers and underwriters of 
revenue bonds, similarly as they may 
engage in financing general-obligation 
municipals. 

To some this may seem a trivial 
question, but not to the parties directly 
concerned. They are so serious about it 
that the last two quarterly registers 
of lobbyists under the Regulation of 
Lobbying Act of 1946 reveals the 
registration of professional lobbyists 
as being both for and against the 
Bricker proposal. 

To promote the legislation, sup- 
porters have retained the former gen- 
eral counsel of the Housing and Home 
Finance Agency, B. T. Fitzpatrick, 
possessor of a broad acquaintance 
among Senators and Congressmen. In 
a statement, Senator Bricker claimed 
the support of the American Bankers 
Association for the bill. The argument 
advanced for the bill is that permitting 
banks to enter the revenue bond field 
will have the beneficial effect of ex- 
panding interest rate competition, tap- 
ping new sources of funds, and facili- 
tating the launching of municipal pub- 
lic works programs. 

In opposition to the bill is a Com- 
mittee for Study of Revenue Bond 
Financing whose executive secretary 
is Joseph D. Kelly of New York City. 
The opponents base their argument on 
the fact that revenue bonds do not 
have the backing of the municipality’s 
power to levy taxes. If the bridge falls 
down, the bonds are worthless, the 
argument goes, and therefore they 
have no place in a commercial bank. 





CAPITAL NOTES 











Part II of the FDIC’s 1954 annual 
report includes statistics of banking 
in terms of the size of the 13,400 in- 
sured commercial banks. The purpose 
is to enable bankers to make com- 
parisons between typical institutions 
in size brackets, relating to loan and 
security portfolios, deposit structure 
and capital. This is probably a one- 
shot affair, which prompts the sugges- 
tion that interested bankers should 
preserve their copies. 


° 


The Federal Reserve System’s re- 
tirement fund managers have gone 
into the revenue bond market to the 
tune of $500,000. Similarly, the Fed- 
eral Home Loan Bank System Fund 
has picked up $500,000 worth of vet- 
erans’ GI mortgages, and one-third of 
its $15 million reserve is placed in 
savings-loan shares in about 800 asso- 
ciations. 
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-but not homeless 


ee - thanks to 
a farsighted bank! 


What a relief that foreclosure wasn’t necessary. What 
satisfaction to know that you saved a home for a fatherless child. 
And what a great forward step in community relations. 

aN Federal’s Mortgage Life Insurance is solving these difficult 
problems every day for more and more banks. Customers like 
Federal’s Mortgage Insurance because of its complete 
protection at low cost—just a few cents per day added 

to their monthly mortgage payment: 

Banks like the Federal Plan because it is.so 
simple, so flexible. It was designed by 

bankers for bankers from almost 50 years of 
experience in the personal protection field. 

. . . Why not make the Federal Plan available 

to your customers. Write Today For Complete Infor- 
mation and Portfolio on Both Federal’s Mortgage 
Plan and Credit Life and Disability Program. 














Complete Credit Life & Disability 
Plans Also Available for Your 
Installment Loan Department. 
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Federal Offers You: 


A Custom Designed Plan 
based on a careful study of 
your operations, 

Proven Customer Appeal. 
Simplified Streamlined 
Procedure. 


Complete Flexibility includ- 
ing Health and Accident 
coverage. 


Prompt Service. 
All Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for 
reasons why Federal enjoys 
their unqualified recom- 
mendation. 








PERSONAL PROTECTION 
SINCE 1906 

JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 





FIEDE, 


LIFE and CASUALTY COMPANY 


WOLVERINE FEDERAL TOWER «+ # £BATTLE CREEK, MICHIGAN «+ SERVICE OFFICES FROM COAST TO COAST 
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SPEED AND SERVICE 


IN COLLECTING CHECKS AND DRAFTS 




















abe i V¥ Quick Conversion of Items to Cash 
@ Specialized Clearing and Transit Service 

k Collection Processing ' 

Round-the-clock Chee : . 

Special Saturday Operation | Reduced Credit Ris 


Letter Preparation 
— ype y Schedule 


J Early Return of Unpaid Items 


Accelerated Av railabilit 
ces 





J Direct Routing Service to Branch Offi ; 
J Domestic and Foreign Non-Cash Collection Service 


2 
\ 
\ 
. You Benefit By: 
\ 
\ 
\ 
| 4 Maximum Use of Air Transportation AMERICAN 
Nanna ee 





94 BANKING OFFICES SERVING NORTHERN CALIFORNIA BANKING : 
is HEAD OFFICE: SAN FRANCISCO - 4 : 
oat ae Since 1854 

































































Statement of Condition 
June 30, 1955 








RESOURCES LIABILITIES 

Cash on Hand and in Banks $ 247,222,295.03 Deposits $1,358,009,894.33 
U. S. Government Obligations 417,432,656.35 Acceptances Outstanding 947,976.74 
State, County, and Municipal Bonds 68,322,402.65 Reserve for Unearned Discount 9,971,350.95 
» Other Bonds and Securities 25,288, 166.68 R Fae r 8.735.577.07 

Stock in Federal Reserve Bank 2,400,000.00 — * cog ene ne eile: 8: 
Loans and Discounts 693,416,969.61 Other Liabilities 1,809,608.47 

Bank Premises and Equipment 12,662,145.18 Capital Funds: 

Other Real Becate | =e Capital Stock 27,812,500.00 
Customers’ Liability under Acceptances 938,989.98 Surpl $2.187,500.00 

Accrued Interest Receivable and ay - arctecshiakci 
Other Assets 9,676,679.72 Undivided Profits 17,885,898.64 
Total Resources $1,477,360,306.20 Total Liabilities $1,477,360,306.20 


United States Government and other securities carried at $162,298,038.73 are pledged to secure U. S$. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 4 
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THE PERSONALITY SPOTLIGHT 








Three official changes at the top 
management level in First Bank Stock 
Corporation are to take place on De- 
cember 31. 

Elwood O. Jenkins will become 
chairman of the board; Joseph H. Col- 
man is to become president; and Eu- 
gene W. Leonard will become chair- 
man of the executive committee. 

Mr. Jenkins, who will attain retire- 
ment age early in 1956, has been asked 
by the board to continue in an advisory 
capacity after January 1, devoting full 
time to the affairs of the corporation 
as chairman. 

Mr. Colman, Minneapolis attorney, 
is to become president and chief execu- 
tive officer. He has been a director of 
the Corporation since 1941, and has 
been associated since 1921 with the law 
firm of Dorsey, Colman, Barker, Scott 
& Barber. This firm has been counsel 
for First Bank Stock Corporation since 
its founding, and Mr. Colman for many 
years has actively participated in the 
affairs of the Corporation. As of the 
year-end, he will resign from the law 
firm to take up his new duties as presi- 
dent. 

Mr. Leonard will also continue as 
president of First Service Corporation, 
operations affiliate of First Bank Stock 
Corporation, which maintains the Cor- 
poration’s relations with its 65 bank 
affiliates located outside the Twin 
Cities aréa. 

First Bank Stock Corporation is a 
bank holding company owning a ma- 
jority of the stock of First Natiqnal 
Bank of Minneapolis, The First Na- 
tional Bank of Saint Paul, and other 
banking institutions with a total of 82 
ofices throughout Minnesota, North 
Dakota, South Dakota and Montana. 
The Corporation and its affiliates had 
consolidated assets of approximately 
$1,400,000,000 on June 30. 


* 


The South is invading the North 
again, this time in a financial way. 
The Citizens & 


Southern National 
Bank in Georgia 
announces that it 


will shortly open an 
office in New York 
City, as a link be- 
tween that financial 
capital and the ex- 
panding markets of 
the Southeast. 
Indicative of the 
importanceattached 
to this move, Robert F. Adamson, ex- 
ecutive vice-president and a key offi- 





R. F. ADAMSON 


September, 1955 











J.H. COLMAN 


E. 0. JENKINS 





E. W. LEONARD 


Management shift at $1,400,000,000 bank holding company 


cer of the C&S bank, will head up the 
New York operation during the first 
year. 

President Mills B. Lane notes that 
many national firms centering around 
New York City have expanding invest- 
ments in the South, and he cites the 
advantages of having someone of au- 
thority based in New York to assist in 
accelerating this trend. Mr. Adamson 
will also assist the bank’s correspon- 
dents with their business in the North 
and East, and extend the scope of the 
bank’s own bond trading and under- 
writing activities. 

A veteran of 30 years’ bank experi- 
ence, Mr. Adamson has spent 26 of 
them in Atlanta with the C&S. 


° 


On September 19, 1955, John C. War- 
ner, Jr., president and a director of 
the First National Bank, Milford, 
Pennsylvania, will begin his tenure as 
president of the Capital Bank and 
Trust Company, Harrisburg, Pennsyl- 
vania. He succeeds the late Paul L. El- 
lenberger. 

Mr. Warner, immediate past presi- 
dent of the Pennsylvania Bankers As- 
sociation, is on the executive council 
of the American Bankers Association 
and has served on the A.B.A. nominat- 
ing committee. He has been in the 
banking business since he left college 
in 1928 and is permanent secretary of 
the Class of 1949 of the A.B.A. Gradu- 
ate School of Banking. 


e 


B. N. MacGregor has become chair- 
man of the board and Charles R. Hol- 
ton, Jr., is now president of The Union 
Savings & Trust Company, Warren, 
Ohio. They fill the offices left vacant 
by the death of A. F. Reed, former 
chairman and president. 


Mr. MacGregor is general manager 
of the Packard Electric Division of 
General Motors Corporation, and has 
been a director of the bank for many 
years. 

Prior to joining Union Savings in 
1952 as executive vice-president, Mr. 
Holton was a vice-president of the 
National City Bank of Cleveland. 


+ 


The treasurer of the Independent 
Bankers Association of America, Carl 
R. Pohlad, has been elected president 
of the Marquette National Bank, Min- 
neapolis, Minnesota. 

Mr. Pohlad had been senior vice-pres- 
ident and a member of the bank’s board 
of directors. His predecessor as pres- 
ident, Russell L. Stotesbery, died re- 
cently. 

Active in the 
field of banking 
and finance for 
more than 20 
years, Mr. Poh- 
lad is currently 
associated with 
the Senior Ad- 
visory Commit- 
tee of the Min- 
neapolis Chapter 
of the American 
Institute of 
Banking. In ad- 
dition, he is a director of the Minneapo- 
lis Clearing House; director of the 
Bank Share Owners Advisory League; 
and chairman of the Minnesota Bank- 
ers Association’s Committee on Pen- 
sions. 











C. R. POHLAD 


* 


One of the largest strictly trust oper- 
ations in the country was terminated 
last month with the merger of Detroit 
Trust Company and Wabeek State 
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A good businessman 
gets 
It's significant that 
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both large and 


insured in The Home Ins : 
pany. It pays to buy the 
insurance— 
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best property 


whether it's on your b 


property, your cor 

or your home. 
Requests 
for loans on 
business 
properties, cars 
or homes 
very quickly 
become a 
question of how 
well the 
property is 
protected with 
insurance. 


If it’s already 

covered by The 
Home Insurance 
Company, it is 
protected by the 

very best insur- 

ance available. 

Get to know your local 
Home agent. He’ll 
cooperate with you 

in every way possible, 
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Bank to form the Dettoit Wabeek 
Bank & Trust Company. 

Not including 
the asset value of 
the trust ac- 
counts, the new 
institution has 
total resources 
of $170,000,000 
and a_ capital 
structure of ap- 
proximately $15,- 
000,000. 

Chief — officers 
are George B. 
Judson, = chair- 
man of the 
board; Selden B. Daume, president; 
William J. Thomas, executive vice- 














Ss. B. DAUME 





Cc. J. HUDDLESTON W. J. THOMAS 


Trust-bank merger in Detroit 


president of the trust division; and 
C. J. Huddleston, executive vice-pres- 
ident of the banking division. 

One major result of the merger has 
been to give 
banking facilities 
to the former of- 
fice of Detroit 
Trust, at Fort 
Street and Shel- 
by. The institu- 
tion has _ six 
other offices in 
Detroit and sub- 
urbs. 

The _— Detroit 
Trust Company 
had been in op- 
eration as an in- 
dependent trust company for more 
than half a century. 





G. B. JUDSON 
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Merger of three smaller banks with 
California Bank, Los Angeles, adds 
more than $42,000,000 to the deposits 
of that institution. 

With the merger of Union National 
Bank of Pasadena, §. C. Bradford, 
president, and D. V. Miller, executive 
vice-president, become vice-presidents 
of California Bank. Mr. Bradford will 
remain in charge of the two Pasadena 
offices. 

Sumner Dietrick, president of The 
Covina National Bank, and J. D. Reed, 
vice-president and cashier, become vice- 
presidents of California Bank, with Mr. 
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MONETARY INDICATORS ? 


The cleaning woman knows a lot about the bank, 
having worked there for twenty-five years. But she 
doesn’t know why Mr. Brown’s desk has suddenly 
become so clear, while Mr. Smith’s is still piled 
high with books and reports. 

The difference is Monetary Indicators, a folder 
produced weekly by Mellon Bank for our own 
officers and as a service for some of our correspond- 
ent banks and other business customers. 

Some months ago, Mr. Brown wrote Mellon Bank 
for this weekly publication and, since then, he has 
relieved himself of hours of study and research in 
keeping abreast of the money market. Now, he gets 
all the facts quickly and easily—and has more time 
for his other work and for calling on customers. 


Compiled under the direction of James N. Land, 
Mellon Bank Senior Vice President, Monetary 
Indicators includes timely data and information 
culled from 22 sources. Some of it comes by wire 
from the Federal Reserve Board and from other 
government bureaus. All of it goes into Mone- 
tary Indicators to provide a quick, easy way to 
get the pertinent facts about the money market 
every week. 

We'll be glad to send a sample copy so you can 
decide if its-data can be useful to you. If so, we’ll 
put you on the mailing list. There’s no charge, of 
course. It’s all part of our belief that correspondent 
bank relationships should —and can—go beyond 
the rendering of routine services. 


MELLON NATIONAL BANK AND TRUST COMPANY 


PITTSBURGH 


CAPITAL $60,100,000 


SURPLUS $160,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Headquarters: ST. LOUIS, 9TH & SipNEY STREETS 
Offices in: NEW YORK, 103 Parx AvENUVE 
ATLANTA, WestTERN Unton BLDo. 

SAN FRANCISCO, 275 Post StreEET 

MIAMI, 5204 West FLAGLER 

Operating Outside the Continental U. S. as: 

Bank Bui_pinc CornPoraTION INTERNATIONAL 





No. 3 


. how his new quarters 
project benefited from 
our specialized services 


Your bank’s need for well-planned new quarters 
may already have convinced you that this project 
requires the services of a specialized bank designer. 
But you may wonder if an organization of this kind 
can successfully handle projects distant from its 
headquarters. 


For proof of our ability to design, construct and 
equip new bank quarters anywhere on two conti- 
nents, ask any of almost 3,000 bankers with whom 
weve worked throughout the United States, in 
Mexico, Cuba, Central and South America. Regard- 
less of your bank’s location in this country, at least 
one of our projects is less than 200 miles away. In 
37 of the most heavily populated states, you can see 
one of our projects within an average 40-mile radius. 
Write us for a list of completed projects in your area. 


Our strategically located project control offices, and 
the size of our organization — largest of its kind in 
the world — enable us to give personal, on-the-spot 
attention to your project. We approach your project 
as individual, distinctive to your community, and 
apply our specialized services on that basis. Banker 
clients themselves “sell” our service to new pros- 
pects because their own projects have been expe- 
dited with such close supervision and efficiency. 


Regardless of the size of your project or its budget, 
you can benefit from our designing service . . . or 
by having us handle your entire project from the 
survey of your site to the opening of your new doors. 
Our 42 years of experience, our reputation and our 
financial responsibility, give you a unique advan- 
tage when you employ our services. 


frank KF uti ing pg ¥ 


(MERI 


also creators of America’s outstanding office buildings 


Burroughs Clearing House 


in a series of discussions important to every 
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CONROE NATIONAL BANK, CONROE, TEXAS 


Write for full information about our services, Or 
better still, visit us in St. Louis and see this 
organization of bank building specialists in action, 
expediting each project from start to completion. 


Send for your 
complimentary copy 
of this new survey 
report, “What happens 
to business after a 
bank modernizes.” 








| 
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Mr. J. B. Gander, President 
Bank BurLpING AND EquiPpMENT CORPORATION OF AMERICA 
9th and Sidney Streets, St. Louis, Mo. 


Send my free copy of: ““WHAT HAPPENS TO BUSINESS AFTER 
A BANK MODERNIZES.” 


On or about___._. —eFsFer Contemplate: 

a NEW MODERNIZED NEW ‘a MODERNIZED 
BUILDING QUARTERS FIXTURES FIXTURES 

NAME TITLE 
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Dietrick being in charge of offices in 
Covina and West Covina. 

The third merger involves the Fish- 
ermen and Merchants Bank in San 
Pedro. Pietro Di Carlo, president, will 
become chairman of the local advisory 
committee, and W. S. Rash, executive 
vice-president, becomes a_ vice-presi- 
dent of California Bank. 

Among promotions at California 
Bank, Wilton M. Adams, Golden R. 
Larson and J. G. Tropea have been 
named assistant vice-presidents; E. 
Peter Duval and Frank D. Lawrie 
elected assistant trust officers; and R. 
G. Barngrover made assistant secretary. 


° 


Nearly 600 persons attended a testi- 
monial dinner for Willard J. Breiden- 
thal, president, Riverview State Bank, 
Kansas City, Kansas, honoring him for 
his work during the past 20 years as 
chairman of the Greater Kansas City 
Flood Protection Committee. Guests 
included civic and business leaders 
throughout Missouri and Kansas. 


© 


In the observance of its 95th anni- 
versary of continuous banking service 
to the Rocky Mountain area, The First 
National Bank of Denver, Colorado, 
featured a lobby display of historic 





Gold display on anniversary 


gold coins minted in the city by the 
bank’s predecessor, Clark, Gruber & 
Co., as well as a gold bar valued at 
$33,000. Shown above, viewing the dis- 
play, are (left to right) President John 
Evans and Vice-Presidents John Wel- 
born and Phil Alexander. 


+ 


H. Fred Miller has been named presi- 
dent of the Paoli (Pennsylvania) Bank, 
as successor to the late William F. 
Isinger. He joined the bank as cashier 
in 1940 and later became executive 
vice-president. 

Two directors have been elected offi- 
cers, Clarence E. Suplee as chairman 





of the board and W. Ellis Johnson as 
vice-president. 


nd 


Another woman officer has risen to 
the rank of vice-president in a metro- 
politan bank. She is Miss Lois A. 
White, formerly assistant vice-pres- 
ident at The National Bank of Wash- 
ington, Washington, D.C., who also 
retains the title as secretary of the 
board of directors. 

Nine former assistant cashiers who 
have been advanced to assistant vice- 
presidents are W. L. Ashdown, W. G. 
Baden, H. R. Bauckman, J. O. Cardin, 
J. R. Freer, W. J. Grady, W. H. Martin, 
Jr., E. L. Norris and C. H. Weckerly. 

New assistant cashiers include A. R. 
Terneak, W. E. Ahlenfeld, P. V. Don- 
ovan, T. J. MacWilliams, L. J. Nader 
and W. O. Rabbitt. 


e 


After serving as president of the 
National Bank of South Carolina, 
Sumter, for the past four years, S. L. 
Roddey has now become chairman of 
the board. His successor as president 
is Harry E. Wilkinson, Jr., assistant 
vice-president in the Charlotte, North 
Carolina, office of Wachovia Bank and 
Trust Company. After experience in 
operating and loan departments, Mr. 





The Trust Company of Cuba 


HABANA, CUBA 


CONDENSED STATEMENT OF CONDITION AS OF 


ASSETS 


Cash on Hand, in Banco Nacional de Cuba, 


and Due from Banks 


Repuplic Gf Cube Bonds.....:...........0.......-cecceccceens 


Public Securities 


Stock of Banco Nacional de Cuba............. 


Other Bonds and Securities 
Loans and Discounts 


Bank premises and furniture and fixtures.......... 


Customers’ Liability on Acceptances 
Items in Transit with Branches 
Other Assets 


June 30, 1955 
June 30, 1954 


JUNE 30, 1955 


Deposits 

$ 59,881,835.12 
34,726,800.00 
4,308,900.00 
479,800.00 
2,221,228.95 
62,797 ,693.37 
2,556,631.13 
1,034,561.79 
4,186,418.18 
1,687,624.97 


$173,881,493.51 


Other Liabilities 


Capital 
Surplus 


Reserves 








Acceptances under Letters of Credit 


Undivided Profits ... 


LIABILITIES 


$161,957,126.15 
1,034,561.79 
463,651.64 


$5,000,000.00 
4,500,000.00 
224,538.93 


701,615.00 10,426, 153.93 


$173,881,493.51 








CAPITAL ACCOUNTS 


$161,957,126.15 June 30, 1955 
148,664, 128.87 June 30, 1954 





ANTONIO RANGEL 
Chairman Executive Committee 


EDUARDO BENET 
Vice Chairman 
Executive Committee 

JOSE M. BOSCH 
President, Cia. Ron 
Bacardi, S. A. 

EUTIMMIO FALLA 
Sucesion de L. Falla 


GONZALO R. ARELLANO 
President, Por Larrafiaga 
Fabrica de Tabacos, S. A. 

JORGE BARROSO 
President, Cia. Azucarera 
Central Cuba * 

JULIO BATISTA 
Secretary 


BOARD OF DIRECTORS 


$ 10,426,153.93 
9,414,156.67 





AGUSTIN BATISTA 
President and Chairman of the Board 


President, Banco 


Vice President 


Gutiérrez 
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JOSE A. MESTRE 
Assistant Manager 


JOSE I. DE LA CAMARA 
Vice Chairman of the Board 


PAUL MENDOZA 


LUIS RANGEL 
Vice President 


Hipotecario Mendoza 
JUAN J. MARABOTTO 


CESAR RODRIGUEZ 
President, Almacenes 
Ultra, S. A. 

HUMBERTO SOLIS 
Secretary, Solis 
Entrialgo y Cia., S. A. 





Burroughs Clearing House 











Wilkinson for the past several years 
has been connected with Wachovia's 
correspondent banking department and 
has traveled extensively in South Caro- 
lina, 

° 


Vice-President Marsden §. Blois, 
widely-known as 
a community 
leader and a sen- 
ior loan officer at 
Bank of Amer- 
ica’s San Fran- 
cisco headquar- 
ters, has been 
advanced to ex- 
ecutive vice- 
president. 

A native of 
Nova Scotia, Mr. 
Blois came _ to M. S. BLOIS 
California as a 
youth. He joined Bank of America in 
1919, served with distinction as a 
branch manager, became a vice-pres- 
ident in 1930, and in 1949 moved up 
to the executive floor as a senior ad- 
ministrative loan officer. Long a leader 
in San Francisco’s community activ- 
ities, Mr. Blois has served as president 
of the Downtown Association and the 
San Francisco Commercial Club. 

Vern C. Richards, another vice- 
president at the 
bank’s San Fran- 
cisco headquarters, 
has been named 
New York repre- 
sentative, with offi- 
ces at 40 Wall 
Street. As a mem- 
ber of the corpora- 
tion and bank rela- 
tion department for 
V. C. RICHARDS the past five years, 

he has been a reg- 
ular visitor to New York City repre- 
senting that department. He began his 
banking experience in the Orient, with 
the Chinese-American Bank in Manila. 

Russell G. Smith, executive vice- 
president in charge of international 
banking activities for Bank of America, 
announces that a new branch will be 
opened about October 15 in Paris, 
France, by Bank of America (Interna- 
tional), wholly owned subsidiary which 
has its home office in New York City. 
The branch will be located at No. 9, 
Boulevard de la Madelaine, and will 
offer complete banking services. 




















5 


Bank board chairman for one day. 
That was the unusual tenure of office 
recorded for James Granville Rouse, at 
the First State Bank in Norton, Kan- 
sas. 

He is probably the only man of his 
age who ever served as a bank chair- 
man, for the occasion was Mr. Rouse’s 
100th birthday anniversary. The cen- 


September, 1955 








FOR BETTER SERVICE... 


GREATER PROFITS, USE 
RAND M‘fNALLY’S 


Clubticller* 


SYSTEM 





Read how this modern, streamlined system 

for handling-Christmas and Vacation Club Accounts 
speeds handling... cuts costs. 

Rand M¢Nally’s unique CLUBTROLLER system eliminates the 
need for keeping ledger cards or sheets on your Christmas and 
Vacation Club accounts .. . actually reduces coupon sorting by a 
whopping 90%. 

And by combining filing and posting in one simple operation, 

it cuts record keeping time almost in half! 

Clubtroller coupons carry all necessary ledger information — account and 
payment numbers, date of payment and accumulated balance, etc. 


Coupons are color-keyed for each class. Each 100-group are in view 
and easy to reach at one time when placed in their correct pocket. 
This ends time-consuming numerical sequence sorting. 

Our Clubtroller System is now being used in both large and small 
institutions throughout the country. Right now they’re servicing more 
than one and one-half million Christmas and Vacation Club accounts. 


For further information about 


the Clubtroller System and RAND M‘NALLY 
Rand M¢Nally’s full line of & COMPANY 
Christmas and Vacation Club Christmas Club Division 
supplies, please write..... 


111 Eighth Ave., New York 11 
*REG. U.S. PAT. OFF. P.O. Box 7600, Chicago 80 
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wanes FT ee PLONE ene ’ tenarian is the father of W. W. Rouse, 
\ rae president of the bank. He has never 
been officially connected with the in- 

| stitution, but two sons have served as 
o president and a grandson is a director. 
f Canada olfore The bank’s official statement of con- 
F You dition published over his name was 
4 carried as an advertisement in the local 

papers. 
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Plans to merge 
Wells Fargo Bank, 


~ 
. 
~~ 















a $32 million insti- 
tution, have been 
announced. Richard 
J. Elkus, president 
of the First Nation- R. J. ELKUS 
al, will become a 

vice-president and director of the Wells 
Fargo Bank. 


° . a R tl ted at Wells Fz 
and here is the international bank 5 | jaar ak le pievtieely “pele 
to help you : 


> 


Seescachossodigi 


} see. We . San Francisco, and 
a a ni) a-t » the First National 
' iBank of |" TER ts fo gee Bank of San Mateo 
1 Nova Scotia / . ° 
: \Buitding, County, California, 
‘ ‘Toronto, ff 
' \Canada / 
' 
' 
4 


teens 





ona 
~ anne 


auditor, who has been named comp- 
troller following the retirement of W. 


' E. Lynam, vice-president and comp- 
and your customers troller; A. W. Richardson, moved up 
} to general auditor; J. J. Lauricella, 
} appointed assistant cashier; W. E. 
\HE fastest growing nation in the Danforth, now assistant trust officer. 

world offers rich rewards to those ” 
i , M. E. Mason has been named presi- 
f whoseek them. Whether your clients are | dent of the Kiva (Gita) Siete 
‘nterested in mining. oil. vas. manu- Bank, to succeed the late Merrit C. 
, oa ( Mason. L. M. Lane, vice-president, 
facture or trade, The Bank of Nova has returned to active management of 


the bank after serving two terms as 
mayor of Alva. 


a al 


Scotia can help them. 


Wi 

, ith more than 400 branches i 

j - ee James B. Jackson has been elected 
Canada, Great Britain, the U.S.A., and vice-president of The Charleston Na- 

‘ tional Bank, Charleston, West Virginia, 


the West Indies, and with correspon- and in addition he will continue to act 


as auditor of the institution. 

In his dual capa- 
city, Mr. Jackson 
will supervise the 
auditing depart- 
ment and perform 
other duties in line 
with his new posi- 
tion. He began his 
banking career in 

1923, after a few 
(=——— - years of teaching 

- The BANK of | nila, ial J. B. JACKSON in public schools. 

NOVA SCOTIA Growth 


dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 


tion and expert guidance on your 


ee 


banking and financial problems. 
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Many bankers enjoy the strains of 


PINE gs Pie 
— 











Wall Street but few have ever ven- 

General Offices: 44 King St. West, Toronto In Cuba: Havana and 6 other branches. d into Tin P All ll 
New York Office: 37 Wall St. In Puerto Rico: San Juan, Fajardo and Santurce. tured into - m 2a8 cy, as wen may 
London Office: 108 Old Broad St. In Dominican Republic: Ciudad Trujilie. Avery Claflin, formerly president of the 
t In Jamaica: Kingston and 16 other branches. And correspondents all over the world. ) French-American Banking Corp. of 

' Brooklyn, New York. 
a ft Now in retirement, Mr. Claflin has 
s pore Stl magne nee: al turned to musical composition as a 
74 


Burroughs Clearing House 





Time and Temperature Public 
Service Sign for Mutual National 
Bank of Chicago 


CUSTOM-DESIGNED SIGNS 


best for you. 
at no obligation. 


Subject of Federal Signs.” 


September, 1955 





2. A survey of your bank sign requirements can be made 









IUuminated Tower and Revolving Airplane 
Beacon for Republic National Bank of Dallas 











Revolving Sign and “Weather Eye” 
Forecaster for Texas National Bank 
of Houston 





“Weather Ball’ Public Service Dis- 
play for Northwestern National 
Bank of Minneapolis 





Clock-Sign for South Holland 
(Illinois) Trust & Savings 
Bank 


TO FIT YOUR BANK'S INDIVIDUAL REQUIREMENTS 


Designing, engineering, and manufacturing outstanding signs has been a 
specialty with Federal for over half a century. Large or small, any fine bank sign 
should be created to satisfy the 50 detailed requirements which appear on our 
Federal Checklist used in our surveys of bank sign needs. Such items as pedes- 
trian and vehicular traffic patterns, light sources, building design, relation to 
overall bank promotion, and scores of other considerations go into the makeup 
of every Federal sign. Fine quality bank signs are never mass produced; they 
must be as individualistic as the bank itself. Your bank needs this creative 
thinking for its advertising program. Join with the banks whose Federal signs 
are shown on this page... banks which have profited from our experience as 
the nation's leading electric outdoor sign manufacturer. 


A THREE-WAY INVITATION 
TO SERVE YOUR SPECIAL NEEDS 


1. While attending the American Bankers Association 
convention, visit our Plant and see why a Federal sign is 





8. Ask for our new case-history report “‘Light on the 


FEDERAL SIGN AND SIGNAL CORPORATION 
8700 South State Street - Chicago 19° Vincennes 6-5300 


AMERICA’S PIONEER MANUFACTURER OF ELECTRIC OUTDOOR ADVERTISING SIGNS 
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LAMSON SWITCH TUBE SYSTEM 


TIES DRIVE-IN TO CENTRAL BANK 





Lamson _ Airtube 
Automatic Switching Sys- 
' tem runs 610’ under- 
ground to connect The § 
First National Bank and 
Trust Company of Tulsa, 


Okla. with its Autobank. 







Under Oklahoma’s banking law, 
the Autobank is considered part of 
the central bank, not a _ branch, 
due to the Lamson pneumatic tube system. Autobank customers have 
checks verified and cashed in approximately 1 minute. Carriers containing 


coin, currency, checks or correspondence flow between main office and 
Autobank in 20 seconds. 


5 lb.-capacity carriers . . . as shown in above photograph . . . automatically 
discharge at pre-determined stations. All carriers on the return line dis- 
charge at the central location. 


The Lamson Airtube Automatic Switching System has helped build good- 
will, attract new accounts . . . relieve congestion at tellers’ windows. 


LAMSON now offers you an informative booklet which gives the complete facts on the 
Lamson Airtube Automatic Switching System. A copy of this booklet may prove helpful in 
the early stages of your planning for existing facilities or for a drive-in banking office. 


Mail this coupon today! 


S Do a lel ale leet la alee elhate alee —| 


LAMSON CORPORATION 

3529 Lamson Street, Syracuse 1, N. Y. 

Please send me a copy of “The Lamson Airtube Automatic 
Switching System.” 

NAME 

and San Francisco COMPANY 


Offices in Principal 


Cities woe nnn ne ene nnn noe - =e een ce 
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diversion and recently he attended the 
premiere of his short choral work, 
“Lament for April 15.” The five-and- 
a-half minute piece uses excerpts from 
income tax instructions as its main 
theme and even notes that “You can 
deduct your mother-in-law,” among 
other things. 

Word is that a new opus is under 
way, a suite for string orchestra, which 
is a serious composition. 


e 


New responsibilities have been given 
to four individuals at the First Trust & 
Deposit. Co., Syracuse, New York. 

B. C. Loveland, 
vice - president in 
charge of the invest- 
ment department, 
has taken over gen- 
eral supervision of 
the trust depart- 
ment. Robert H. 
Edinger, a trust of- 
ficer, has also been 
appointed assistant 
vice - president in 
charge of administration of the trust 
department. Albert P. Edinger, has 
been appointed assistant vice-president 
in the investment department. E. C. 
Hoppe has been made an assistant trust 
officer and handles administrative 
duties in the trust department. 








B. C. LOVELAND 


* 


Advanced to assistant vice-presidents 
at Irving Trust Company, New York 
City, are Ford H. Jones, Lester F. 
Grieb, James E. Ness, Arnold H. 
Nichols, Stephen P. Pendias and Jean 
D. Zutter. 

J. A. Clark, R. E. Lee and J. D. Mac- 
Neary are now assistant secretaries. 


5 


George J. Boden has been appointed 
executive vice-pres- 
ident of the Old 
Republic Group, 
Inc., of Greensburg, 
Penn. Mr. Boden is 
an authority on in- 
surance as related 
to consumer credit 
and has been active 
in both automotive 
and appliance fi- 
nance. 


G. J. BODEN 


* 


W. G. Pool has joined the Bishop 
National Bank of Hawaii at Honolulu, 
as auditor. For the past 10 years he 
served in this capacity with the Old 
National Bank of Spokane, Washing- 
ton. 


& 


Formerly assistant cashier in the 
correspondent bank division, Lee W. 
Huddleston has been promoted to as- 


Burroughs Clearing House 
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TOUGH 
PROBLEMS IN 
FOREIGN TRADE? 







The Philadelphia National will help you crack them— 
with the largest, most active Foreign Department 
in the Delaware Valley. 


Banks without foreign departments can profit in 
financing foreign trade originating in their banking areas. 
Cooperating with The Philadelphia National—you 
provide the credit judgment; we provide the mechanics 
and “know how” in handling the documents. Your 
eustomer benefits and both your institution and 

ours are adequately compensated. 


Let us explain how we can “get together’ on 
handling such transactions. 


THE PHILADELPHIA NATIONAL BANK crecnizea 1803 


PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


September, 1955 
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; Think of ua 
when you think of Japan 


















THE 


MITSUBISHI 
BANK. 


LTD. 












MEAD OFFICE: TOKYO JAPAN 
BRANCHES: 155 thropghout Japan 
NEW YORK BRANCH: 
_ 1) Broadway. New York 6,N Y 
LONDON REPRESENTATIVE OFFICE: 
62, King William St London, EC 4 








: Correspondents all over the world 


: 

| | 
: 
| 



















PLUS 
BANK 


FPECS 


Me actbof 















étoste PROTECTION 
SINCE 1908 DEVICES 































C) PECO—McClintock Chime Clock 
; GOOD WILL ADVERTISING AT ITS BEST 
(C) PECO—Grade ‘'A'’ Vault Aiarm 
PROTECTING BANKS FOR 49 YEARS 
CC) PECO—Automatic Vault Ventilator 
PROTECTS LIVES FROM LOCK-IN 
: (C) PECO—Nite-N-Day Depository 
: A PROFITABLE COMMERCIAL SERVICE 
() PECO—Envelope Depository 
24-HOUR GOOD WILL SERVICE 
C) PECO—Pneumatic Auto Banker 
LIGHTNING CURB SERVICE 
C) PECO—Drive-in Fixtures 
SOLVE PARKING PROBLEMS 
C) PECO—Walk-Up Wickets 
HIGHLY APPRECIATED PEDESTRIAN SERVICE 
[] PECO—Automatic Hydraulic Sewer Valve 
= PROTECTS RECORDS AGAINST FLASH FLOODS 
C) Vault Doors 


() Safe Deposit Boxes 


| PROTECTION EQUIPMENT 
| COMPANY, INC. 


2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 
Minneapolis 8, Minnesota 


Without obligation, please send me full in- 
s formation on the items checked above. 


Signed 























sistant vice-president at the First Na- 
tional Bank, Kansas City, Missouri. He 
is also vice-president of the State Bank 
of Oskaloosa (Kansas). 


* 


A newly appointed trust officer of the 
Bank of Douglas, Phoenix, Ariz., is 
George F. German, Jr., who will direct 
trust operations for the 15 offices of the 
bank, 
. 


New president of the Southeast State 
Bank of Kansas City, Missouri, is 
James R. Perdew, who has been exe- 
cutive vice-president for the past 10 
years. He succeeds the late J. F. Siev- 
ers. 

R. A. Tanner, vice-president and 
cashier since 1945, has been named exe- 
cutive vice-president. 


* 


Nashville, Tennessee, has an aggres- 
sive new enterprises committee that is 
presenting Nashville’s story in an at- 
tempt to bring in new industries to that 
area. Chairman of the committee is 


Charles W. Warterfield, vice-president 
of the First American National Bank 
in Nashville. 


od 


George A. Speer 
has been elected 
executive vice-pres- 
ident of the North- 
western Bank, St. 
Louis, Missouri. 
Mr. Speer joined 
the bank in 1947 as 
manager of the 
consumer credit de- 
partment and was 








G. A. SPEER . 
S elevated to a vice- 
presidency in 1953. 
He began his business career with 


C.I.T. Corporation in 1937, 
¢ 


One evidence of the progressiveness 
of the Occidental Savings and Com- 
mercial Bank in North Hollywood, 
California, is the fact that its total 
assets have grown to nearly $8,000,000 
in the short span since it was opened 
in January, 1954. Another clue is the 
bank’s hiring of Norma Lea Chrismon 
as a bookkeeping machine operator in 
spite of her handicap of having been 
a deaf mute since she was nine months 
old. It has already proved to be a wise 
move—one that indicates similar possi- 
bilities for other financial institutions. 

Mrs. Chrismon, 26 years old, is mar- 
ried to a deaf mute and has a four-year- 
old son. She was graduated from a 
Los Angeles high school with a “B” 
average, and after working for several 
years in other vocations she took a 
business machine course at night 


school to prepare herself for a book- 
keeping post. 

Norma began working at Occidental 
Bank last May, without any previous 
practical bookkeeping experience. To- 
day she posts an extra heavy book, 
sorts checks for another full book, and 
takes care of all the other duties of 














Big handicap is overcome 


her position with one exception—other 
girls in the department handle her tele- 
phone calls. 

Head bookkeeper Helen De Santis 
comments, “Norma is one of our best 
bookkeepers. She works very well 
with the other bookkeepers, and al- 
though she rarely needs it, all of the 
other girls are more than happy to 
help her.” 

The officers of Occidental Bank are 
enthusiastic in their praise. Hobart 
W. Faulkner, executive vice-president, 
states, “Perhaps because of her handi- 
cap, Norma has grasped machine 
operation, form handling, and other 
duties faster than the average person. 
... She applies herself to her job and 
has an excellent attitude.” 

In addition to all of this, as can be 
seen from the accompanying picture 
Norma is most attractive and has a 
great deal of personal charm. Last 
January at a Los Angeles television 
station she appeared on a “Queen for 
a Day” program, in which the winner 
is chosen by audience applause. Norma 
won, and among her many prizes was 
a free course at the University of Cali- 
fornia to learn to speak. She will begin 
the. course this Fall. 


a 


Formerly vice-president in charge of 
the instalment loan department at the 
First National Bank of Arizona, Robert 
M. Jaap has become a vice-president 
of Valley National Bank, Phoenix. 

The press relations department at 
Valley National has called attention to 
the apparent affinity of one of the 
bank’s agricultural field representatives, 
Robert H. Fuller, for anything relating 
to pigs. 

First, his skill with the pigskin won 
him national athletic honors when, in 
1950, playing barefooted for Arizona 
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Your “personal representative” 


HOT, COLD, RAIN or SNOW, PECO-McClintock Chime Clocks have been keeping accurate TIME since 
1908 on thousands of financial institutions scattered over every state in the Union—and paying for 
their keep. 

Next to “WHAT TIME Is IT” your public wants to know “How Hot” or “How CoLp Is IT”. To 
satisfy them, why not have the latest PECO-McClintock “SHOREWOOD” design combination Chime 
Clock and Thermometer installed on your building? The large flashing numerals will tell them every de- 
gree of temperature change. The friendly faces of the clocks will give them the correct time and the 
“Voice of the Chimes”’ will ring out your friendly greeting every fifteen minutes, telling friends, neigh- 
bors—and strangers—of your desire to serve. 

PECO-McClintock Chime Clocks are the most dignified attention-gathering instruments ever offered 
to financial institutions for presenting their name to the passing public. They are EXCLUSIVE. Only 
one of a design placed in a town or community. They are not just a “‘sign’’. They are an emblem—an 
escutcheon of an institution proud and jealous of its name. 

More than twenty designs and sizes to select from: Including two-dial, three-dial, four-dial and 
Revolving models. Drop us a line and we will tell you all about it—and no obligation. 
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AN EXCLUSIVE PRODUCT OF 


PROTECTION EQUIPMENT COMPANY inc. 


2922 EMERSON AVENUE SOUTH «+ P. O. BOX 5477 + MINNEAPOLIS 8, MINNESOTA 
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THE NEW RBURROUGHS 





Aud lores why ah so fort: 





1. Increased operating speed. Sensimatic gives you faster 2. One-hand form insertion. Just one direct motion brings 
form handling, carriage tabulation, indexing, printing, form from tray to carriage, inserts it into open 
and automatic balances. Amounts can be indexed as carriage, positions to the last line of posting—exactly 
machine computes—all while carriage is tabulating. aligned for next operation. 


THE PROGRESSIVE BANK 
BURROUGHSVILLE 


Robert 8. Kellogg, dr. Robert #. Kellogg, dr. 
1148 Devonshire Rd. L148 Devonshire Ad. 
Burroughevitic 


Burroughsvitie 





R4i340 
56.53 
422324 


189126 
4636.26 | 
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3. Swift positive motor bar selection. Sensimatic’s unique 4. Automatic carriage operation. Automatic control of 
construction assigns a single major function to each carriage movements increases speed and accuracy of 
motor bar. Operator decisions are reduced and post- posting. Carriage opens automatically, closes at the 
ing operations are simplified. Speed is increased and touch of the motor bar, tabulates forward or return, 
efficiency is improved. and completes posting automatically. 


4. 
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BUT SPEED IS ONLY PART OF THE SENSIMATIC STORY! 


The new Burroughs Sensimatic bank bookkeep- 
ing machine has many other features that can 
help make your commercial checking account 
department more profitable. It gives you a new 
automatic check count, clearly listing the number 
of checks on the statement. Automatic register 
totaling is simple—just a turn of the job selector 
knob, one touch of the motor bar. The date lock 
protects against an entry of an unauthorized or 
incorrect date. The platen is split for a list- 
posting tape, giving adding machine benefits 


WHEREVER THERE’S BUSINESS THERE'S | Burroughs 


“Burroughs” and “‘Sensimatic’”’ are trade-marks, 
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without affecting totals. Activity counter auto- 
matically counts the number of accounts posted 
—ideal for progressive check count systems. 
What’s more, your Sensimatic may also be used 
as an all-purpose machine by simply turning the 
job selector knob. 

See for yourself how the Sensimatic bank 
bookkeeping machine can increase the speed 
and efficiency of accounting in your bank. Ask 
your representative for a demonstration today. 
Burroughs Corporation, Detroit 32, Michigan. 
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Bank officers named presidents of local branches, Controllers Institute of America 


State College, he set a record by kick- 
ing 48 points after touchdown out of 
51 tries. 

The following year, he was the top 
prize money winner in the swine de- 
partment competitions at the Arizona 
State Fair, and this Fall he will be in 
charge of this activity at the Fair. 

In Valley National’s agricultural de- 
partment, it follows that he specializes 
in the care and raising of swine. 


= 


The 3lst member of Robert Morris 
Associates to be honored for “Dis- 
tinguished Service” in the organization 
is Walter J. Delaney, a vice-president 
in the Continental Illinois National 
Bank & Trust Company, Chicago, since 
1931. President of the Chicago chapter 
of the Associates in 1936-38, Mr. De- 


laney also met six other rigorous re- 
quirements that have been established 
as standards to merit the Distinguished 
Service award. 


> 


Bankers have been elected presidents 
of seven local branches of the Con- 
trollers Institute of America. 

The new incumbents include: Steve 
H. Bomar, vice-president and treasurer, 
Trust Company of Georgia, Atlanta; 
Mark Z. Hanlon, secretary and comp- 
troller, First Trust & Deposit Co., 
Syracuse, New York; Harvey C. Hig- 
gerson, cashier, The Central National 
Bank, Richmond, Virginia; Charles H. 
Hittle, vice-president and comptroller, 
American National Bank at Indian- 
apolis; Frederick W. Manke, vice- 
president and comptroller, First Na- 


tional Bank of St. Paul (Minnesota); 
R. Ostengaard, vice-president, Cali- 
fornia Bank, Los Angeles: and John 
C. Shea, vice-president, Whitney Na- 
tional Bank of New Orleans. 


& 


Formerly an assistant vice-president 
with the Chase Manhattan Bank in 
New York City, H. Hiter Harris, Jr., 
has joined the Colonial-American Na- 
tional Bank of Roanoke, Virginia, as 
a vice-president. His father, prior to 
his death in 1952, was president of the 
First and Merchants National Bank in 
Richmond, Virginia. 


Aa 


Owen L. Carlton, vice-president of 
the Central National Bank, Cleveland, 
Ohio, will serve as the banker repre- 





10,000,000 PROSPECTIVE 
BANK CUSTOMERS! 


CoN VAM ZelUlmme leh coliireloli (-Melale Mite) ol] (-Malolut-Me(-to] -Temeel i M-tol ar 





up to 85% commission on insurance they write. 


Approximately 10,000,000 automobiles and mobile homes are 
purchased annually, the majority of which are financed. With 


wee “Dayplan” you can successfully compete for the lucrative 





Coverage available includes physical 
damage (fire, theft, collision, etc.), credit 
life, and accident and health. Vendors 
single interest (secretion, conversion and 
embezzlement) “skip” insurance on 

mobile homes. 


advantages: 
1. Dealers can earn up to 85% premium 
commission. 


2. We furnish course of study and pay for 
underwriter’s qualifying fee 
and license. 


3. Takes an average of just 60 days to 
qualify. 
WRITE TODAY FOR DETAILS 
ON “DAYPLAN” 
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dealer-depositors a reserve. 


—-" gutomobile and mobile home discount business now dominated 
by several large finance companies who pay your 


These dealers prefer to finance their sales through their own 


banks . 


. but, as every banker knows, they cannot afford to do 


so because of the more profitable arrangement with 


finance companies. 


“Dayplan” can help you correct this situation! If you will encourage 
your dealers to become qualified insurance underwriters, they 
can earn as much as 85% of the premiums, according to their 
individual loss records. Then they will be able to send you 

their financing business. 
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406 Beach Drive N., St. Petersburg, Fla. — Phone 5-4113 
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sentative on a four-man trade mission 
to the Karachi International Trade 
Fair in Pakistan. He will be joined by 
an import-export executive and two 
Department of Commerce officials. 

There are 26 na- 
tions scheduled to 
participate in the 
fair, which opens 
September 2 and 
closes October 2, 
1955. It is one of 
several internation- 
al trade fairs in 
which the U.S. gov- 
ernment will be 
represented by sim- 
ilar teams com- 
posed of private businessmen and gov- 
ernment officials. 

Mr. Carlton will serve as a trade con- 
sultant during the Karachi Fair. 


0. L. CARLTON 


5 


A licensed engineer, John H. Jen- 
nings, has been appointed vice-pres- 
ident of the Colorado National Bank, 
Denver, Colorado. He has been man- 
aging the bank’s petroleum department 
since it was founded early in 1954. 


° 


Colby Adams Cogswell has been 
elected vice-presi- 
dent of the Chicago 
National Bank. He 
will handle the se- 
curities portfolio of 
the bank and also 
function in an ad- 
visory capacity to 
the correspondent 
bank division and 
the trust depart- 
ment. He was with 
the First Boston 
Corporation for many years. 





Cc. A. COGSWELL 
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Workshop enthusiast Howard Whip- 
ple of Berkeley, California, is an 
enigma. This retired Bank of America 
vice-president, now in the investment 
field, calls himself a “jackknife carpen- 
ter.” Many of his friends think of him 
as a wood collector. The University of 
California Department of Forestry 
considers him a botanical expert on 
rare woods. The New York Metropoli- 
tan Museum of Arts has him on its 
roster as a top-ranking intarsiast (“in- 
tarsia” is defined as “decorative designs 
in wood in a background of wood”). 

What he does is to take small bits 
of rare woods and patiently combine 
them in the manner of ancient crafts- 
man to form fascinating inlaid pat- 
terns-in-wood. 

People all over the world who are 
interested in his hobby send him un- 
usual woods to work with. Asa result, 
he seldom buys woods for his projects. 
His finished pieces represent more than 
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MODEL 250 
BRANDT AUTOMATIC CASHIER 


Delivery chute type. Coins de- 
livered direct to customer upon 
depression of a single key. 





MODEL 150 
BRANDT AUTOMATIC CASHIER 


Trap door type. Coins delivered 
to customer by operator follow- 
ing depression of a single key. 





MODEL SL — BRANDT 
COIN SORTER AND COUNTER 


Motor driven. Sorts and counts 
mixed coins, pennies to half dol- 
lors, inclusive. Features new 
*‘quick take-apart'’ construction 
permitting quick, easy access to 
many of the working parts. 


MODEL CHM — BRANDT 
COIN COUNTER AND PACKAGER 


Motor driven. Handles all coins 
from pennies to silver dollars, 
inclusive Mechanical improve- 
ments make for speedier pock- 
aging of coins with less effort 
Hand operated machine is also 
ovailable. 
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coin handling 
operations 





BRANDT 


MACHINES 


PAY, SORT, COUNT and PACKAGE coins 
mechanically with reliable BRANDT ma- 
chines so that ABSOLUTE ACCURACY may 
be assured and in order that this work 
may be done with GREAT SPEED. 


ABSOLUTE ACCURACY and GREAT SPEED 
in performing such tasks mean reduced 
costs to you. Customers will appreciate the 
improved service you can give them with 
BRANDT machines. 


BRANDTS are durably constructed and have 
established an enviable record because 
of the long period of outstanding service 
they render. 


BRANDT 


AUTOMATIC CASHIER CO. 
WATERTOWN ® WISCONSIN 


Established 1890 


‘Brandt’ and “‘Cashier’’ registered United States Patent Office and Canadian Trade Marks Office 
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Millions of customers-— 
thousands of banks 
register approval of Todd 








REGISTER 


TRADE CH ECK MAR 











Personal Money Orders 


Todd Register Checks are breaking records all over the 
country. This insured remittance service is bringing 
hundreds of thousands of new customers into banks 
everywhere. North, east, south, west—profits, sales, 
good will are mounting. 

Register Checks are as popular with bank officers 
and personnel as they are with bank customers. A 
Register Check can be issued in less than 15 seconds. 
No officer signature is required. Snap-apart, triplicate 
forms eliminate detail work and record-keeping for 


busy bank employees. 


Get the time-saving, money-making facts by mail- 


ing the coupon. 





COMPANY, INC. 
Todd 
ROCHESTER & NEW YORK 

SALES OFFICES IN ®) PRINCIPAL CITIES 

DISTRIBUTORS THROUGHOUT THE WORLD 


THE TODD COMPANY, Inc., 
Dept. BCH, Rochester 3, N. Y. 


Please give us full information regarding your Register 
Check Insured Personal Money Orders. No obligation, 
of course. ; 


Name 





Address 








City. _Zone | nee ae ste 





BCH-9-55 
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700 different types of exotic woods. He 
has, for example, one service plate 
alone that includes 863 pieces of 102 
different varieties of wood. Mr. Whip- 
ple can tell their botanical names at 
a glance. 

How did it all begin? His start was 
purely accidental. He purchased some 
power-driven tools for his sons in 1934, 
but it turned out that the boys pre- 
ferred more active hobbies, so Mr. 
Whipple began to experiment with the 


Mr. Whipple and his handiwork 


tools. His career as an intarsiast really 
began after the acquisition of a band- 
saw, presented to him when he retired 
from the presidency of the California 
Bankers Association in 1937. 

In the 18 years since, he has per- 
fected his craft. The work is so in- 
tricate that even he can’t explain how 
he does it. He is so familiar with the 
many colors and textures of woods 
that he “dreams up” his patterns with- 
out sketches. He has been offered as 
much as $3,000 for a single finished 
piece, but he produces them strictly for 
fun, and as gifts for family and friends. 

Before he retired from Bank of 
America, Mr. Whipple had spent 43 
years in banking. Recently the invest- 
ment firm of Pflueger & Baerwald in 
San Francisco persuaded him to “retire 
from retirement” by putting his still 
active talents to work in distributing 
mutual funds and other securities. 


4 


The Marine Midland Trust Company 
of New York City and The Jamaica 
National Bank of New York were re- 
cently merged. The Jamaica institution 
had three offices in the borough of 
Queens and these are now being oper- 
ated as Marine Midland branches. 

Edward H. Dawson and Raymond F. 
Riley, former vice-presidents of The 
Jamaica National Bank, have been 
elected to similar positions with the 
Marine Midland and are in charge of the 
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Another Acknowledgement of Leadership . 


New Building: 
City National Bank, 
Beverly Hills, California 


Architect and Engineer: 
Welton Becket, F.A.1.A. 
and Associates ‘ 


Interior Decoration and 
Furniture Design: 
George Hall, A.1.B. 


Contractor: C. Lb. Peck 






City National Bank, 
Beverly Hills, California 
Features iwo 


DIEBOLD-BASIC VAULT DOORS 


Here’s a bank that reflects its dedication to community service. City National Bank 
is locally owned and operated .. . in a community well known as “home” for 

many nationally recognized leaders of industry and the arts . . . a community 
famous for its high income level. 


Recognized leadership in beauty, style and protection made the Diebold-Basic vault door 
a natural selection for the bank’s safe deposit vault. For its own vault the bank 

chose another massive Diebold-Basic vault door. Other Diebold equipment specified 
to make the institution’s banking services complete included two vault ventilators .,. 
police alarm system . .. safe deposit boxes .. . book vault door . .. after-hour 

depository ... and two panoramic drive-up windows. 


For banking equipment of acknowledged leadership . . . write or call Diebold today, 


Dit Db Old’ eS of the World’s Finest Bank Equipment 


903 amit Rd., S.E., Canton 2, dg pore 


September, 1955 85 








The new 


redesigned 


Rand MSNally 
BANKERS 
DIRECTORY 
for 

1955 
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e Completely re-set in easy- 
to-read type 


e Designed especially for 
faster reference work: 


e Telephone numbers 
included 


e Complete foreign 
as well as American 
listings 


e Accurately tabulated 
& designed for easy 
comparison of statements 











bank’s offices in Queens. Edward F. 
Litchhult remains in charge of the 
Pomonok office. 

Richard F. LaTrenta, Roswell T. 
Auger and Carl H. Kalb have been 
appointed assistant treasurers of Ma- 
rine Midland; they all are former offi- 
cers of the Jamaica organization. 


. 4 


California’s new superintendent of 
banks is William A. Burkett, who pre- 
viously held the position of state direc- 
tor of employment. In this new capac- 
ity Mr. Burkett will also serve as chair- 
man of the investment committee of 
the State of California. 

Governor Good- 
win Jj. Knight 
named Mr. Burkett 
as successor to 
Maurice C. Sparl- 
ing, who has been 
appointed to a su- 
perior court judge- 
ship in Los An- 
geles. Mr. Sparling 
headed the Califor- 
W. A. BURKETT nia state banking 

department since 
late 1945 and is a past president of the 
National Association of Supervisors of 
State Banks. 





° 


Clarence H. Pflumm, formerly vice- 
president and cashier, has been elected 
president of the Shawnee (Kansas) 
State Savings Bank, succeeding the 
late A. M. Meyers. Lester Meyer has 
been advanced to vice-president, La- 
verne Pressler to cashier, D. N. Smith 
to assistant cashier. 
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Stephen E. McLoughlin, Jr., has re- 
joined Tradesmens 
Bank and Trust Co., 
of Philadelphia, 
Pennsylvania, and 
been elected vice- 
president. He had 
been on leave of 
absence, serving as 
controller for the 
city of Philadelphia 
and later as admin- 
istrative vice-presi- 
dent of the Land 8S. McLOUGHLIN, 
Title Insurance ot. 
Company. 

Tradesmens also has appointed Allen 
Keen an assistant vice-president. He 
will assume charge of the estate plan- 
ning division of the trust department. 


* 


The Third National Bank and Trust 
Co. of Dayton, Ohio, has promoted 
three officers to fill vacancies caused by 
the death of Wilfred Sherman, vice- 
president, recently shot by a crazed 
gunman. ; 

L. E. Marcum, vice-president and 
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trust officer, has been made a mem- 
ber of the board of directors; Harold 
Sipe, vice-president, has been elevated 
to secretary of the board; Robert Ladd 
has been elected vice-president and will 
continue as cashier of the bank. 


° 


The very happy culinary expert in 
the view below is Clarence H. Licht- 
feldt, comptroller, First Wisconsin Na- 
tional Bank, Milwaukee, and hard- 
working director of the highly success- 





Token of appreciation 


ful NABAC School conducted at the 
University of Wisconsin (see page 51). 
He has just been presented with a 
complete outdoor grill with all the 
trimmings, by the appreciative first 
graduating class of the school, and is 
demonstrating his talents as a chef to 
the group. 
+ 


Long-time Oklahoma banker and 
president of the Tulsa chapter of the 
American Institute of Banking, Ted 
R. O’Shea has been named vice-pres- 
ident in charge of operations for the 
Admiral State Bank of Tulsa. 

Mr. O’Shea had been assistant cash- 
ier of The First National Bank and 
Trust Company of Tulsa, having 
started work there in 1936 as a messen- 
ger. 

* 


On the first of the month, Jerome J. 
Kigin became president of Guaranty 
State Bank and Trust Co., St. Cloud, 
Minnesota, replacing George W. Milne, 
who held the post since 1950. Mr. 
Milne has resigned to accept the execu- 
tive vice-presidency of The National 
Bank of La Crosse, Wisconsin. 


- 


Ten head-office promotions have 
been announced by the Crocker First 
National Bank of San Francisco. 

Advanced from assistant vice-pres- 
idents to vice-presidents are Jesse D. 
Middleton and Charles B. Neuman, Jr., 


September, 1955 








Quickest way 
to check 
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At The Provident Institution for Savings in Boston, RCA TV 
EYE verifies signatures and depositors’ bank balances in seconds! 


RCA TU Eve 


closed-circuit TV speeds up service 
for Boston’s oldest bank 


Modern financial institutions and insurance companies everywhere 
are adopting this new RCA development to speed up customer service, 
save tellers’ time and streamline filing and checking procedures. 
TV EYE provides your own closed-circuit television. A crystal-clear 
picture of signature cards, records, docu- 
ments can be transmitted instantly from 
any department or floor to another. Mail 
the coupon today for full information on 
ways in which TV EYE can save you 
thousands of dollars annually. 





RADIO CORPORATION of AMERICA 
ENGINEERING PRODUCTS DIVISION CAMDEN, N. J. 





® Send for literature today! 
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1 
Radio Corporation of America | 
Dept. W-276, Building 15-1, Camden, N. J. | 
{ Please tell me how other financial institutions are making profitable 
| use of RCA TV EYE. 
| | 
j NAME TITLE 
| company 
l 
| ADDRESS | 
: CITY & STATE 
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MODEL 444 


America’s most popular desk pen. Pen 
always ready to write a full page or more 
because it refills itself instantly every time 
you return it to the socket in the modern 
fountain-base. 


Try one on a 30-day money-back guaran- 
tee. At any pen counter. 


Osterbrook 


DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East: Toronto, Ontario 


MORE THAN 
30 DIFFERENT POINTS 
e «+ ONE JUST RIGHT 
FOR EVERY WRITING STYLE 


CHOOSE THE RIGHT POINT 
FOR THE WAY YOU WRITE 
.. . by number 


2556 Zere eee tig 


550 Bovkkeepe 


93146 Medium stub 
9460 Zarhon/: 


(Also public counter use) 
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COPYRIGHT 1955, THE ESTERBROOK @EN COMPANY 











C. B. NEUMAN, Jr. W. M. JOHNSON 














L. T. BARTMAN J. D. MIDDLETON 


Advanced to vice-presidents 


real estate department; Warren M. 
Johnson, business development officer ; 
and Lester T. Bartman, loan officer. 

Promoted from assistant cashiers to 
assistant vice-presidents are Earle V. 
Taylor, Walter F. Winrott, Jr., and 
Albert J. Rice. Lambert A. Becker 
has been named assistant cashier. Pro- 
moted to assistant trust officers are 
H. E. Shultis and Robert W. Miller. 

Vice-President Lester T. Bartman, 
who has been senior loan officer in the 
bank’s Oakland office for the past eight 
years, has been transferred to the head 
office to take over duties of the late 
Vice-President Edwin H. Hagan, in 
the commercial loan department. 


e 


Edward R. Tufts, executive secretary 
of the Massachusetts Bankers Associa- 
tion, has received The American Trade 
Association Executives’ Award of 
Merit for having rendered outstanding 
service to banking and to the public. 
This coveted national award, given to 
only 12 out of some 12,000 associations 
throughout the country, was awarded 
to the Massachusetts banks’ group for 
its educational and public relations 
program entitled “You and Your Com- 
munity Bank.” In this highly success- 
ful presentation before many schools 
and service clubs, use of a flannel board 
and a series of illustrated charts help 
to eliminate misconceptions about 
banking institutions. 


e 


Stanley E. Gregg, chairman of the 
board and vice-president of the First 
National Bank, Independence, Mis- 
souri, recently celebrated his 50th anni- 
versary with the bank. He started 
working for the institution on July 1, 
1905 as general bookkeeper. 

Another 50-year banking veteran is 
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A. C. Hasenjaeger, president of The 
Commercial National Bank, Santa Ana, 
California. More affectionately known 
as “Ace,” Mr. Hasenjaeger has incor- 
porated many advanced banking ideas 
into the three local offices of the bank 
in Santa Ana. 

Mr. Hasenjaeger was recently feted 
in a special congratulatory edition of 
the “Santa Ana Register,” a local news- 
paper, on the celebration of his 73rd 
birthday. 


« 


Leonard V. Shakespeare has been 
named an assistant cashier of The De- 
troit Bank, Detroit, Michigan. 


e 


Mellon National Bank and Trust 
Company, Pittsburgh, Pennsylvania, 
has announced three appointments in 
the bank’s principal office. George B. 
Berger, Jr., has been named investment 
officer in the trust department; Rich- 
ard W. Sherman, assistant cashier in 
the administrative office; and Robert 
H. Smith, assistant cashier in the 
banking department. 


* 


Dewey Beck, formerly director of 
public relations of the Illinois Bankers 
Association, has been named a repre- 
sentative of the business development 
department of the Citizens State Bank, 
Park Ridge, Illinois. 


e 


George M. Rorex has been elected 
vice-president of 
the Ouachita Na- 
tional Bank, Mon- 
roe, Louisiana. He 
serves as loan offi- 
cer in the commer- 
cial banking de- 
partment, a position 
he held at the First 
National Bank of 
Little Rock, Arkan- 
sas, in addition to 
being vice-president 
and a director. 

Mr. Rorex is on the Advisory Board 
of the Installment Credit Commission 
of the American Bankers Association. 
This year he also served as president 
of the Little Rock Clearing House As- 
sociation. 














G. M. ROREX 


. 


David H. Coffman and Harve G. 
Badgerow, executive officers of Wil- 
liam H. Banks Warehouses, Inc., re- 
cently purchased by the American Ex- 
press Company, have been retained by 
the parent company. 


Mr. Badgerow, formerly Banks’ 
chairman, will serve in an advisory ca- 
pacity, while Mr. Coffman has been 
named a vice-president of American 
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“Tve Put a Stop to 


that Monkey Business... 


“,.. Easy as fallin’ off a log! I’ve found a way 
to cancel checks so they stay canceled. Better 







still, it cancels ‘em all, can’t miss a single one! 


“Certainly winds up that trouble we’ve 
always had, of checks being cashed 
twice. Either we didn’t get ’em all with 
the hand stamp or somebody did away 
with the hand-stamp cancellation. 

“Now I’ve got a machine that punches 
holes in checks, holes you can read, that 
say ‘paid,’ and give the date. 

“Bookkeeper uses it—they call it a 
perforator. Cancels checks as fast as he 
enters ’em. It’s the smoothest wrinkle 
yet for banks!” 

Cummins perforation is still the 
“smoothest wrinkle” for check cancella- 
tion. Cummins Perforators offer safety, 









speed and low cost unchallenged by any 
other method. Ninety-eight percent of 
the nation’s banks cancel checks by per- 
foration; 85% of those banks use Cum- 
mins ! 

Some banks which mistakenly re- 
turned to the horse and buggy days of 
face stamping, in conjunction with 
other banking operations, have gone 
back to perforating. They found other 
methods cost more and they did not 
want to risk such disastrous incidents 
as the Mankato theft of 1917, when 
$15,000 worth of face-canceled cashier’s 
checks were stolen and recirculated 
after cancellations were removed. 

If your bank has switched, or is con- 
templating a switch, to old-fashioned 
face-stamping, send for the Cummins 
man. Let him tell you about the experi- 
ence of other banks which have changed, 
then changed back. It will save you the 
expense of making the experiment. 

Or, send coupon for information on 
check perforation vs. face cancellation. 


Commins 





CUMMINS BUSINESS MACHINES 





Chi g Corp. 


Dept. BC-95, 4740 N, Ravenswood Ave., Chicago 40, Ill. 
Without obligation, please send me newly discovered facts 
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Division of C 
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The modern trend in architecture is away from the purely 
functional. Modern design attempts rather to catch and ex- 
press in line and form the essential spirit of each particular 
building. Especially is this so in modern bank architecture. 

Vault Doors and other security equipment have an im- 
portant role to play in the expression of a bank’s character 
and tradition. That is why CHUBB vault doors are 
custom-built—not a mass-produced line, but individual 
products built only after a careful study of individual 
requirements. Always they inspire confidence, reflecting 
as they do the know-how and craftsmanship which for 
more than 130 years have made the name of CHUBB 
famous the world over. 








C H U B B provide world-wide service from their 


factories at Toronto, Canada - 
Johannesburg, South Africa - Wolverhampton, England 


175-176 TOTTENHAM COURT RD., LONDON, W.I 





BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 


CHUBB 



























































Sydney, Australia 


and agents in every principal country 


CHUBB & SON’S LOCK AND SAFE CO. LTD. 











| Trust and Savings 
| Bank. He has been 


| institution since 
| 1922, and among 


| both the Group 4 








Express Field Warehousing Corpora- 
tion. The latter will continue as pres- 
ident of Banks Warehouses, Inc., 
which will retain its corporate indentity 
but its operations will be coordinated 
with the American Express Field 
Warehousing Corporation. The Banks 
firm is the nation’s oldest field ware- 
housing organization. 


+ 


Featured in a recent issue of “Farm 
Loan News,” published monthly by 
The Equitable Life Assurance Society 
in conjunction with its farm mortgage 
loan service, is the president of two 
Illinois country banks, Lawrence J. 
White. 

An Equitable farm loan correspond- 
ent for 35 years, Mr. White has never 
had a default on a loan he has placed 
with that organization, and that in- 
cludes the ones made in the 1920's. 
Says the Equitable bulletin: “He has 
lived and worked through several ups 
and downs in farming and farm lend- 
ing. This experience gives him the 
long-term point of view so important 
in mortgage lending today.” 

Mr. White’s banking career dates 
back to 1917 when he started in his 
hometown bank in Ottawa, Illinois. 
Later he joined the First National 
Bank of Grand Ridge, and after work- 
ing in every department he rose to 
the presidency, a post he has retained 
since 1931. In 1953 he helped to or- 
ganize the Ottawa National Bank and 
became its first president. 


° 


Keith W. Clague has been promoted 
from cashier to vice-president and 
cashier of the San 
Diego (California) 


with the California 


his other duties he 
serves as secretary 
to the board. 

Past president of 





K. W. CLAGUE 


California Bankers 

Association and the Independent 
Bankers Association of Southern Cali- 
fornia, Mr. Clague currently is active 


| on committees of both organizations. 


e 


Valley Bank and Trust Company, 
Des Moines, Iowa, has two new vice- 


| presidents, Neal A. Sands and Robert 


W. McGee. The latter had been as- 
sistant vice-president in the commer- 
cial loan department, a position cur- 
rently filled by Richard D. Hulse, 
heretofore assistant cashier. 

Prior to his appointment Mr. Sands 
had been legal and financial adviser for 


Burroughs Clearing House 
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eastern operations of the Automatic 
Button Company, and was located in r 


New York City. 1 
° READY NOW! YOUR NEW 1956 ENTRANCE-PLANNER 


INTERNATIONAL STEEL COMPANY 

REVOLVING DOOR ENTRANCE DIVISION 

2054 Edgar Street, Evansville 7, Indiana 

Send me without obligation my personal copy of the 
new 1956 International Entrance-Planning Manval: 





Big money is changing hands in the 
view below, as President Charles E. 
Clifton of The Trust Company of New 
Jersey, Jersey City, hands a $12,000,000 
check to a representative of the Federal 
Reserve System, in payment for the 
preferred stock formerly held by the 
Reconstruction Finance Corporation. 












NAME and POSITION 
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REVOLVING DOORS | 
cut heating costs 


Drafts cannot be created through re- 
volving doors, because at least two 
wings always contact the circular en- 
closure wall. Each passage admits only 
26 cubic feet of outside air, compared 
to 1800 cubic feet or more admitted 
by a swing door entrance. Average ’ 
savings of 25% or more on heating 
costs make a revolving door entrance a 
self-paying investment . . . only one f 
of many reasons why these doors be- i 
long in your building or remodeling t 

é 














Two hefty-sized checks 


Mr. Clifton has also turned over $5,- 
500,000 in debenture bonds to the 
Metropolitan Life Insurance Company, 
upon receipt of a check for a like 
amount. 

Left to right in the picture are: Paul 
Bestor, board chairman of The Trust 
Company of New Jersey; Charles 
Kuchler, representing the Federal Re- 
serve; Mr. Clifton; and Thomas B. 
Burch, counsel for Metropolitan Life. 


. plans. Mail coupon above for newest 
data. See Sweet’s Architectural File or 
classified section of your Telephone 


Directory. : 


William Weltch has joined the First 
Federal Savings and Loan Association, 
Augusta, Georgia, as executive vice- 
president succeeding the late Theodore 
F. Balk. Mr. Weltch formerly served 
in this capacity with the First National 
Bank in Augusta. 


“e 





The Bank of Dearborn (Michigan) 
has appointed Marvin J. Criger vice- 
president and W. W. Asbury assistant 
cashier. 


Tar te 


5 


The Republic National Bank of Dal- 
las, Texas, has named Charls E. Walk- 
er economist of the bank, promoted as- 
sistant cashiers Charles R. Neislar and 
David Grimes to assistant vice-pres- 
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stO 
W. Howard Lowe and George G. a os st ers 2054 EDGAR ST. EVANSVILLE 7, IND. 


Dean have been promoted to vice-pres- 


idents, and made O. M. Buchanan as- . : 
sistant cashier. Prior to his appoint- International Revolving Door Entrance at the Boston 5 Cents i 
ment Mr. Walker was financial econo- Saving Bank, Boston, Mass. Architect: Archie Reskin, Boston, Mass. t 
. + . c 7 ae c : ; 
mist for the Federal Reserve Bank in gthAlio : 
Dallas. > ¥, } 
. 3 f REVOLVING DOOR ENTRANCE DIVISION 
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idents at the Long Island Trust Com- 


Maasliinda- sa: Weceosr sasieboa aasee INTERNATIONAL STEEL COMPANY 


tary, C. Bochart assistant trust officer. 
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COMPLETE 
POSTING 
UNIT 

includes: 
posting trays, 
Hi-Lo stand, 
desk, sorter, 
and indexing. 


@ LARGER SELECTION 
@ EXTRA FEATURES 
® INSTANT CAPACITY CONTROL 

® “SHEET IRONING” COMPRESSION 


Only LeFebure offers ten complete lines in over two 
hundred stock sizes—built to fit your sheets at no 
extra cost... and using steel, aluminum, and mag- 
nesium to fit every tray to a specific use. The result 

of this proper use of features and materials has 











Mage 


made LeFebure Corporation the WORLD’S LARGEST ADJUSTO 
MANUFACTURER OF POSTING TRAYS, TRAY BINDERS LEDGER 
AND STANDS. TRAY-BINDER 



















Magnesium Savings Ledger 
Post-to-Check Trays—six types. 
Trays Check Insert 
are, Trays for file or 
SSR Ss. desk reference. 







Loan Ledger 








Aluminum, or Steel 











Post-to- Check of Pn Instaliment Loan 
Trays Magnesium Trays—four types. 
or Steel. 
completo Cine of acoowrting ond, record keeping equipment, 
ef eee 
FORM FITTING TRAY HOUSING SORTERS MACHINE POSTING CASH HANDLING 
FILES EQUIPMENT DESKS EQUIPMENT 
REPRESENTATIVES WRITE FOR LITERATURE: 
IN MOST € febwre 
PRINCIPAL CORPORATION DESIGNERS & MANUFACTURERS 
CITIES eee CEDAR RAPIDS, IOWA ACCOUNTING SYSTEM FORME AND EQUIPMENT + INDEXES 


POSTING TRAYS & STANDS + SORTERS + SPECIAL PURPOSE FILES 
POSTING DESKS + TELLER UNITS +> NOTE & MONEY BUSES 
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Development Bank 
Posts Enviable Record 


In the 10 years the Industrial De- 
velopment Bank has been in operation 
it has authorized loans totaling $107 
million to more than 1,300 enterprises. 
Thus the subsidiary of the Bank of 
Canada has been an outstanding suc- 
cess in its purpose of “supplementing 
the operations of existing financial in- 
stitutions in providing medium and 
long-term credits for industry.” 

Organized shortly after World War 
II, “the bank has had low loss experi- 
ence to date,” states general manager 
D. G. Marble in a review of experience 
over the decade in a recent issue of 
“The Canadian Banker.” Writeoffs 
amount to a modest $318,000 on total 
disbursements of over $87 million; $46 
million of this already has been repaid. 

“The size of the average loan au- 
thorized has been only $81,000,” said 
Mr. Marble, ‘‘and the bank has assisted 
in the financing of a new enterprise 
or the expansion of an existing firm 
every three days.” 

Under the Industrial Development 
Bank Act funds may be provided only 
for industrial purposes. In June 1952 
an amendment permitted the inclusion 
of commercial air transport services 
in the list of eligible industries. 

“Our experience in the air transport 
field provides an interesting example 
of the special role which the Industrial 
Development Bank can play,” Mr. 
Marble points out. “Prior to the bank’s 
entry into this field, the smaller oper- 
ators had great difficulty in finding 
willing lenders. In the brief period of 
three years we have made $2,210,000 
available to the industry at a 6 percent 
rate. Our loans cover 10 percent of 


By JAMES MONTAGNES 


the operators in Canada, and they own 
over 10 percent of the licensed com- 
mercial aircraft in Canada.” 

How loans are developed, the close 
contact with the chartered banks 
which deal with the Industrial 
Development Bank’s clients, the con- 
tinuous study of operations of com- 
panies using the bank’s services, and 
details on the staff of the bank are 
also mentioned in Mr. Marble’s report. 

“Insurance coverage is another 
phase of our applicants’ business that 
receives careful scrutiny,” Mr. Marble 
explained. “It has been found that 
firms often have insufficient insurance 
protection, which is poorly allocated 
over their various assets. Since the 
bank’s advances are usually secured 
by these assets, our insurance depart- 
ment maintains a running record of 
the customer’s policies to ensure that 
coverage for the bank’s commitment 
does not lapse.” 
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Mobile Bank Branch 


A temporary trailer branch of the 
Bank of Montreal was recently opened 
at Sioux Lookout, a mining center 175 
miles northwest of Fort William, 
Ontario. The unit, resting on concrete 
blocks, has a modern banking section, 
with teller’s wicket, cash and book 
safes, and space for customers; plus 
living quarters for the two man staff 
with bunks, kitchen with stove and 
refrigerator, shower bath, oil heating 
and propane gas for cooking. 

Designed to handle all banking 
services, the self-sufficient branch will 
be used as the bank’s office until a 
permanent building can be erected in 
the community. At that time, the 47’ 


x 8’ trailer’s wheels will be replaced, 
and the vehicle moved elsewhere. 
This is the second Bank of Montreal 
trailer branch in the northland; in 
April the bank opened one at Spragge 
in the Algoma uranium mining area. 


* 4 * 


Higher Money Rate 


In line with similar developments in 
the United States, Great Britain, 
Belgium and West Germany, the Bank 
of Canada early in August announced 
an increase in its lending rate from 
1% percent to 2 percent. This was an 
apparent government move to tighten 
credit and block inflation from Can- 
ada’s rising economy. 

Last February the Bank of Canada 
dropped its interest rate on loans to 
Canada’s chartered banks from 2 per- 
cent to 1% percent, reflecting the 
government’s “easy money” policy. 
The lower rate was designed to en- 
courage borrowings and increase in- 
vestments and thus stimulate the econ- 
omy and reduced unemployment. 

The chartered banks followed this 
action ‘in early summer by reducing 
interest rates on National Housing 
Act mortgages from 5% percent to 5 
percent, with the announced object of 
obtaining a larger share of the mort- 
gage business. 

The lower rates bolstered the first- 
half year’s Canadian economy with in- 
creased employment and capital invest- 
ment. Bank borrowings also increased, 
as did consumer credit as the result of 
installment buying. By mid-July Ca- 
nadian bank loans were at a near- 
record of $4,275 million, up $184 mil- 
lion over like 1954 figures. 

Government officials, commenting on 


House trailer serves as temporary bank branch in northwest mining center 


Includes living quarters 


Compact unit offers complete banking facilities 
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the recent hike in the lending rate, 
said there had been no evidence of any 
sharp inflation in Canada, though 
there has been a heavy demand for 
some metals, causing sharp price in- 
creases. 


* ° * 


Television Studied 
As Aid To Operations 


The Bank of Nova Scotia is con- 
sidering television to facilitate the 
centralization of bookkeeping in spe- 
cified metropolitan area banks. Dem- 
onstrations have been held at the 
general manager’s office at Toronto of 


Dage television equipment which uses 
ordinary equalized telephone cable to 
carry the picture circuits between 
various locations. 

Use of the closed-circuit television 
would enable centralized posting in 
large branches in the city of Toronto. 
All ledger posting could be done at one 
point with a specially trained staff. 
When a ledger or a signature card is 
needed, the television camera at the 
central office can televise the forms, 
which can then be viewed at any re- 
ceiving branch on a 16-inch viewing 
screen. 

Bank officials expect that the use of 
the television system will provide for 
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For more information about 
Watson Bank Counter Equipment 


Special Design. Watson commercial teller's cage 


Bank Commeee Equipment 


by the makers of highest quality metal 
furniture ... and completely custom-built 
bank equipment, tailored to your needs. 





established 1887 


WATSON MANUFACTURING CO., Inc. 


Jamestown, New York 


Watson also builds a complete line of standard 
filing cabinets and ROL-DEX rolling record units 








more efficient internal operations and 
also enable customers to transact busi- 
ness at any of the branches that have 
been converted to the new television 
program. 


° ° * 


Bank Conducts 
Boy Scout Contest 

To assist 50 Canadian Boy Scouts 
to attend the world-wide jamboree at 
Niagara-on-the-Lake, Ontario, August 
18-28, The Bank of Nova Scotia early 
this summer sponsored an essay con- 
test for Boy Scouts eligible to attend 
the jamboree. The contest required an 
essay of between 250 and 300 words 
on “What it means to be a Scout.” 
Scouts could write their essay in 
English or French on special entry 
forms which had to be signed by a 
parent or guardian. 

The bank publicized the contest by 
running an ad that featured the photo 
of a Scout, in newspaper and maga- 
zines across Canada. 


* 4 o 


Many New 
Banking Booklets 


A booklet, dealing with all basic 
bank services for individuals and busi- 
ness concerns has been prepared by 
the Toronto-Dominion Bank. The pam- 
phlet, ““What’s in the Bank for You,” 
may be carried in the inside coat 
pocket. Half of its contents relate to 
personal banking services, which are 
illustrated with photo-stories on actual 
banking experiences, including sav- 
ings, paying bills through the bank, 
handling family finance, banking by 
mail, mortgage and home improvement 
loans, personal loans, travel funds, safe 
deposit services, and investment as- 
sistance. 

The latter portion of the 24-page 


Lists bank services 


Burrenghs Clearing House 
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booklet details the bank’s business 
services. Outlined are credit facilities, 
current accounts, collections, payroll 
assistance, business development aids, 
foreign transactions, and travel as- 
sistance. A page is also devoted to 
services for farmers. 
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The Canadian Bankers’ Association 
has released a new 38-page question- 
and-answer booklet on the chartered 


banks of Canada. It gives factual and 


authoritative answers to questions 
often asked about Canadian banking, 
and includes changes and modifica- 
tions made in the Canada Bank Act 
last year. The questions and answers 
deal largely with the lending powers 
of the banks and the legislation under 
which the banks operate. 


e 


A somewhat similar question-and- 
answer booklet has been prepared by 
the Trust Companies Association of 
Canada to give data on the functions 
of Canadian trust companies, which 
are separate from the banking system. 
The 16-page booklet deals with trust 
company services, fees which may be 
charged, investments which are per- 
mitted under trust company legisla- 
tion and statistics showing that the 
bulk of the estates handled by Cana- 
dian trust companies are under 
$25,000 in value. 


e 


The Toronto-Dominion Bank has is- 
sued folders showing fluctuations of 
U.S. dollars and British sterling cur- 
rency in terms of Canadian dollars 
over a five-year period ending Decem- 
ber 31, 1954, with detailed changes 
in the last half of 1954. Fluctuations 
are shown in the form of graphs, and 
tables are included showing the Cana- 
dian balance of international payments 
since 1951, as well as the history of 
foreign exchange controls since Sep- 
tember 1939. 


* 


A special “Review of Conditions” in 
Canada, by provinces and territories, 
and foreign countries where the Royal 
Bank of Cariada has branches, has 
been released as a supplement to that 
bank’s annual report. The booklet re- 
views the major industries in each 
Canadian region, along with new in- 
vestment in industry and resources, 
and the development of mineral, forest 
and water power resources. In each of 
the foreign countries, trade in 1954 
is reviewed, as well as the financial 
development, crop conditions, natural 
resources, and major government leg- 
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Yesterday's loss is fully covered 
BY INDEMNITY’S NEW BANKERS BLANKET BOND 


The past rudely catches up with an employer who isn’t covered, or 
covered sufficiently, for old employce' losses. If his bond doesn’t reach 
back to the dates of shortage, or isn’t adequate, he has to stand the loss. 


Indemnity’s new Bankers Blanket Bond is a real safeguard against 
this. It provides catastrophe protection for discovered losses, whether 
the losses occurred before the bond was written or while it is in force. 


This new coverage can be drawn up to provide excess protection 
on employee dishonesty only—a hazard that is continually on the 
increase. Reduced low rates apply to this protection. 


Ask your Indemnity Agent for all the facts on this valuable new 
BBB coverage. It was drawn up by the company that is the pioneer 
in adapting protection to bankers’ changing needs. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 





PROTECT WHAT YOU HAVE® 


Philadelphia 1, Pa. 





MY BAN 


CANADA’S 
FIRST 
BANK 


CH) 


COAST-TO - COAST 





Bank or MonTREAL 


New York- -64 Wall Street San Francigco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


625 BRANCHES ACROSS CANADA + RESOURCES EXCEED $2,500,000,000 
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islation and elections where these took 
place during the year. 
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Three booklets in English have been 
released by the Provincial Bank of 
Canada, dealing with farm loans, serv- 
ices for farmers and farm improve- 
ment loans. The booklets are replete 
with cartoons to illustrate the text. 
The booklet on agriculture and bank 
loans reviews the historical role of the 
farmer in Canada and tells how banks 
can aid the modern farmer. The book- 
let on bank services lists the various 
bank services for farmers with details 


on each service, and the booklet on 
farm improvement loans gives details 
on these government-guaranteed loans. 


- 
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The Canadian Bank of Commerce 
has added another in its series of book- 
lets for farmers, the latest being on 
animal health. With cartoons and in 
simple language the booklet describes 
ways and means of keeping animals 
healthy. The booklet, like the others 
in the series is written for the bank 
by members of agricultural colleges. 
Sixteen booklets have been issued in 
the series in both French and English. 
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COMPLETE BANKING 
UNDER ONE ROOF 





Union Bank Money Engineering makes 
available specialized facilities which widen the 
scope of correspondent banking services. Let us 
put Money Engineering to work for your bank 
and its customers. 


STATEMENT 
OF CONDITION 


AS OF JUNE 30, 1955 








% OFFICERS Cash on hand and due from Federal Reserveand Other Banks $ 78,213,076.27 
SE Cegieman of he Bond US. Gaovertment Gecusities,... 6. 6 0s et cae hes 86,391,477.92 
pa MER Dc ea State and Municipal OE 5. ae cca cep eas 3,934,330.74 
= Joseph C. Lipman SCE CU CC ree ee ee eee 840,000.00 
S Fin Ponies cs Pen Rantied Berk Seach oo cic ews ewes 345,000.00 
> Paul E. Neuschaefer ee a ee ee re 105,152,436.20 
- eileen Noy oc oben EE CCRC REECE S 2,401,480.90 
me John W. Luhring | a i Ors eee sean ere Sener 152,915.03 
. Herr Me Maier | Sele Deposit Veuls.. 0... cece eee e ese 1.00 
- ‘ . -TZIKO . ° 
ps Lauren H. Conley oo a a re a 1.00 
z ne nate psa Customers’ Liability under Letters of Credit and Acceptances 2,979,351.66 
¢ , Warren P. Tenney EU 6 ss sad 4008s. 08 6 So Sa a 235,132.24 
> Vice President, Comptroller ; 
> Willian Wanon ee Se See... 2 ree ea $280,645,202.96 
Cashier 
i William J. Hunter o.e 
O Assistant Vice Presidents tib ce 
° Rod Maclean 
3 Leo C. Helfenberger 
W. Edwin Weir Capital 
: PhP ag an ee aso ee Oe $ 4,750,000.00 
= Assistant Cashiers NN wired: 6 wwe ale Spee 6,750,000.00 
Charles H. Landis P : : 
. - . ais aR 
: it. Sindee Undivided Profits. ........... 1,003,920.57 $ 12,503,920.57 
> Angee} Siahonnen Reserved for Contingencies “LY eee oe ea 1,434,819.31 
4 be “Frank Baas Reserved for Interest, Taxes, Dividends, etc. ........ 1,342,261.91 
™ Watlen 7 Saeed Liability under Letters of Credit and Acceptances. .... 2,979,926.66 
™ Eugene T. esse, be. Discount Collected—unearned. . 2... 1... eee ee 866,577.07 
“4 Warner Heineman ENG oe ee ee 221,520.51 
> William L. Olse ' ‘ 
- Fdwin Ziegler Deposits: Demand .......... $212,679,457.72 
m Harvey R. Walk ee ee ee 25,054,313.82 
m Sect tt tateaeen U.S. Government deposits 
> , a E. Tweedet and other public funds .. 23,562,405.39 261,296,176.93 
Anditer 
= Walter B. Hill TOTAL ADS 228 6 eee 6+ er awe ee ®. 0-6 6 '616 & 6.6 $280,645,202.96 
yn" 
TRUST DEPARTMENT , 

ro Viet Deedee — United States Government Securities carried at $33,967,625.00 in the foregoing 
= Samuel B. Burnham statement are pledged to secure public funds and for other purposes required by law 
© Assistant Vice President 
— = & Trust Officer 
5 Fay H. Kerns 
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Personnel News 


Basil E. Langfeldt, advertising 
manager of the Canadian Bank of 
Commerce, has been appointed execu- 
tive assistant of the business develop- 
ment division at the head-office at 
Toronto. Prior to his appointment as 


advertising manager, Mr. Langfeldt. 


was assistant manager of the bank’s 
main Toronto branch. 














B. E. LANGFELDT F. S. TAYLOR 


F. Stewart Taylor, assistant adver- 
tising manager of the Canadian Bank 
of Commerce, Toronto, since 1953, 
has been appointed advertising man- 
ager. 

ae 


John G. M. Clark 
has been appointed 
to the newly - cre- 
ated office of comp- 
troller at the Im- 
perial Bank of Can- 
ada, Toronto. Mr. 
Clark has served on 
the Foreign Ex- 
change Control 
Board and recently 
was secretary- 
treasurer of York Knitting Mills Ltd. 
He had also been associated with 
Messrs. Peat, Marwick, Mitchell & Co. 
for many years. 

. 4 


J. G. M. CLARK 


T. H. Saunders was incorrectly re- 
ported in the August issue of Bur- 
roughs Clearing House as being re- 
cently named manager of the New 
York Agency of The Canadian Bank 
of Commerce. Mr. Saunders was 
named as manager of the agency’s 
business development department. 
John Pogue is the bank’s agent at 
New York, a post he has held since 
last Fall. 


. 


Frank 8S. Moffitt, 
assistant general 
manager of The 
Royal Bank of Can- 
ada, in charge of 
investments at the 
Montreal head-of- 
fice since 1940, has 
retired on account 
of ill health, after 
39 years with the 
bank. Mr. Moffitt 
will continue to serve the bank in an 
advisory capacity. 








F. S. MOFFITT 
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/ DOUBLE TT is WINNING 


Community Good Will for Financial! Institutions 


+ COAST to COAST 











See Double TT in action J 
at ABA Convention 
Booths 31 and 32 























Electronically Reporting BOTH Time AND Temperature 
Alternately Every Five Seconds in Giant Lighted Numerals 
24 Hours a Day . . . 17,280 Times a Day 














From Coast to Coast... in scores of American cities . . 
DOUBLE TT is rendering a true and appreciated public 


service, winning community good will and scoring remark- 
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There’s nothing eise like DOUBLE TT. It is the only time 
and temperature reporter in its‘field. DOUBLE TT is to- 
U. S. Patent 1 day’s completely NEW WAY for financial institutions to 


No. 2,673,976 establish symbolized identification. 
Other Patents 


Pending Learn—NOW-—how the DOUBLE TT can benefit your insti- 
tution. Without cost or obligation, the names of present 
DOUBLE TT sponsors and their frank, unedited appraisals 


of DOUBLE TT will be sent you. Write today. 


Ask about the Brand-New DOUBLE TT, JUNIOR, 
CORRECT i Especially designed for smaller financial institution budgets. 
ii As mms : 


mae §=6AMERICAN SIGN AND INDICATOR CORPORATION 





Originators and Exclusive Manufacturers of DOUBLE TT... 
la the ONLY Time and Temperature Display Contractually GUARANTEED ACCURATE 
2 4.3 


ee to the Minute in Time, to the Degree in wormperarere: 
TEMPERATURE DOUBLE TT IS LOCALLY SERVICED AND MAINTAINED. THROUGH 
L SINCE 1878 | 


Home Office, East 808 Sprague, Spokane 3, Washington a 
Chicago Sales Office, 141 Jackson Boulevard, Chicago 4, Illinois 
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NEW BANKING QUARTERS across the nation! 


It’s a matter of pride with us, we have an 
enviable business franchise—our good 
reputation with the people for whom 
we have worked. We are grateful to 


\\ 
ay We these friends for the spontaneity with 
4 & 
~ \ which they have commended our efforts; 
we hold such trusts in high regard. 
_ It takes coordinated planning by men 


who know banking problems to 
CUNNEEN 
( \ DESIGNERS 


achieve the desired results. 
Contact us today. Your inquiry 
Visit our Display <n 

















\ . . 
will be welcome and receive 
prompt attention. 


at the Sist Annual ° 
A.B.A. Assoc. Conv. Offices: 1225 Vine St., Philadelphia 7, Pennsylvania 
Conrad Hilton Hotel 1052 West Sixth St., Los Angeles 17, California 
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THE BOOKLET COUNTER 








Outlook for Business .. . In this 
booklet produced by The First Nation- 
al Bank of Chicago, Illinois, eleven 
distinguished executives, representing 
a cross-section of American business, 
express their views on the outlook for 
business in the closing months of 1955. 
The booklet was produced for The 
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for the last six months of 1955 
By 
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HAROLD 8. VANCE 
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Predictions by industries 


First National’s customers and friends 
after the bank received so many favor- 
able comments on a similar outlook 
made for the first half of 1955 by the 
same business leaders at a panel dis- 
cussion last December. Financial offi- 
cers will want to read these timely, 
authoritative views on the future of 
credit and interest rates, as well as 
various industries, including farm 
equipment, household appliances, etc. 


Institutional Advertising . . . Pro- 
duced by a Dallas, Texas bank and en- 
titled “The History of Preston Road,” 
this folder shows how a bank or other 
financial organization can use some 
part of its community’s history to 
create effective institutional advertis- 
ing. In illustrated copy and by sig- 
nificant years, the folder traces for 
the reader more than a hundred years 
of the road’s history, introducing his- 
torical characters and places along the 
way. The back page advertises the 
bank’s “complete banking services” 
and shows the bank’s location on “‘his- 
torical Preston Road” in relation to 
other points and streets in the city. 


Human Relations Program Aids 
. . « Here are two offerings prepared 
by a firm of financial advertising 
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specialists to help banks and other 
financial organizations in their human 
relations programs. One booklet is en- 
titled “How do you rate on the pop- 
ularity poll?” It illustrates and de- 
scribes the use of 24 syndicated 
posters produced by the advertising 
firm to help bank staff members: Win 
friends faster by smiling more often, 
by avoiding arguments, etc; Under- 
stand people better by being patient, 
by being a good audience, etc.; and, 
make better impressions by looking 
their best, by being courteous, etc. The 
other offering is a separate sheet that 
gives a step-by-step procedure on how 
to conduct a staff meeting on human 
relations, using the posters. 


Business & Trade Report on 
Canada ... Banking and other finan- 
cial officers will find this comprehen- 
sive, illustrated report prepared by the 
foreign department of a large New 
York City bank of interest and value. 
It contains a wide scope of information 
on Canada’s postwar upsurge, the 
financing of economic development, on 
the principal industries and natural 
resources of Canada, and on the na- 
tion’s foreign trade, monetary system 
and financial policies. “Coming from 
a major U. S. financial institution,” 
said an editorial recently on the book- 
let in a leading Canadian financial 
newspaper, “this makes reassuring 
reading for Canadians, and for foreign 
investors in our young economy.” 


How Much to Pay for Your Home 
. .. This informative type of booklet 
can win friends fast for the bank or 
other financial institution using it. The 
booklet was produced by a large New 
York savings bank to provide its cus- 
tomers and potential customers with 
information on such practical ques- 
tions as: How much to pay for a home, 
how to finance it, and what to expect 
for the amount of money that can be 
afforded. The booklet describes the 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 

















workings of and gives example interest 
tables on the conventional, FHA-In- 
sured and VA-Guaranteed mortgages 
and explains the operation of open-end 
mortgages. It also gives building 
pointers for those who plan to build 
their homes. 


Credit Union Yearbook ... A 
handy and complete compendium of 
information on the Credit Union Na- 
tional Association. The booklet treats 
of some 40 different subjects related 
to the credit union movement, includ- 
ing its history and methods of opera- 


the 


credit 
union 


yea rbc OR 
1955 








A valuable reference 


tion, growth and present status, a 
statistical report on the number, 
membership, assets, etc. of credit 
union in each state, and a directory of 
the Credit Union Leagues in the West- 
ern Hemisphere. It also lists the names 
and addresses of CUNA directors in 
each state. Other chapters describe 
CUNA services such as the insurance 
society, supply co-operative, etc. 


New Quarters Booklet . . . Banks 
and other financial organizations com- 
pleting new or modernized buildings 
in recent years have found many in- 
teresting ways of advertising their 
new quarters in booklet form to their 
customers and friends. This outstand- 
ing job in a new quarters booklet by 
a bank in Seattle, Washington, will 
provide many ideas for other organi- 
zations contemplating such a project. 
The booklet is beautifully colored and 
keynotes simplicity in describing and 
portraying the bank’s new facilities. 
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Burroughs Sensimatic 
Coupon-Leager Plan 


for installment loan accounting 








com 














Re ee — 


OMPLETE, legible information 

for each installment, including 

balance after payment, is right 
on the customer’s coupon. That’s how 
Burroughs Coupon-Ledger Plan 
stimulates mailed-in payments. Man- 
chester Trust Company, Manchester, 
Conn., found their mail payments 
increased more than 50% when they 
nome to this exclusive plan for 
installment loan accounting with a 
Burroughs Sensimatic. 


The protection and convenience of 
this = are especially important. 
On the versatile Sensimatic the con- 
tinuous strip of coupons and the 
ledger are pre-scheduled simultane- 
ously, assuring identical figures. Each 
posting of a paid coupon is proved 
on the Payment Journal. The amount 
of any error is printed, localized for 
quick correction. Partial payments 
are handled with ease. 


Better customer service actually costs 
less, too. The Manchester Trust 
Company finds that five customers 
are now being served in the time it 
formerly took for one. Three tellers 
do the work that used to require 
four, and these three can still handle 
a 50% increase in regular work load. 


Here are all of the advantages of a 
coupon installment plan, without the 
disadvantages. Ask our representa- 
tive to explain it in detail. He’s listed 
in your telephone book. Burroughs 
Corporation, Detroit 32, Michigan. 


“Burroughs” and “Sensimatic” are trade-marks. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Trust Receipt Financing 

A trust receipt has been defined as 
“a useful and convenient method of 
financing commercial transactions.” 
By means of a trust receipt a title 
passes directly from the manufacturer 
or seller to the banker or lender who, 
as owner, delivers the goods to the 
dealer. Thus the banker or lender acts 
secondarily in behalf of the dealer, to 
whom title goes ultimately when the 
primary right of the lender has been 
satisfied. 

In this case the Commercial Credit 
Corporation, as entruster, and Bosse 
Motor, Inc., as trustee, filed a state- 
ment of trust receipt financing with 
the Idaho Secretary of State. Nash 
Motors then shipped an automobile to 
Bosse Motor, Inc. and drew a sight 
draft on Commercial Credit Corpora- 
tion for the price of the automobile. 
Commercial Credit paid the sight 
draft and Bosse Motor, Inc. executed 
a trust receipt in favor of the Credit 
Company for the amount of the draft, 
plus freight. 

About a month later, Bosse Motor, 
Inc. sold and delivered the automobile 
to Bosse Nash, Inc. for the $1995, 
covered in the trust receipt. Bosse 
Nash, Inc. delivered its check to Bosse 
Motor, Inc., and the latter deposited 
the check in its account at the bank, 
and drew on that bank for its check 
to Commercial Credit. However, be- 
fore the check cleared, the bank ac- 
count of Bosse Motor was attached for 
payment of back taxes, and the 
bank exhausted the account by pay- 
ments to the sheriff under the attach- 
ment. Thereupon, Commercial Credit 
brought action to recover the $1995 
from the sheriff, and the suit was 
successful. 

Acting in behalf of the U.S. Govern- 
ment, the Commissioner of Internal 
Revenue contended that the purported 
sale to Bosse Nash, Inc., was not a 
sale in the ordinary course of trade 
and was unauthorized and void. There- 
fore, the Commissioner contended 
further, Bosse Motors still retained 
the ownership of its security interest 
in the automobile after the sale, and 
its rights to protect its security inter- 
est were limited to a recovery of the 
automobile. 

The Supreme Court of Idaho, how- 
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ever, upheld the security interest of 
the Commercial Credit Corporation 
over the prior tax liens of the Govern- 


ment. The liberty to sell possessed by 
an automobile dealer, said the court, 
is not confined to selling in the or- 








YOU CAN 
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BANK ON 


to help you win and hold 


checking account customers 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


check sets in the field . . 


. and still cost less. 


Judge for yourself. Write for sample check set. 


We help you 
FIND 
customers 


with newspaper ad mats, car cards 
and radio spot announcements. 


We help you 
SERVE them 


en, a 


We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 








(G We help you 
, SELL them 


with counter and lobby 
posters, folders and 
illuminated displays. 


Vv No initial outlay. for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


V Personalized plans that feature 
top quality imprinting. 


More popular with Customers 





400 MADISON AVENUE, NEW YORK 17, N.Y. 


NAPERVILLE, ILLINOIS 
Booths 73 and 74, A.B.A. Convention, Chicago, Ill., Sept. 25th-28th. 
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Weston Bond, a superb rag content. 
paper, imparts an obvious air of 
importance to your letterhead. 

Its new, brighter white is a perfect 
background for clean-cut 

contrast in typing, writing and 
printing. Economical, too. 


Tell your printer to use WESTON 
BOND. He'll approve, heartily, for 
letterhead and matching envelopes! 


free: Sample Book. Write Dept. BU 


BYRON WESTON COMPANY 
DALTON, MASSACHUSETTS 


Makers of Fine Papers for Business Records Since 1863 








Keep expensive steel file space 
_ active by transferring inactive’ 
records to Liberty Storage Boxes. - 
. Liberty Boxes are best becaus: 





@ 25 Standard Stock 
Sizes ... special 
sizes made to order 

@ Patented Closure is 
easy-to-use, keeps 

@ Records are protected records clean 
against dust and @ Take years and years 
spilling of rough usage 


®@ Highest quality 
materials throughout 

ra Sy 4 ai letoli 9g 
makes locating any 
record easy 





Sold by all leading stationers 


Send today for FREE Catalog B pew 
and describing economical record storage 
products for every business. 


BANKERS BOX COMPANY 


720 S. Dearborn Street « Chicago 5, Illinois 
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every paper jacket is old-fashioned 
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is the revolutionary 
transparent 


vinyl jacket 


@ costs less than constant 
paper jacket replacements 


@ is always clean and bright 


@ lasts longer than the bank 
book 


s requires no imprint 
@e SHOWS OFF bankbook covers 


*We specializ 

made vinyl jac 

books, coupon DOORS 

e Send for sample and 
prices now! 
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SAVINGS SPECIALTIES 


CO., 231 S. LaSalle St. 
Chicago 4, Ill. 

















dinary course of trade. 

“If the entruster,” declared the 
court, quoting from the Uniform 
Trust Receipts Act, “consents to the 
placing of goods subject to a trust 
receipt transaction in the trustee’s 
stock in trade, or in his sales or ex- 
hibition rooms, or allows such goods 
to be so placed or kept, such consent 
or allowance shall have like effect as 
granting the trustee liberty of sale of 
the goods.” 

The court pointed out that the 
statute deals both with sales in the 
ordinary course of trade, and with 
sales to others than buyers in the 
ordinary course of trade, and with the 
respective rights arising out of such 
transactions between such purchasers 
and the entruster. The statute no- 
where prohibits sales other than in 
the ordinary course of trade where 
the trustee has the approved liberty of 
sale. 

Commercial Credit Corp. v. Bosse, 283 
P.2d 937 (1955) 
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Credit Union as 
“Banking Institution’’ 

The Supreme Court of Michigan re- 
cently affirmed that a credit union was 
a “banking institution” within the 
meaning of the state’s statute, pro- 
viding that payment by a “banking 
institution” to one of the co-owners of 


| a joint account discharged the obliga- 
tion. But the Court went on to hold 
| that the obligation in this case was not 
| discharged since the credit union had 
| not abided by its own by-laws, and 
| since one of the owners of the joint 


account had actually misrepresented 
himself. 

The plaintiff, a long-time employee 
of the Pere Marquette Railroad, 
amassed his savings in the employees’ 
credit union. He made his son the joint 
owner by opening a joint and sur- 
vivor account, so that upon his death 
his son would receive the money. The 
son never made a deposit and never 
had the passbook which was in the 
father’s safe deposit box. Neverthe- 
less, he forged his father’s name to 
withdrawal slips and by cashing the 
checks received for the withdrawal 
slips, dissipated the fund in a matter 
of weeks. 

When the father, nearing retire- 
ment, decided to purchase a farm, he 
called on the credit union for money 
to make a down-payment. He then dis- 
covered the loss, and sued the credit 
union. He was unsuccessful in the 
court below, but the state Supreme 
Court reversed the decision in order to 
favor him. 

The Supreme Court ruled out the 
plaintiff’s contention that payment to 
one co-owner of a joint account did 
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not discharge the payor’s obligation on 
the ground that the payor was not a 
banking institution. But the Court 
found that insofar as payments were 
made upon the plaintiff’s purported 
authorization, the defendant made the 
payments without authorization in 
fact, and did not make payment to a 
joint owner as such, since payment 
was made to the son not in his capacity 
as joint owner but rather as the im- 
personator of his father. 

The by-laws of the credit union con- 
tained detailed provisions as to the 
function of the passbook. Among these 
were that money paid in should be 
evidenced by the book, that every 
entry therein should be initialed by 
the person “receiving or paying out 
the money,” and that no money should 
be received or paid “unless the pass- 
book is presented for the proper entry 
to be made therein.” 

The by-laws went on to say: “In all 
cases a payment upon presentation of 
a passbook shall be a discharge to the 
corporation for the amount so paid.” 
The court found that since the pass- 
book was not presented by the son and 


the proper notations made therein, the | 


credit union was not discharged, be- 
cause it assured the plaintiff that his 
money could not be withdrawn unless 
the passbook was presented. Said the 
Court, ““‘The passbook not having been 
presented, upon what possible theory 
can payment by defendant be justi- 
fied ?” 

At the time the case was instituted 
the whereabouts of the son was un- 
known. The defendant claimed that 
the son had to be joined in the suit 
in order for the plaintiff to be sucess- 
ful, since the son was a co-owner. The 
Court found this rule requiring joint 
obligees to sue did not apply in the 
instant case because the promise not 
to pay out on the account without 
production of the passbook was a sev- 
eral promise to each co-owner rather 
than a joint promise. 

La Valley v. Pere Marquette Em- 
ployes’ Credit Union, 70 N.W. 2d 798 
(1955). 
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Trust Funds Inviolable 

In this case, which was tried before 
the United States Court of Appeals, 
Eighth Circuit (Minnesota), a bank 
official admitted on examination that 
he knew that the general account of 
an insurance company’s agent was 
partially made up of premiums col- 
lected for and belonging to the insur- 
ance company. Yet the bank accepted 
the insurance agent’s check in pay- 
ment of his indebtedness to the bank. 

Under Minnesota law a bank may 
not apply trust funds deposited by an 
agent or trustee in his own name to 
the agent’s or trustee‘s indebtedness. 
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FOR HIGH - SPEED COLLECTIONS 


IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis 


posal. 
Banco 


FOUNDED 1895 
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BANK SIGNS 


Desk Plates @ Bulletin Boards 
Finest Quality — Lowest Prices 
Write for FREE Catalog 
Architectural Bronze Corp. 
2336 W. Belmont, Chicago 18 

















Although another statute provides 
that a bank is authorized to pay the 
amount of a personal check or a 
fiduciary drawn on an account in his 
own name as fiduciary without be- 
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ARE YOU LOOKING TOWARDS PERU...” 


The promotion of Peruvian foreign trade has been 


one of the main objects of our bank ever since its 


foundation over 65 years ago. If you are interested 


in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


80 Offices Throughout the Country 


CAPITAL 
SURPLUS 


S$ /.80,000,000.00 
S /.66,338,521.64 


"Peru's Oldest National Commercial Bank" 

















MAKE YOUR WORK 


.. EASIER 


and 


BETTER 


Why waste 
time (that’s 
money!) looking for papers 
that should be at your fin- 
gertips? And can be!—if 
you use ACCObind Folders 
or ACCOpress Binders for 
filing your correspondence, 
invoices, reports and other 
papers. You’ll get more done, 
easier, better, cheaper and 
have a real “file and A 
find” system with 
Accobinding. Ask 4Y 
ty 


your stationer. Wi 


ACCO PRODUCTS, INC. 


OGDENSBURG, N. Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 
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OFFICE 
GUIDE 


Just off the press! 292 
pages of ideas and equip- 
ment to ease and shorten 
office work. 


FREE to Purchasing and 
Office Executives. Request 
on business letterhead. 








“Built like a 
Skyscraper” 


Largest Exclusive 
Maker of Office Fur- 
niture and Filing 
Equipment in the 
World. 
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MUSKEGON 32, MICH. 
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coming liable to the principal, it was 
held not to be a defense to the insur- 
ance company’s action for an account- 
ing. The court held that the funds in- 
volved were trust funds and known 
by the bank to be such. 

An agreement between the insur- 
ance company and its agency read as 
follows: ‘“‘All moneys paid by the 
policy-holders to the agent, or to any- 
one representing him, shall be held by 
and chargeable to the agent as a 
fiduciary trust for and on behalf of 
the Company, and shall be paid over 
to the Company as hereinafter pro- 
vided... .” 

While there was no evidence that 
the bank actually saw this agreement, 
it did know that funds received under 
some such agreement were co-mingled 
in the general account of the agency. 
The insurance company, on the other 
hand, was unaware of the fact that 
the agency was co-mingling the funds 
entrusted to it. 

When the bank discovered that most 
of the collateral given it by the agent 
as security for advances to the agent 
consisted of forged instruments, the 
bank attempted to exercise its right 
of set-off against the entire balance 
in the agency account. The court de- 
clared the primary question was 
whether the deposits or such parts 
thereof as could be identified as rep- 
resenting premiums paid to the agency 
on insurance policies constituted trust 
funds, and answered that question in 
the affirmative. 

Quoting from another Minnesota 
case, the Court said: “[The] rule is 
that a bank, even though it has no 
express or implied knowledge of the 
true ownership of the fund deposited 
in his own name by the trustee or 
agent, cannot apply such fund to the 
individual debt of such trustee or 
agent, where the lack of knowledge has 
not resulted in any detrimental change 
in the bank position and no superior 
equities have arisen in its favor.” 
Bank v. National Indemnity Co., 222 
F.2d 513 (1955). 


A.B. A. 
CONVENTION 


CONTINUED FROM PAGE 40 


lowing the traditional afternoon recep- 
tion and tea in the Grand Ballroom of 
The Conrad Hilton, there will be a 
full concert by the Chicago Symphony 
Orchestra, directed by George Schick. 
There will also be an Informal Recep- 
tion Hour Tuesday at 5 p.m. at both 
The Conrad Hilton and The Palmer 
House. 

During the convention, the A. B. A., 
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will be host to the bankers’ wives at 
a ladies luncheon and fashion show. 
This will be held two days, Monday 
and Tuesday, at 12 noon, in the Grand 
Ballroom of The Palmer House to 
accommodate the large registration of 
women attending this year’s conven- 
tion. 

As an added entertainment feature, 
a special showing of the General 
Motors Corporation’s Powerama will 
be held Sunday, the opening day of 
the convention. This showing was 
arranged by General Motors at the 
invitation of the A. B. A.’s Chicago 
Convention Committee. 

Delegates and their wives may at- 
tend the Powerama beginning at 
10:30 a.m., with special buses provid- 
ing transportation from the city’s 
major hotels. A performance of the 
Powerama stage show is scheduled for 
the banking group for 12 noon. 

Powerama is being held on a 23-acre 
lakefront area adjoining Soldiers’ 
Field. It was opened to the public 
August 31. On hand to welcome the 
A. B. A. group Sunday will be Harlow 
H. Curtice, president, and other Gen- 
eral Motors executives. 

Among the things the visiting 
bankers will see are a new lightweight 
passenger train, a 
automobile, an M-48 tank, an F-89 
fighter plane, the world’s largest dump 
truck, an oil-drilling rig in operation, 
an operating sawmill, an operating 
cotton gin, a high-speed diesel locomo- 
tive that passengers may operate, a 
full-scale exhibit of the steps in road 
building, plowing demonstrations, 
earth-moving, and other operations. 


EGISTRATION for the conven- 

tion will be at The Conrad Hilton. 
The big hotel will also be the center 
of all business activities, including 
both the division meetings and the 
general sessions. Convention desks 
will be set up and manned in both the 
Conrad Hilton and the Palmer House 
to provide information on all activities. 

The convention will get under way 
Sunday with the annual meetings of 
the A. B. A.’s commissions, committees 
and councils, which are the associa- 
tion’s working groups. 

Agricultural breakfast. This is 
certain to be a popular meeting this 
year and well attended, particularly 
by country bankers. The featured 
speaker is Charles B. Shuman, presi- 
dent of the American Farm Bureau 
Federation, Chicago, who will discuss 
an extremely important. phase of the 
economic outlook, “Agriculture Looks 
to the Future.” Presiding at the meet- 
ing will be Jesse W. Tapp, chairman 
of the A. B. A.’s Agricultural Commis- 
sion and chairman of the board, Bank 
of America N. T. & S. A., Los Angeles. 
The breakfast will be held in the Wal- 
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dorf-Astoria Room at The Conrad 
Hilton, Tuesday morning, at 8 o’clock. 

Independent Bankers’ Breakfast. 
Stanley S. Barnes, Assistant Attorney 
General of the United States in charge 
of the Antitrust Division of the De- 
partment of Justice, will be guest of 
honor and speaker at the annual Inde- 








imitation leather or plastic 
commercial passbooks and 


pocket check cases 








Obviously, a person opening an 
account in a bank must be provided 
with a checkbook. In the old days 
such checkbooks were of the 
“over-the-counter” variety, bearing 
no imprint of the customer’s name. 
Later, imprinted checks were 
provided, on request and at modest 
cost, with a limited selection of 
styles to choose from. Today, most 
banks provide whatever style the 
customer wants—and charge him 
accordingly. 


The easiest way to give the customer 
exactly what he wants is to allow 
him to make his selection from the 
DeLuxe Catalog. The checks 
displayed therein are high in quality, 
modest in cost, and varied in style 
and color. Almost any customer can 
find the check he wants in a matter 
of a few minutes, and can get 
delivery in a few days. The bank can 
place the order for him with a 


minimum amount of effort and— 
not to be overlooked—can recover 
its entire cost. 


Catalog checks from DeLuxe, even 
though they vary greatly in design 
and binding to fit the needs of all 
customers, are standardized with 
respect to format so they present no 
processing problems to those who 
handle them in banks. Yet, the 
individuality of the bank title is 
preserved because it is printed from 
high quality title plates that make it 
look just about as attractive as the 
finest lithography. 


Whereas catalog checks used to 
represent the “‘occasional’’ order, 
they now represent the bulk of the 
check usage in many banks. 
Customers buy them at low cost and 
banks usually get full recovery, so it 
is easy to give the customer exactly 
what he wants if you keep a DeLuxe 
Catalog within easy reach. 
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pendent Bankers breakfast at the 
A. B. A. convention, it is announced 
by Harry J. Harding, president of the 
Twelfth District Independent Bankers 
Association, which sponsors the event. 
The breakfast, a non-official but tradi- 
tional feature of A. B. A. conventions, 
will be held Monday morning at 7:45 
o’clock in the Gold Room of The Con- 
gress Hotel. Judge Barnes will speak 
on a timely and vital subject, “The 
Antitrust Division Looks at Bank 
Mergers.” 

General Sessions. President Living- 
ston, keynote speaker for the conven- 
tion, will deliver the opening address 
at the first general session on Tuesday 
morning in the Grand Ballroom of the 
hotel, Mr. Livingston will report on 
the year’s activities of the association 
and present his views on the events 
that are shaping up for the future. 

Following the A. B. A. president’s 
address, Under Secretary of the Treas- 
ury, W. Randolph Burgess will extend 
his “Greetings from the Treasury” to 
the convention. 

A second major address of the first 
general session will be delivered by 
Robert Cutler, White House Consult- 
ant to the National Security Council, 
Washington, and chairman of the 
board, Old Colony Trust Company, 
Boston, Massachusetts. His topic will 
be, “The Dependence of our National 
Security Upon a Strong National 
Economy.” 

At the second general session on 
Wednesday, the first speaker will be 
Clarence B. Randall, chairman of the 
board, Inland Steel Company, Chicago. 
Mr. Randall will address the conven- 
tion on “‘A Creed for Free Enterprise.” 

Mr. Randall will be followed on the 
Wednesday morning program by Gen- 
eral Alfred M. Gruenther, United 
States Army, Supreme Commander, 
Allied Powers Europe, Paris, France. 
General Gruenther’s address will be 
on “The Defense of Europe—A Prog- 
ress Report.” 

Concluding the second general ses- 
sion will be the election and installa- 
tion of officers for the coming year, 
and the report of the association’s 
Resolutions Committee. 

Savings-Mortgage Division. The an- 
nual meeting of the Savings and 
Mortgage Division will be held Mon- 
day morning at 10 o’clock in the Wal- 
dorf Room. It will include two timely 
addresses and the election of the 
division’s officers for the coming year. 

First on the program will be the 
address of the division’s president, 
Joseph R. Jones, vice-president, 
Security-First National Bank of Los 
Angeles. Mr. Jones will discuss “Mort- 
gage Credit and Savings in Today’s 
Economy.” 

The second major address of the 
meeting will be by Allyn Evans, presi- 
dent, Lionel D. Edie and Company, 
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investment counsel and economic con- 
sultants, New York City. As an invest- 
ment authority, Mr. Evans can be 
counted on to present the division with 
some enlightening information on 
“1956—a Year of Normal Growth.” 

State Bank Division. This impor- 
tant division will also hold its annual 
meeting Monday morning at 10, but 
in the Grand Ballroom of the hotel. 
It has an intriguing program to pre- 
sent to its members. 

This will open with the address of 
President Ben S. Summerwill, chair- 
man of the board, Iowa State Bank and 
Trust Company, Iowa City, Iowa. Mr. 
Summerwill will report on the achieve- 
ments of his division and discuss the 
“state banking” outlook. 

Next will be a message from G. M. 
Matthews, representing the National 
Association of Supervisors of State 
Banks, and Commissioner of Banking 
in Wisconsin. 

A. L. M. Wiggins will be the con- 
cluding speaker on the State Bank 
Division’s meeting. As banker, rail- 
road executive and former Assistant 
to the Secretary of the Treasury, Mr. 
Wiggins is certain to deliver an inter- 
esting address. His topic will be: 
“Banking on Democracy.” 

National Bank Division. The first 
order of business on this division’s 
annual meeting, Monday afternoon, in 
the Grand Ballroom, will be a report 
by its Vice-President Gibbs Lyons, 
president of the First-Stamford Na- 
tional Bank and Trust Company, 
Stamford, Connecticut. 

It is at this meeting also that Comp- 
troller of the Currency Ray M. Gidney 
will extend his greetings to the conven- 
tion. The “Remarks” he has promised 
to deliver can be depended upon to 
include some helpful thoughts. 

C. Canby Balderston, vice-chairman 
of the Board of Governors of the 
Federal Reserve System will also honor 
the national bank division with his 
presence on the platform. He will de- 
liver a full-scale address on “Pros- 
perity, Policy and Prudence.” 

Trust Division. An especially inter- 
esting program has been prepared for 
this year’s annual meeting of the trust 
division. 

It will open with greetings from the 
president of the Corporate Fiduciaries 
Association of Chicago in the person 
of Merwin Q. Lytle, vice-president, 
Harris Trust and Savings Bank, Chi- 
cago. 

Next will be the address of the 
division’s president George C. Barclay, 
vice-president, City Bank Farmers 
Trust Company, New York, New York. 

Following Mr. Barclay will come a 
panel of four 10-minute talks on 
“Trust Business in 1955—A Report 
and a Prediction.” Participants in this 
feature of the trust meeting will be: 
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everywhere. For easier, quicker, more complete 
reference, order your copy of the SEPTEMBER 1955 
EDITION. Your order is your guarantee of the 


finest in bank directory service. 


R. L. POLK & CO., 72bbshers 


130 FOURTH AVE.,NO. @ 


NASHVILLE 3, TENN, 








FOR SALE BRANDT AUTOMATIC 
CASHIERS 
MODEL 150 $277.50 each. SAVE $120.00 each. 
Reconditioned and guaranteed like new. Other 
models from $165.00. Machines sent on approval. 


RELIABLE EQUIPMENT CO. 
3630 N. Gale St. Indianapolis, ind. 








Phone Liberty 7-0015 











John W. Remington, president, Lincoln 
Rochester Trust Company, Rochester, 
New York; N. Baxter Maddox, vice- 
president and trust officer, The First 
National Bank of Atlanta, Atlanta, 
Georgia; Joseph W. White, vice-presi- 
dent, Mercantile Trust Company, St. 
Louis, Missouri; and H. M. Bardt, 
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vice-president and senior trust officer, 
Bank of America N. T. & S. A., San 
Francisco, California. 

The chairmen and vice chairmen of 
the committees, representing the Chi- 
cago banks for the convention, are: 

General Committee: Solomon A. 
Smith, chairman. 

Executive Committee: George S. 
Allen, chairman, and C. Edgar John- 
son, vice chairman. 

Arrangements Committee: M. A. 
Georgen, chairman, and Paul M. Car- 
rick and William M. Haddow, vice 
chairmen. 

Entertainment Committee: William 
H. Miller, chairman, and John S. 
Gleason, Jr., and O. B. Wallace, vice 
chairmen. 

Finance Committee: Herbert V. 
Prochnow, chairman, and William O. 
Kurtz, Jr., and John F. Mannion, vice 
chairmen. 

Halls and Meeting Places Commit- 
tee: Donald McDougal, chairman, and 
Norville A. AuBuchon and Walter C. 
Streeter, vice chairmen. 

Hotel Committee: Fred M. Naber, 
chairman, and Charles F. Newhall, vice 
chairman. 

Information and Publicity Commit- 
tee: Robert Lindquist, chairman, and 
Davis G. Kirby and Harold W. Lewis, 
vice chairmen. 

Reception Committee: John W. 
Nichols, chairman, and Gaylord A. 
Freeman, Jr., and A. Newell Rumpf, 
vice chairmen. 

Registration Committee: John H. 
Klug, chairman, and Louis H. Ham- 
merstrom and George W. Miller, vice 
chairmen. 

Transportation Committee: Na- 
thaniel M. Symonds, chairman, and J. 
Roy West, vice chairman. 

Ladies Committee: Mrs. Homer J. 
Livingston, honorary chairman, and 
Mrs. Solomon A. Smith, chairman, and 
Mrs. George S. Allen and Mrs. C. 
Edgar Johnson, vice chairmen. 


REVOLVING 
CREDIT 
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later, however, we arranged a sym- 
posium with interested correspondents. 
Over eighty-five bank officers came to 
study our operation. Details of First 
Check-Credit Account are protected 
by copyright, but we are always glad 
to discuss them with our correspond- 
ents who may be considering the plan 
for use in their area.” 

Newspapers, radio, television and 
billboards were used by the bank for 
the announcement and promotion of 
the plan. These featured many of its 
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advantages, but the principal emphasis 
was usually put on the theme, “With 
a First Check-Credit Account, you can 
borrow money by writing checks.” 
While the fundamental idea of the 
plan is quite simple, Mr. Smith states, 
the details are not. The bank found, 
however, that the public grasped the 
idea with real understanding very 
quickly. A coupon was used in the 
bank’s newspaper advertising, and this 
helped to get the program off to a fast 
start. At first, there was some fear 
that the newspaper coupons would 
bring a lot of worthless inquiries and 
requests from outside the bank’s area. 
These fears did not materialize. 

“Half a year is not a very long time 
for something as new and different as 
First Check-Credit,” concluded Mr. 
Smith, “but I am convinced that the 
idea is destined to be an increasingly 
important factor in the instalment loan 
business. We are sure that the idea as 
developed at The First National Bank 
of Boston represents a lot of conven- 
ience and economy for both the bank 
and the public, and that is a fair mea- 
sure of the worth of any service.” 


NABAC 
MILESTONE 
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your field of work, give you much per- 
sonal satisfaction and greater busi- 
ness success. You have worked hard to 
become more proficient in the NABAC 
field. It must follow that this carries 
with it your obligation to provide your 
bank with the highest quality of serv- 
ice and to help the men in other banks 
to improve their knowledge in this 
field.” Mr. Lichtfeldt, who is comp- 
troller of First Wisconsin National 
Bank, Milwaukee, also charged the 
graduates to “carry on the valiant 
fight which NABAC has been waging 
to keep temptation out of banking.” 

Association President Robert H. 
Shepler stressed the value of what has 
been acccomplished by the school dur- 
ing the past three years. Since its 
inception in the summer of 1953, it has 
already made its mark in the fields 
of bank accounting, audit and control 
said Mr. Shepler. ‘‘As each class gradu- 
ates in the years to come, the bank- 
ing industry will be helped tremen- 
dously.” Mr. Shepler is vice-president 
and cashier, The Denver National 
Bank, Denver, Colorado. 

Delivering the major address at 
the exercises, Dr. Leroy H. Lewis, 
educational director, The American 
Institute of Banking, congratulated 
School Director Lichtfeldt for his “su- 
perb quality of leadership” and officers 
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of the national association “for their 
official sponsorship of the school.” 

Dr. Lewis*credited NABAC with 
being among the pioneers in adult 
education. “You saw a need for ad- 
vanced education in your field,” he 
said. “The success of your efforts is 
indicated by a student body this year 
five times as large as two years ago.” 

Adult education, Dr. Lewis told 
the graduates, is a continuing process. 
“It cannot stop when you receive your 
diplomas tonight; it must really just 
begin, for you know your personal 
and professional growth depend, in 
large measure, upon it.” 

Discussing the extensive facilities 
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for education in banking, Dr. Lewis 
said that “No industry in America 
has, within the framework of its own 
business, as complete or comprehensive 
a program of tailor-made formal edu- 
cation as does the banking business. 
As far back as two years ago, 42 state 
bankers associations were sponsoring 
71 school-type courses of instruction 
for bankers in a number of banking 
subjects.” In addition to these, he 
pointed out that there were 9 regional 
and national banking schools. The serv- 
ices of the 80 school programs can be 
wisely recommended to management, 
Dr. Lewis said, as a vital force in the 
formal education of potential execu- 
tives. 


CLARK-TAYLOR 
BOND CLUB 


CONTINUED FROM PAGE 48 


for members of our state bankers asso- 
ciation, to explain the program. 

2. Purely social—a very rare occur- 
rence. This was held on a Saturday 
afternoon, and the host was the banker 
at Bruce, our most northern member, 
whose situation in a wooded resort 
area made this an enjoyable outing for 
the bankers and their families. 

3. A warehouseman discussed field 
warehousing and warehouse receipt 
financing. 

4. An insurance company executive, 
a director of a member bank, talked 
on various types of insurance coverage 
on banks and on their borrowers. 

5. A Farmers Home Administration 
official talked on its soil, water, and 
home ownership loans. 

6. An American Dairy Association 
staff member spoke on what the banks 
can do to participate in dairy products 
promotion—a lively subject in our 
area. Also on the program were the 
heads of two large dairy products 
processing units in the area who are 
active in the American Dairy Asso- 
ciation. 


N the judgment of most of the mem- 

bers the club exists for business 
purposes and no other. We make an 
occasional exception, like our recent 
trip to the North Woods. Occasionally 
some member comes up with a sug- 
gestion that would change the di- 
rection of the club policy. We have had 
a few meetings to which all member 
banks were invited to bring their 
entire staffs as well as directors, a 
total of about 250 people. We held one 
such meeting in a school auditorium, 
showing a public relations film on how 
to deal with the public. There have 
been other meetings for all employees. 
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But, in general, we have kept pretty 
busy taking care of the officers, di- 
rectors, and the young men who are 
in line for officer jobs. We see this as 
our real purpose for existing. 

One type of meeting partakes a little 
of fun. This is our occasional trip to a 
correspondent city at the invitation of 
some big bank. These trips are usually 
set up to include a morning of earnest 
meeting, and then some entertainment 
such as a ball game. However, the 
difficulty here is that only a few can 
take the trip. 

Most members of the club share a 
common idea as to the course that it 
should follow. Our idea is that as long 
as the club runs under its own power 
and sticks to banking subjects, this 
of itself proves that the club is worth 
continuing. 

When and if eventually it loses 
momentum, it will mean that the club 
has served its purpose and is ready 
to be disbanded. 

The club has a flexible and highly 
informal budget. When the secretary 
begins scraping the bottom of the 
barrel, he notifies each member bank 
to send in $50. The resultant $750 
generally lasts between two and three 
years, before the next assessment. The 
sole fixed expense is an expense allow- 
ance of $15 per month to the secretary, 
to cover telephone tolls, postage, and 
the like. There never has been a drop- 
out of membership. We have added a 
few members since the start in 1939, 
always by unanimous consent and gen- 
erally on the urging of a member who 
wished ~some outstanding neighbor 
bank admitted to the club. Our present 
membership of 15 seems adequate. If 
we had more members, our meetings 
would inevitably become more stiff 
and cumbersome. 


ISITING bankers who attend our 
meetings usually go home fired 
with a zeal to set up a similar organi- 
zation in their home areas. Every 
once in a while, we are asked to send a 
small delegation to meet with some lo- 
cal group of bankers gathered together 
for the purpose of organizing a local 
counterpart of the Clark-Taylor Bond 
Club. Thus far, to the best of our 
knowledge, no such group has gone 
ahead to the point of organizing. 
Within the past year two of us went 
on such a mission to another part of 
Wisconsin. Their dinner started late, 
despite our painstaking explanation 
that early closing is essential to suc- 
cess; the session dragged on until 11 
o’clock. Nothing came of it. As the 
meeting was breaking up we overheard 
some of the bankers saying they 
simply could not afford to stay out so 
late on a business night. That is the 
reason why our own group breaks up 
by 9:30 without fail. Our only excep- 
tions have been when something was 
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so urgently pressing that after 9:30 
adjournment, everybody wanted to 
stay and talk it out. 

Every now and then some Doubting 
Thomas demands, “Well, just what has 
this bond club of yours accomplished, 
anyhow ?” 

Our answer to this is short and to 
the point. We state that our prime 
purpose is still the one for which our 
group was organized: To improve our 
bond situation. Today every bank in 
the club has a good clean secondary 
reserve, through a shortening of ma- 
turities, rotation of maturities, and 
more careful selection of securities. 
Our secondary purpose, which evolved 
after we had made progress on the 
bond problem, was to develop among 
our banks some agricultural and other 
economic programs that would build 
our trade territories and thus our 
banks. In this we likewise have suc- 
ceeded, but this function still remains 
secondary. Beyond all this, we have 
kept ourselves exposed to the best 
available thought on all banking sub- 
jects that are of vital concern to man- 
aging officers and directors, and there- 
by have unquestionably upgraded the 
standards of banking throughout our 
five counties. 

That strikes us as a pretty good 
return on an investment of one eve- 
ning a month and $50 every two or 
three years! 
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CONTINUED FROM PAGE 49 
bank to apply the power of its entire 
selling effort on any one bank service, 
or divide the effort at will. It has the 
additional virtue of serving to train 
staff members in selling ideas and sales 
messages. By creating sales, it gives 
staff members confidence in their abil- 
ity to sell. 

The fourth medium is gimmicks. 
Not long ago the Fort Worth (Texas) 
National Bank used a gimmick idea to 
rent a lot of safe deposit boxes. The 
gimmick was a lapel badge bearing 


A STARE SALES PROGRAM 


the letters “DYHASDB?” When cus- 
tomers and prospects asked the con- 
tact employees who were wearing the 
buttons “what the heck DYHASDB 
meant,” they were told: “It stands for 
‘Do you have a safe deposit box?’” 
Then the staff member went on to say, 
“We are a having a big push on boxes 
this month and I’d like to rent one to 
you.” 

The Fort Worth National rented 
183 boxes in two weeks, or in other 
words, what they would normally rent 
in six months. Like the sales message 
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card, the gimmick idea has the merit 
of automatically starting sales con- 
versations. The idea is inexpensive. 

There are some additional ideas that 
bank staff members can use outside 
the bank and in their contacts with 
stores, service stations, and other 
places where they do their shopping. 
The staff members should be taught to 
introduce themselves to these potential 
bank customers by saying, “I’m Dick 
Rowe and I work for the First Na- 
tional Bank.” They should be taught to 
follow up then with something like 
this: “We like to do business with 
successful people like you, and I hope 
you'll stop in and see me the next 
time you’re in our neighborhood.” 

In addition to specific sales training, 
special attention should be given to 
three vulnerable areas where the bank 
contacts the public. These areas are 
the telephone, correspondence, and 
face-to-face contacts. 

The telephone can be a tool or a 
weapon; a public relations tool to in- 
fluence people favorably, or a weapon 
to drive them away from the bank. 


S with the use of the telephone, each 

letter that goes out of the bank is 

a “bank representative.” It makes 

either a good impression or a bad im- 

pression, as to the way the letterhead 

on which it is written is designed, and 
the way in which it is written. 

There are some additional things 
that staff members should be taught 
in dealing with people face to face. 
Staff members should: Call a person 
by his name on every possible occa- 
sion, for a person likes the sound of 
his own name. Smile; it makes the 
customer feel good, as well as the per- 
son offering the smile. Be courteous; 
courtesy is not only good manners, it 
is also good business. Listen; a bril- 
liant conversationalist’s reputation is 
built upon the fact that he is first a 
good listener. Sympathize; it’s good 
manners and good business to let the 
other fellow cry on your shoulder. 
Never argue; for in most cases not 
only is the argument lost, but the cus- 
tomer too. This point is reminiscent 
of the traffic accident victim whose 
epitaph read: “He was right, dead 
right, as he sped along; but he was 
just as dead as though he’d been 
wrong.” 

As I said at the outset, every bank 
staff member is a salesman. Maybe he 
doesn’t know it yet and, if not, it’s 
management’s job to tell him that he 
has sales ability, and to show him how 
to go about using it. It’s managment’s 
responsibility to formulate sales plans 
and policies, and to train staff mem- 
bers in selling the services of the bank. 
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@ We think of farm equipment credit 
today as capital credit. Certainly it is not 
consumer credit, for the loans are 
liquidated by the earnings and productivity 
of the machines themselves. 


Yes, these modern machines are 

capital equipment on the farm in the 
same way that machine tools are 
capital equipment for the manufacturer. 


We suggest that you keep in touch with 
the IH dealer in your community. He is 

a business leader; his sales of IH farm 
machines can be the source of new business 
in the form of sound capital credit. 


This is International Harvester’s famous 2 ME Corn 
Picker. It picks 25 acres of corn a day, does the work 
of 25 men husking by hand! Cuts costs,saves money. 
Pays for itself in use. 
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